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Ewing Holds Agents 
Not Made Obsolete 
By Market Changes 


Travelers Executive Says Agent 
Has Key Part in Distribution 
of New Packaged Protection 


FULL COVERAGE STRESSED 


Multiple Line Agent’s Offer of 
Comprehensive Insurance Will 
Offset Price Competition 











The independent insurance man_ has 
not been made obsolete by changes in 
the American market, declared Vice 
President Esmond Ewing of the Trav- 
ders Insurance Companies speaking at a 
meeting of the Detroit Association of 
Insurance Agents on September 20. 

More than ever before, said this prom- 
inent Travelers executive, the independ- 
ent insurance man has a key part to play 
in the distribution and proper application 
f the industry’s product. There is not 
and cannot be devised a technique of sell- 
ng that supplants the personal contribu- 
tion he makes to every insurance sale. 


For Joint Consultation 


Nonetheless, Mr. Ewing added, “I am 
oncerned, and fully convinced, that only 
y consulting together in a constructive, 
amonious manner may we find the best 
solution to the ills which might threaten 
iy segment of our growth and future 
security, 

“Perhaps what we need as agents and 
mpanies is to join forces in a program 
ithe most searching study to analyze 
ur merchandising techniques and the 
‘ervices we render and so fit them to 
ie needs of the people that none can 
ford to bypass us,” said Mr. Ewing. 
Offering his analysis of present eco- 
lome conditions, Mr. Ewing described 
te typical American insurance buyer as 
‘home and family-centered individual: 
Itally concerned with accumulating and 
‘rotecting the material attributes of a 
xood life and interested primarily in get- 
‘ng the most for his money without 
sacrificing value. j 
“Understanding this,” he told his audi- 
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FOUR Big Reasons for the Popularity of 


BANKERS SECURITY LIFE 
INSURANCE SOCIETY 


Our General Agency plant in the East and Midwest 
is growing fast. Here’s why: 


1. Agency trained home office personnel, field- 
minded in their thinking. Available for con- 
sultation at all times. 


2. Modern policies at competitive rates. 


Liberal underwriting. (Substandard to 500%). 


4. Good General Agency contract with liberal 
vesting provisions. 


Bankers Security has dedicated itself to a quality pro- 


gram of General Agency development. 


We are also 


equipped to establish life insurance departments in 
general insurance agencies to better serve our agents 
and broker friends. 


For more details write: 


George Olmsted, President 


Founded in 1917 


103 Park Avenue 
New York 17, N. Y. 








John Hancock Leaders 
Of General Agencies 
Meet At Home Office 


fience of 600 Sees Finance 
Committee in Session Passing 
on Investments 


PRESIDENT CLARK SPEAKER 


Executive Vice President Elliott, 
Vice President Gay Also Heard; 
Agents on Program 


Boston, Mass.—The annual General 
Agency Leaders’ Meeting of John Han- 
cock Mutual Life in Boston this week, 
opened with a novel setting when the 
company’s finance committee presented 
a typical meeting on the stage of John 
Hancock Hall. 

In addition to President Paul F. Clark 
and Executive Vice President Byron K. 
Elliott, six company directors, all mem 
bers of the finance committee, and 12 
Hancock finance executives took part in 
the meeting. Vice President Clyde F. 
Gay, chairman of the session, introduced 
the members of the committee and re- 
viewed the finance operations of the 
company. 


See Actual Loans Made 


\gency leaders heard the committee 
discuss such subjects as the present 
cash position of John Hancock, money 
rates, opportunities for investment in 
bonds, city and farm mortgages, and’ the 
size and yield of the common stock 
portfolio. 

Foliowing the general discussion, the 
finance experts heard recommendations, 
and voted on the purchase of notes rep 
resenting $29 million. Later they voted 
on the conversion of a million dollars of 
convertible debenture into common 
stock. Then followed the acceptance ot 
a city mortgage loan of $250 thousand, 
the rejection of a $3 million apartment 
house loan and an affirmative vote on a 
group of farm loans. 

The presentation was part of an over 
all convention plan of better acquainting 
the field force with the organization and 
operation of the company’s home office. 
Many of the 600 persons in attendance 
at the convention visited the John Han 
cock’s 26-story home office—the largest 
building in Boston—for the first time, 
and were taken on guided tours through 
its offices. 


Dinner Tuesday Evening 


The Agency Leaders Meeting — the 
18th in the company’s history—was held 
at the Hotel Statler, September 19 - 23 
The program got under way Monday 
afternoon with a meeting of the John 
Agents 


Hancock General Association 
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Here’s An Idea That Will .. . 


BEAR FRUIT 


It’s simply this: You can serve your clients better when 

vou serve them for Life. No matter how complete their 
general insurance, their needs are not fulfilled without a 
comprehensive Life insurance program to protect their 
families and their businesses. 








Your Travelers Life brokerage man can help you develop a 
Life account that will bear rich fruits both in client con- 
fidence and commissions. He is trained and experienced 
in solving Life problems. And there is no cost to you for 
his services. 

Why not call your nearest Travelers Life brokerage man 
now—and plant the seeds of Life among your policyholders. 





Or... fill out the coupon and send it to us. 





THE TRAVELERS, Life Agency Department, Hartford 15, Connecticut 
I am interested in writing Life Insurance with The Travelers. Please have your nearest 
brokerage manager get in touch with me. 


PRUDESRRNEESS Serre oes Serie ea Cm le en Oe nc eects uh AIR a aN eee 


RCTS AE POWAGE So 5. 25 crak Se ee Aiea ee ee ed ae ee 
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Brought to Fort Wayne by Company 


By CLarence AxMAN 


The Lincoln National Life’s Golden 
ubilee event in Fort Wayne last week 
interested the entire city judging by 
ace given it in the local newspapers 
nd the attention paid to the various 
events. The ceremonies. began in the 
morning with a rededication and ribbon- 
cutting ceremony 1n the open air at the 
atrance plaza of the main home office 
hilding; were resumed in the evening 
- the Allen County Memorial Coliseum 
vhere 7,500 guests of the company wit- 

— ~ os ar! nn 1D 
essed a periormance of “Hear! Hear! 

/ new show of Fred Waring and His 
Pennsylvanians, a rousing combination 
j music and songs. — : 
Master of ceremonies in the morning 
as Allen C. Steere, chairman of the 
anniversary committee. He is second 
‘ice president of the company. An in- 
vocation followed, delivered by Dr. Louis 
\ Warren, director of the Lincoln Na- 
tional Life Foundation and collector for 
the company of books and documents 
about Abraham Lincoln. 

Fort Wayne’s mayor, Robert  E. 
Meyers, who has a lot of attraction and 
punch, appeared for the city. He was 
jollowed by greetings from the Gov- 
enor, George N. Craig, which were pre- 
sented by the Insurance Commissioner 
Harry E. Wells. Calling administration 
i life insurance a sacred trust, the 
Commissioner said that countless num- 
ber of widows and children “whom you 
will never see” are appreciative to you 
‘or having helped carry out their 
readwinners’ decision to place their in- 
surance in your company.” 

Next speaker was Homan Hamilton of 
University of Kentucky, who made a 
scholarly address on “Lincoln, the 
Hoosier Youth.” The morning session 
was concluded by a talk in which Presi- 


lent Walter O. Menge discussed the 
company. 

Directors Present 
Among directors who visited Fort 


Wayne in connection with the 50th an- 
uversary celebration were George Gund, 
president of Cleveland Trust Co., Cleve- 
ind; A. J. Henninger, Jr., general part- 
ner in Lazard Freres & Co.; and John 
\. Mayer, vice president, Mellon Na- 
tional Bank & Trust Co. Mr. Gund is 
so. a director of Sun Life of Canada 
id of Home Insurance Co. He is a 
ge stockholder of the Travelers. 
Following a dinner at the Fort Wayne 
untry Club the anniversary observ- 
tee moved to the Coliseum for the 
rd Waring show. Before the per- 
‘mance started there was a welcoming 
ilk by President Menge and a_ short 
son life insurance by Claris Adams, 
‘ecutive vice president, American Life 
mvention, 

‘ort Wayne heard the Waring Show 
tore its Broadway premiere. This was 
tcause the Lincoln National Life en- 
“ged the famous band leader and_ his 
‘insylvania orchestra and vocalists to 
“the chief entertainment feature of its 
" anniversary event. “Hear! Hear!” 
‘not a musical comedy in the Broad- 
ay sense, but consists of songs out- 
“anding because of the novel way they 
“¢ presented. The Fort Wayne “News- 
‘itinel” highly praised the perform- 
‘¢ which lasted more than two hours. 
More Than $7 Billion in Force 


—mmenting on the current situation 
Mh the company, Mr. Menge said at 
‘Morning event: 
_ len you in the underwriting, medi- 
“a Issue departments go to your 
Rie will find more than 600 new 
tention "hen insurance awaiting your 
when <a de said. These applications, 
lon to a” will add another $5 mil- 
ferane € more than $7 billion of in- 
‘€ garnered in the first 50 years 












abian Bachrach 


Fab 
WALTER O. MENGE 


of our company’s operations. 

“When you in the investment depart- 
ment begin your day’s work it will be 
in relation to more than $1 billion of 
funds already invested and, more imme- 
diately, in relation to funds available for 
investment of $750,000 which accrued 
since the close of business yesterday.” 

More Than 2,000 Agents 


Commenting on the agency depart- 
ment he said that currently there are 
more than 2,000 agents representing the 
company in the United States as well as 
in the Canal Zone, Hawaii, Puerto Rico, 
the Philippines and the Virgin Islands. 
There are 1,200,000 outstanding policies 
in the company. 

(Continued on Page 13) 








Lincoln National Life’s 50th Anniversary 


§7 Billion In Force; 7,500 at Premiere of Fred Waring Show 


Claris Adams on 


An eloquent address devoted to “Our 
Institution” in which he described life 
insurance as a great, fundamental force 
in the economy of this country and the 
American way of life, was delivered by 
Claris Adams, executive vice president 
and general counsel of American Life 
Convention, at the 50th anniversary 
ceremonies of Lincoln National Life at 
Fort Wayne, Ind. His remarks in part 
follow: 


Thrift Institution for the Masses 


“Life insurance is incomparably an in- 
stitution of the average man. It min 
isters to the masses. It lives and moves 
and has its being on Main Street where 
its policyholders reside and their bene 
ficiaries dwell. It is the chief repository 
of the permanent savings of the nation 
It is the principal instrumentality 
through which a self-reliant race trans- 
mits to posterity the material means of 
self-reliance. It is the greatest monu- 
ment in all the world to the thrift of 
a provident people. 

“Life insurance is a free enterprise. 
It provides a great social service on a 
sound business basis. It does not deal 
in philanthropy, it sells property. One 
of the most significant things about life 
insurance is that people own it. They 
have full and clear title. They have 
bought it, therefore it is theirs. The 
amount is certain, paymert is sure, the 
cost is known. All rights rest upon the 


terms of a contract which cannot be 
altered. 
“Life insurance represents personal 


thrift which is a sure index of national 
character. It contributes to a_ stable, 
progressive social order and a_ sound, 
dynamic economy. The man who saves 
today cares about tomorrow. He has an 
individual stake in the future of Amer- 
ica, in the security of its people, and 
the solvency of its government. 
“Naturally the accumulated savings of 
well over 90,000,000 policyholders con- 
stitute a large sum. In the hands of the 
companies they represent one of the 


Lincoln National History 


Walter O. Menge at the 


company’s 50th anniversary celebration 
in Fort Wayne summarized the history 
of the company. It was founded by 33 
citizens of Fort Wayne, the corporate 
organization being completed on June 
12, 1905. The summer of 1905 was spent 
in the preliminary work of establishing 
agencies throughout Indiana; in prepar- 
ing policy and other business forms and 
in the solicitation of subscriptions to 
capital stock. Business operations began 
September 1, 1905. At the end of that 
year there were only 316 policies out- 
standing for a total of $532,000 of insur- 
ance. The first annual statement, which 
was written in longhand by Arthur F. 
Hall, enumerated these expenses: $210 
for office furniture and fixtures; $1,792 
for salaries; $200 for office rent. 
Commenting on some of the men 
who helped the company in its pioneer 
days, in addition to Arthur F. Hall, Mr. 
Menge said they included Samuel M. 
Foster, D. B. Ninde, Dr. Calvin H. Eng- 
lish and H. Paul Mossman. Among lead- 


President 


ers of other years were Presidents 
Franklin B. Mead and Alva J. Mce- 
Andless. The first state in which it did 


business outside of Indiana was Michi- 
gan where it was licensed in 1906. 

In 1912 the Lincoln began to solicit 
insurance on substandard lives, its deci- 
sion to enter the substandard field having 





been an important factor in its growth. 

In 1914 the Lincoln purchased the 
Michigan State Life of Detroit. This 
was the first of a number of such trans- 
actions involving reinsurance of the en- 
tire business of an established company, 
and the acquisition of valuable sales and 
administrative personnel. 

In 1917 the company initiated its pro- 
gram of reinsuring individual risks for 
other life insurance companies. 

In 1923 the company moved 
present building. Since that 
wings ‘have been added. 

It established the Lincoln Foundation 
in 1928, its museum and library, contain- 
ing the largest collection of literature 
and information ever assembled concern- 
ing Abraham Lincoln. 


its 
two 


into 
time 


Purchased Reliance Life 
In 1939 the Lincoln attained its first 
$1 billion’ of life insurance in force. 
In 1944 it expanded its Group insurance 
activities to include all forms of group 
coverages. 

In 1951 the Lincoln purchased the Re- 
liance Life Insurance Company of Pitts- 
burgh, a company having a billion dollars 
of insurance in force. This was the 
largest such transaction in life insurance 
history. 

The Lincoln entered the personal Acci- 
dent and Sickness insurance field in 1951. 
In 1954 it reached $1 billion of assets. 








“Our Institution” 


great economic resources of the nation 
Life insurance funds are not. sterile 
capital. 
Investments Put to Work 

“They are invested for the benefit of 
policyholders. They flow automatically 
into the industrial stream of our pro 
ductive economy. They help to finance 
enterprises otf infinite variety which 


serve the ever expanding American 
market, provide jobs for increasing 
thousands each year and contribute to 


the advance of our unexampled standard 
of living. The funds for our gigantic 
building program from modest cottage 
to new factory, great terminals and im 
posing skyscrapers are provided in great 
part by life insurance. All political units 
from the Federal Government waging a 
great war, a state building highways, a 
city constructing schools and hospitals, 
streets or sewers depend in appreciable 
degree on insurance loans. Thus _ life 
insurance is not only a disseminator of 
widespread social benefits to the enrich 
ment of the nation but functions also 
as one of the great generators and 
transmitters of economic energy in our 
industrial civilization. 

“Many companies domiciled in almost 
every state of the Union and the Do 
minion of Canada serve the life insur 
ance needs of the nation. They have 
served America well. Through an army 
of life underwriters—evangels of thrift, 
salesmen of protection, conservators of 
estates—they have made the United 


Page 13) 


Ronald G. Stagg Diiow on 


Board of Lincoln National 


(Continued on 


RONALD G 


STAGG 
Ronald G, Stagg, vice president, Lin 
coln National Life, was elected to the 
board of directors last week, succeeding 
to the vacancy caused by the recent 
retirement of Joseph D. Frank, vice 
president and general counsel. 

Mr. Stagg rejoined the Lincoln Na 
tional in February, 1955, after an absence 
of nearly eight years. Originally from 
Toronto where he began his life insur 


ance career in 1925, he joined Lincoln 
National two years later and became 
actuary in 1944, the next year being 


elected second vice president. Leaving 
the company he became president of 
Northwestern National Life and then a 
vice president of The Prudential in 
charge of personnel. 
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Expanding LAA Field 
Seen by Thiemann 


AFFIRM PRESENT ORGANIZATION 
Retiring President of LAA Tells of 
Activities of Association During 


the Year 





An expanding field of activity for the 
Life Advertisers Association 
is seen by A. H. Thiemann, 
president of the organization of adver- 


Insurance 
retiring 


tising, sales promotion and public rela- 
tions representatives of companies, who 


addressed the annual meeting in New 
York last week. Mr. Thiemann is sec- 


ond vice president of New York Life. 

Referring to a proposal to consoli- 
date the public relations activities with 
other insurance organizations in this 
field. Mr. Thiemann said: 

“The subject is admittedly complex, 
with many ramifications and far-reaching 
implications for the future of LAA. 
Over the years LAA has grown in mem- 
bership and its activities and functions 
have expanded. This has placed an in- 
creasingly heavy burden upon the offi- 
cers, executive committee, and committee 


chairmen and their members. On the 
other hand, if they were to relieve 
themselves of some of those burdens 


they would also sacrifice a unique source 
of strength in LAA which arises from 
everyone working together on a “do it 
vourself” basis. Balancing the pros and 
cons, it was the consensus of the execu- 
tive committee that more would be lost 


than gained if the essential character 
of LAA were changed at this time. 
While the subiect was thoroughly ex- 


mMored and presumably settled for the 
being. it will undoubtedly _ rise 


time 

again. So long as members are willing 
to give freely of their time and effort 
for the benefit of the group, it was 


agreed the present organization would 
appear to be most effective. 
Some LAA Activities 

Reviewing some of.the activities of 
the year President Thiemann said: 

“Gordy Hull as chairman of the edu- 
cational committee, maintained the high 
standard of accomplishment established 
by his predecessor, Morgan Crockford. 
April 3-8, 1955 Workshops were held in 
St. Louis. There were 26 students in 
the Sales Promotion Workshop con- 
ducted by Bill Heimburg and 17 in the 
Editorial Workshop under Bill Reimer. 
The LAA members comprising the fac- 
ulty well deserve gratitude and praise 
for their contributions of time, effort and 
experience. Many long hours were spent 
in preparation for ‘all work and no play’ 
program, which was practical, down-to- 
earth, and eminently rewarding to those 
who participated. 

“The institutional relations committee, 
under the chairmanship of Jack Morris, 
continued to maintain cordial and co- 
operative relationships with other organ- 
izations in the business. A symposium 
on public relations was held in Boston 
under the joint sponsorship of LAA and 
the Institute of Life Insurance. The 
committee also met with the Institute 
staff to review the new cooperative 
‘dvertising program. The award winning 
LAA exhibits were made available to the 
Life Insurance Agency Management As- 
sociation for its annual meeting. Jack 
Morris and Stan Richman assisted the 
National Association of Life Under- 
writers in connection, respectively, with 
the program and press arrangements for 
its annual meeting. The American Col- 
lege of Life Underwriters asked for and 
received cooperation in promoting CLU 
in the insurance press. 

“During the past vear vour president 
has visited, on behalf of LAA, Dallas, 
Boston, St. Louis (twice), Philadelphia, 
Omaha, Newark, Chicago and Hartford. 
At Dallas he was made an Honorary 
Deputy Sheriff and addressed the Dallas 
Advertising League. At St. Louis he 





spoke before the Advertising Club and 
was made a member of that organiza- 
tion’s order of Brass Hats. Again at St. 
Louis he appeared on a panel with the 
heads of the Life Insurance Association 
of America, American Life Convention, 
Institute of Life Insurance, Life Insur- 
ance Agency Management Association, 
and National Association of Life Un- 
derwriters. It has been a _ rewarding 
personal experience and it is hoped that 
his activity has also redounded to the 
credit of LAA. 


Regional Round Tables 


“In the Spring of 1955 the three re- 
gional round tables were held: The 
Eastern at the St. Moritz in New York 
City. March 17-18; the North Central 
at the Blackstone Hotel, Omaha, April 
14-15; and the Southern at the Adol- 
phus Hotel, Dallas, May 2 - 3. 

“Don Lynch and his committee pro- 
duced a superb program of panels which 
concluded with a brilliant discussion of 
current world problems by the chief edi- 
torial writer of the New York Herald- 
Tribune. 

“The North Central Round Table. un- 
der the dynamic direction of Dick Hagg- 
man, more than lived up to its theme of 
a Treasure Chest of Ideas. An authori- 
tative discussion of motivation research 
and its apnlication to life insurance sell- 
ing and advertising by Dr. E. H. Weiss, 
president of Weiss and Geller, was an 
outstanding contribution. 

“The Southern Round Table scored 
a signal success with its shirt-sleeve 
sessions. Marion Davis, chairman, was 
assisted by a comprehensively organized 
committee. T was especially impressed 
with the solid content of the public re- 
lations panel and with the delightfully 
informal barbecue at the Manco Ranch. 

“Many of the LAA members who at- 
tend the regional round tables are un- 
able to come to the annual meeting he- 
cause of distance, time and expense. The 
companies in each of the three regions 
have much in common. Tt was an en- 
lightening experience to attend the three 


Be In Touch With Field, Says Morton 


Speaking on the subject “An Agency 
Man Looks at Advertising,” E. Morton, 
director of agencies, North American 
Life Assurance, Toronto, stated that it 
was the firm conviction of his company 
that the advertising department should 
be attached to—though not necessarily 


a part of—the agency department. 
He said that “The ideal advertising 





round tables and to see LAA so ably 
serving its membership at the grass 
roots. 

“Much of the value of the round 
tables and the annual meeting comes 
from the opportunities to meet with 
one another and to exchange experience 
and ideas. To extend this benefit still 
further, LAA embarked unon a new ac- 
tivity this year. The three standing 
committees on advertising, sales promo- 
tion and public relations, with Al Rich- 
ardson acting as coordinator, compiled 
files of case histories in their respective 
fields. Briefly, they described how mem- 
bers had solved particular problems. In 
addition, each committee prenared a 
statement of principles of public rela- 
tions, sales promotion and advertising 
relating directly to life insurance. This 
material, painstakingly prepared, has 
been reproduced and sent to the mem- 
bership. 

“The chairmen were Russ Blanchard 
for sales promotion, Bill Cary for nub- 
lic relations, and Russ Vernet for adver- 
tising. Necessarily most of their work 
was done bv mail and therefore without 
fanfare and applause. Their accomplish- 
ment was great and thev deserve well- 
merited gratitude. It is hoped that this 
important activity may be continued and 
enlarged in the vears to come, providing 
a continuing and dynamic service to LAA 
members.” 








Jerry Saltsberg & Associates 


Officers and members of the executive committee of Life Insurance Advertisers 
Association elected at the annual meeting in New York last week. Officers seated 
from left to right—E. P. Leader, Bankers Life, secretary; H. M. Kennedy, CLU, 
Prudential, vice president; Al B. Richardson, Life of Georgia, president; Goldie 
Dietel, Equitable Society, editor; Harvey Kesmodel, Jr., Sun Life of America, 
treasurer. Executive committee standing from left to right—R. S. Haggman, Kansas 
City Life; D. E. Lynch, Mutual Benefit Life; L. E. Harwood, Southwestern Life; 
A. H. Thiemann, New York Life; R. L. Hindermann, Pan-American Life; W. A. 
Neville, Great-West Life. 


man with his creativity is more ¢ 
akin to the field man than he js “pa 
other person in the company,” Hower: 
he felt that in too many instances there 
si Te 

appeared to be a deliberate attempt 3 
withdrawal on the part of the advertisins 
man from practical field affairs either by 
their own desire or lack of recognitio; 
of their position on the part of the, 
company. ‘ 
He emphasized, too, the need for ad. 
vertising and public relations people ; 
take a stronger part in formulating com: 
pany policy and stated that “one of the 
most refreshing experiences and the one 
that we welcome in our agency depart. 
ment is to have a creative man With 3 
full knowledge of our problems and oh. 
jectives, who is constantly nudging oy, 
individual or collective elbows regardins 
things that haven’t been done, that car 
be done better or that we should stop 
doing altogether.” 


Osely 


Know Field’s Reactions 


“IT feel that in spite of all the cred. 
able analyses that have been carried oy 
in this business, the job satisfaction sur 
veys and many other aids that we hay 
been given, we, as a company, and J an 
speaking now for ourselves, at any rate 
know little enough about the reaction: 
of the field men, their thinking toda 
which may be different from yesterda 
nor will we know about their thinki 
in 1956 until we design some method for 
getting at that problem. Perhaps noth- 
ing needs to be done and everything is 
satisfactory. We would like to find thi 
out. In our own company this has pr: 
ority on our agenda. 

“T am reasonably sure, however, 
we would find lots of things that would 
give us cause to pause and reflect. It is 
perhaps not the major things we might 
find out—there may be many of those, 
we may be sure. It may be the accum- 
lation of many things of which we have 
not taken cognizance or don’t even knov, 
but once we start, as we intend t 
we face the necessity for continuane 
since our field force will always be in 
a state of change in mood and move 
ment, with manpower changes and mar 
ket influences, affairs within the con- 
pany and the agency, all of which wil 
have their impact. 

“Perhaps the areas of distribution ca! 
for more study now than ever they ¢i 
before. Greater emphasis in the future 
is going to be placed on distribution 
It is not enough to know that the marke! 
is available, that dollars are available 
that needs are greater than ever, thal 
human life values have increased 0 
account of people living longer al 
earning more money. It seems to Mm 
that it is now more than ever ol! 
responsibility to dig with our hands a 
get at a lot of things about, which we 
may not know too much in this changin: 
economy and have perhaps a great dei 
to learn. Many of the things I hav 
referred to are the things that our con 
panies and our field force look to us" 
supply and have a right to expect I 
us. 














Gardner Cowles, Publisher, 
Optimistic on Outlook 

Speaking at the annual meeting ’ 
Life Insurance Advertisers Assn. in 
York last week, Gardner Cowles, Pt" 
den of LOOK Magazine, was optim: 
as to the economic prospects im © 
years just ahead not only for this “7 
trv but for Western Europe also. Se 
felt that war tension had subsided, ” 
there was a different attitude in Russ 





i i » it 
since the meeting at the eae 
Geneva but that China was . ae 
with power. He found that Eur 





statesmen were not as concerne 
Asia as is this country. 
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LAA Exhibits at Record High; 
MacGregor Announces Winners 


Robert M. MacGregor, Phoenix Mu- 
wal, chairman of the LAA exhibits 
mite, told association members 
hat there was an “avalanche” of entries 
jnce the advert ising contest was opened 
ust spring. He said that there were 


318 displays in all—the largest in LAA 


‘a at the annual meeting of LAA 
» New York last week Mr. MacGregor 
al on to point out that the caliber 
{advertising material was especially 
high this year and that the panel of 
prominent judg res had a difficult time in 
choosing those for awards. He congratu- 
ated the exhibit committee members 
jor their work in making the contest 
it was. 


the success that 


Following are the award winners in 
the various classifications : 

Aetna Life, Hartford, 1, 2, 6. 
American Mutual Life, Des Moines, 1. 
American United Life, Indianapolis, 4. 
Life, Richmond, 11. 
Life of Nebraska, 


Atlantic 

Bankers 
2 At, 

Bankers National Life, Montclair, 5, 15. 
Salt Lake City, 2, 3, 


Lincoln, 


Beneficial Life, 
13, 16. ‘ 
Berkshire Life, Pittsfield, Mass., 18 
California- Western States Life, Sacra- 
mento, 2. 

Canada Life, Toronto, 14. 

Columbus Mutual Life, Columbus, 11. 
Commonwealth Life, Louisville, 14. 


Connecticut Mutual, Hartford, 3, 8, 
10, 12, 16. 
Cuna Mutual, Madison, Wis., 6, 8, 17. 


Dominion Life, Ontario, 11. 

Empire Life, Ontario, 2. 

Equitable Life Assurance Society, New 
York, 13, 15. 

Equitable Life of Towa, Des Moines, 1. 
Excelsior Life, Ontario, 2, 6, 8. 
General American Life, St. Louis, 1, 8. 
Great Southern Life, Houston, 2, 8, 11 
Guarantee Mutual, Omaha, 2. 

Guaranty Savings Life, Montgomery, 4. 
Guardian Life of America, New York, 


Gulf Life, Jacksonville, 14. 

Home Beneficial Life, Richmond, 6 
Home Life, New York, 8, 12, 17. 

_ tome State Life, Oklahoma City, 11, 


Imperial Life of Canada, Ontario, 4, 13. 
Indianapolis Life, a Se 
John Hancock, Boston, 1, 13. 

Kansas City Life, Kansas City, 1, 2. 
Lamar Life, Jackson, 2. 


Lite & Casualty of Tennessee, Nash- 


ville, 16, 

Life Insurance Co. of Georgia, At- 
anta, 12, 

Lincoln National Life, Fort Wayne, 
Z, 4. 

London Life, Ontario, 8, 14. 


Lutheran Mutual L ife, Waverly, Towa, 


8, 16, 
Manufacturers Life, Toronto, 2, 10, 
14. 
Massachusetts 
ass., 6, (fp 13: 


stropolit in Life, New York, 1, 2, 8, 


Mutual, Springfield, 


Midland Mutual, Columbus, 18. 
Mutual Benefit, "Newark, 11, 14; 15. 
Mutual Life of Canada, Waterloo, 


Ontario, 7. 


> Matt Life of New York, New York, 
’ ) 

eal Service Life, St. Paul, 2, 16. 
ational Life & Accident, Nashville, 12. 
ace. Life, Montpelier, Vt., 2, 6, 9. 
¢w England Mutual, Boston, 8, 9, 13. 


Key to Classification 
Of Exhibit Material 


1—Material to Motivate Agents. 

2—Sales Aids. 

3—Prestige and Good-Will Builders. 

4—Recruiting Material. 

5—Direct Mail. 

6—Wall Calendars. 

7—Greeting Cards. 

8—Annual Reports. 

9—Policyholder Material. 

10—Brokerage Material. 

11—Company Field Magazines or News- 
papers Addressed to Agents. 

12—Employe Relations. 

13—National Magazine Advertising. 

14—Newspaper Advertising. 

15—Insurance Journal Advertising. 

16—Public Relations. 

17—Group Coverage. 

18—Personal Accident and Health. 


New York Life, 


New York, 1, 5, 6, 8, 


12; .106;.17. ~ 

North American Life, Ontario, 18 papel 9 

Northwestern Mutual, Milwaukee, 6, 
13: 

Northwestern National, Minneapolis, 
243: 


Occidental Life, Raleigh, N. C., 14, 15. 


Occidental Life of California, Los An- 
geles, 2, 11, 17, 18. 
Ohio National, Cincinnati, 1, 2, 8. 


Pacific Mutual, Los Angeles, $58.10: 

Pan-American Life, New Orleans, 2 
8: 15,10: 

Paul Revere Life, Worcester, Mass., 
15,18. 

Penn Mutual, Philadelphia, 8. 

Phoenix Mutual, Hartford, 1, 11. 


Sees Expanding Need 
For Public Relations 


CLARENCE MYERS TELLS LAA 


New York Life President Says Whole 
Company Should Make Use 
of This Function 


President Clarence J. Myers of New 
York Life told the Life Insurance Ad- 
vertisers Association that both manage- 
ment and public relations men have a 
responsibility for good public relations. 
He said that there is a need for 
“good public relations” at every level of 
management and that more than just 
experts in communication are needed 
today. 

Speaking before the convention at the 
Essex House, Mr. Myers gave these 
suggestions to public relations men: “Be 
good organizational people, don’t lose 


more 





Greensboro, N. C., 8, 11, 17 
Protective Life, Birmingham, 14. 
Provident Life, Bismarck, N. D., 16. 
Provident Mutual, Philadelphia, 15, 18. 
Prudential, Newark, 2, 4, 8 10, 11, 

13, 16. 

Republic National, Dallas, 10, 11. 
Security Benefit Life, Topeka, 5, 10, 17. 
Security Mutual Life, Bingh: iumton, 

N. Y.,.2, 35; 9 10 13, 16; 18. 
Southland Life, Dallas, Pes crS: 

State Mutual, Worcester, Mass., 106. 

Sun Life of America, ee ve 

Travelers, Hartford, 6, 7, 13, 25. 

Union Casualty & Life, Me Vernon, 
N, ¥., 2, 10) 35: 


Pilot Life, 


Union Central, Cincinnati, 4, 5, 15. 

Union Life, Little Rock, 11. 

Union Mutual Life, Portland, Maine, 
r2. 10: 


United States Life, New York, 10. 
Washington National, Evanston, 
It, 16: 


Ill., 





At the opening of the annual meeting 
of Life Insurance Advertisers Associa- 
tion held in New York last week, New 
York Superintendent of Insurance Lef- 
fert Holz welcomed the 500 advertising, 
sales promotion and public relations 
representatives of insurance companies. 

Shown above left to right: if 
Thiemann, second vice president of New 








Jerry Saltsberg & 


Associates 


York Life and retiring president of 
LAA; Superintendent Holz; Robert S. 
Kieffer, CLU, Metropolitan Life, mem- 


ber of the executive committee and gen- 


eral chairman of the annual meeting 
committee; and Al. B._ Richardson, 
newly elected president of LAA and di- 


rector of public relations for Life In- 


surance Co. of Georgia. 


your objectivity, know your company 
and study it, seek opportunities to be of 
service to other departments and think 
beyond your present job.” 

He told management to recognize 
that the top responsibility for good pub- 
lic relations belongs to top manage- 
ment, to make sure that the public rela- 
tions point of view is adequately con- 
sidered in reaching important policy 
decisions and to see to it that manage- 
ment has a quality public relations staff. 


Use Public Relations Office 


He also told management to inform 
the public relations office of what is 
going on and to encourage all depart- 
ments within the company to utilize the 
services of the public relations office. 

“A company’s public relations office 
will be only as useful to management 
as management wants it to be,” Mr. 
Myers stated. Its effectiveness depends 
on the stature of the people who staff 
it and the recognition it is given within 
the company, he said. 

“Many a company committee would 
profit by the contribution a public rela- 
tions representative could make to its 
deliberations,” he pointed out. “While 
public relations on the technical com- 
munications level has reached a_posi- 
tion of substantial standing (particu- 
larly in the life insurance field), this is 
not yet so on the policy level. 

“There is a growing need for intelli- 
gent and skillful interpretation of the 
role of life insurance in the nation, and 
what we say, and how we say it, be- 
comes increasingly important.” He. said 
that this fact “spelled opportunity” for 
experts in public relations. 


Communications Specialist 


“Looking ahead, there is no doubt in 
my mind, first of all, that one form of 
help management is going to need in- 


creasingly is the assistance of the 
skilled communications specialist. The 
means of communication have so mul- 
tiplied, and their use involves so many 
techniques, that the whole field has be- 
come one for experts. 

_ “As life insurance companies make 
Increasing use of the various media 


available for channeling information and 
ideas to the public, they will necessarily 
look more and more to specialists who 
have the requisite technical knowledge 
and experience in this area. 
“Furthermore, the need 
only to tell our story 


will be 
more 


not 
otten, 


(Continued on Page 12) 


H. STEENBERG OF OSLO HERE 


Norwegian Life Co. V. P. Attended LAA 
Meeting; in Hartford This Week; 
Has Countrywide Itinerary 
Herluf Steenberg, vice president of 
the Brage Life Insurance Co. of Oslo, 
Norway, who is now on ‘his first trip to 
the United States, was an interested 
observer at the annual meeting of Life 
_ Ivertisers Association last week in New 
York City. The LAA meeting gave Mr. 
Steenberg his first impression of Ameri- 
can life insurance selling methods and 
the careful study he needs of the LAA 
exhibits of advertising, direct mail mate- 


rial, company publications and sales !et- 
ters furnished him with many ideas to 
take back with him to Norway. He is 


in charge of sales for the Brage. 

Mr. Steenberg spent most of this week 
in Hartford, one of his first stops being 
the offices of the Life Insurance Agen 
cy Management Association. He_ also 
met people in the home offices of Hart- 
ford’s life insurance companies. LIAMA 
has planned an itinerary across the coun- 
try for him. 

In conversing with 
Steenberg said that 
of 14 life companies operating in Nor- 
way. It has 300 agents, mostly part 
timers, and 45 inspectors. A sizable vol- 
ume of life business is written by this 
sales force including what he called 
“pension schemes.” The sickness and ac- 
cident line is not written. 


LAA people Mr. 
the Brage is one 
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Mutual Trust’s 50th Anniversary 


Over 200 Attend Convention at Mackinac Island; Leading 
General Agents and Fieldmen Featured on Program; 
President Olson Predicts Continued Growth 


Over 200 general agents, leading pro- 


ducers, home office officials and guests 


attended the 50th anniversary conven- 
Mutual Trust Life of Chicago, 
recently at Mackinac Island. The 
delegation was headed by 
Olson and included di- 
rectors O. D. Olson, O. I. 
and W. W. Nipper. 

In his address in the opening business 

President Olson took as_ his 
“Mutual Trust,” and 
achievements made by the 


tion of 
home 
office Presi- 
dent Raymond 


Hertsgaard, 


session, 


topic, reviewed 


some of the 


company during its 50 years of opera- 


tion. He pointed out that the company 
was built on a firm foundation, finan- 
cially, and was consistently adding to 


its staff of officers and supervisory mem- 
“Mutual Trust,” Mr. Olson 
“is staffed by a group of officers, 


bers. said, 
who 
have averaged 
the com- 
Ol- 


years of 


although young in years, 
with 
Looking to the future, Mr. 
stated that the next 50 
Mutual Trust should be 
outstandingly than the 


long periods of service 
pany.” 
son 
history even 
more successful 
first half century. 

At the 


given by 


talks 
were outstanding fieldmen. 
Lester I. Lester, New York City, 
was the company’s first general agent in 
the state of New York, gave a talk based 
on the attainable 
through the development of permanent 


formal business sessions, 


who 


profits which are 


In summarization, General 
Pays to Build.” 
Pomona, Calif., 


organization. 
Agent Lester stated, “It 
Fred T. 


one of the 


Livermore, 


company’s newer general 
is doing an outstanding job in 


General Agent 


agents, 
developing a new agency. 


Livermore contrasted the two types of 


life underwriter and pointed out the 


broad aspects of package selling versus 
the more involved types of selling, such 


as programming, estate planning and 


business or tax insurance development. 


General Agent Livermore commented 


that a successful package salesman is 


an artist. He has the ability to create a 
word picture of tomorrow and to por- 
tray in glowing terms just what the 


particular policy will accomplish for the 


prospect. 


General Agent Bernard Bergen of the 


Bergen-Eiber agency, Brooklyn, the 


company’s largest agency, enlarged upon 


progressive changes in sales techniques 


which have come about during the com- 


development. In his 


Now,” 


pany’s 50 years of 


talk, “The Future Is General 


\gent Bergen told the audience that, 
“We are now finishing the second cycle 
and we are about to enter the third 
stage in the development of life insur- 
ance. The future is now. This will be 
the era of client-building. In this new 


era people will place the same degree of 
confidence in their life underwriter as 
they now place in their doctor or lawyer. 
\s they go to their doctor for periodic 
checkups and to their lawyer for advice 
and protection to avoid legal difficulties, 
so too will they go to their life under- 
writer for protection against the eco- 
nomic loss of life and the problems aris- 
ing therefrom. 

“In recent has 


years life insurance 


gone through considerable development. 
Instead of 
single 


having a few policies for a 


need, we now have many policies 





for new requirements as well as the old 
ones. We solve the problem of stock 
liquidation through business insurance, 
prevent estate shrinkage through in- 
heritance tax insurance, arrange contin- 
uation of earning power by income in- 
surance; we also have life insurance 
trusts, pension trusts and many other 
ramifications. So the selling of life in- 
surance from a rather humble beginning 
with a rather simple background has 
developed and grown into a broad vista 
intensified by the outgrowth of many 
new developments. 

“How often have you heard people 
say, ‘stop talking protection or death.’ 
We will stop talking protection or death 
when the telephone companies issue a 
book in which there will not be a listing 
of doctors, or hospitals, or funeral di- 
rectories. Until such a phonebook is 
published, we must keep on talking pro- 
tection.” 


Round Table Discussions 


At the close of the business sessions, 
special round table discussions featuring 
business insurance and the new life ex- 
pectancy income policy were held for all 
attending the convention. 

A program of athletic, recreational, 
and social activities was provided during 
the convention, including the traditional 
softball game and a company golf tour- 
nament, with over 40 Mutual Trusters 
competing for the trophy and awards. 

The closing banquet was under the 
direction of President Olson. At the 
banquet a special presentation was made 
to O. D. Olson, only surviving member 
of the group w ho founded Mutual Trust. 
In his address of acceptance, Mr. Olson 
referred to the various national events 
and financial crises through which the 
company had passed during its half- 
century of growth and progress. 





Mutual Trust Introduces 
New Policy Contracts 


At the 50th anniversary convention of 
Mutual Trust Life, held recently at 
Mackinac Island, new sales tools were 
presented to the field force by company 
officials. At the opening business ses- 
sion, a new life expectancy income plan 
was introduced, which features a com- 
bination.of the family income and the 
family maintenance plan. An especially- 
drawn long term rider provides $10 of 
monthly income for each $10,000 of base 
policy. The monthly income is payable 
to the beneficiary for period of 20 years 
beyond the 10, 15 or 20 year income pro- 
tection period. The maximum paying 
period is 40 years. 

Agents were enthusiastic about the 
selling possibilities of the plan during 
the round table discussions, because of 
the numerous sales facets. The black- 
out period for widows is fully protected 
with the new long term plan, and added 
strength is available through the use of 
the base policy which may be used un- 
der any settlement option immediately 
at death or many years later. 

A new 400 page pocket size ratebook 
was also introduced. Rates and values 
are now shown by age, as contrasted to 
the old ratebook, which was by plan. 
The ratebook is accompanied by an 
agent’s guide and underwriting proce- 
dure booklet. 

Waiver of premium rates have been 
substantially reduced on all plans, and 
numerous reductions in occupational 
ratings have been made. Many ratings 
have been eliminated entirely. 

A competitive five-year renewable and 
convertible term contract was announced 
with no increase in rates over the pres- 
ent five-year term plan which will no 
longer be issued. 





Mutual Trust Leaders 
Honored at Convention 


NUMEROUS AWARDS PRESENTED 


Life Membership Certificates in Contin- 
uous Production Club and Monthly 
Standard Club 


President Raymond Olson opened Mu- 
tual Trust’s convention with a reception 
at which recognition was given to a 
number of outstanding general agents 
and producers. 

General Agent William N. Hesse, Long 
Island, N. Y., received the Edwin A. 
Olson Memorial Achievement Award, 
which is presented annually for agency 
progress and achievement. In selecting 
the Hesse Agency, the following were 
considered: average size of policy, 
average commission, lapse-ratio, and per- 
centage of the production quota achieved. 
General Agent Hesse is a veteran mem- 
ber of the company’s general agency 
group and is a former president of the 
Mutual Trust General Agents Associa- 
tion. 

Robert C. Foust of the Garnett Lentz 
Agency of Hillsdale, Michigan, won the 
Edwin A. Olson Memorial Achievement 
Award for the agent who has done an 
exceptional job during the previous year. 
In selecting the winner for the agent’s 
award, the committee reviewed, among 
other factors, the average size policy, 
average rate of commission, and lapse- 
ratio. Mr. Foust was one of the top 
personal producers of the company and 
was fully qualified for the national con- 
vention. 

Life membership certificates in the 
company’s continuous production club, 
the Monthly Standard Club, were pre- 
sented to Morton Bellin of the Lester 
Agency, New York; Harry Fagin, gen- 
eral agent, Decatur, Iil., and Leroy 
Greenfield of Bergen-Eiber Agency, 
3rooklyn. 

General Agent Lester I. Lester, New 
York, was awarded an engraved plaque 
in recognition of his agency’s s having the 
largest percentage of quota production 
during 1954 among the Triple A Agency 
group. Mr. Lester was the first agency 
head to be named in the State of New 
York and his agency consistently ranks 
as one of the company’s largest produc- 
ing units. The Lester Agency was se- 
lected as one of the first agency winners 
of the Edwin A. Olson Achievement 
Trophy. 


President’s Club Officers 


One of the highlights of the reception 
was the introduction of and awards to 
the current officers of the President’s 


Club. Harry Weinberg, Arthur L. Tiede- 
mann Agency, New York. as president 


and Donald P. Bergquist, CLU, manager 
at Minneapolis, as secretary. In the ab- 
sence of Howard M. Katzen of Bergen- 
Eiber Agency, vice president of the club, 
General Agent Bernard Bergen accepted 
the award. 

The quota achievement plaque for 
class A, agencies was presented to Gen- 
eral Agent Garnett Lentz, Hillsdale, 
Michigan. Robert Foust, of the agency, 
was selected as the agent-winner of the 
Edwin A. Olson Award. 

Bergen-Eiber Agency, Brooklyn, was 
given special recognition for having 
built the largest agency in the 50-year 
history of the company, doing business 
in 1955 at the rate of 12 million. 





Maurice Blond Sets New 
Monthly Production Record 


Maurice Blond of Bergen - Eiber 
agency, Brooklyn, was given special 
recognition at Mutual Trust’s recent 


convention at Mackinac Island and an 
award on the basis of his outstanding 
paid business record during July. Mr. 
Blond’s production of over $600,000 top- 
ped all individual paid business records 
during any one month in the 50-year 
history of the company. 





Mutual Trust Formerly _ 
Scandia Life Ins, a 


FORMED IN “CHICAGO IN 194 
Present Name Adopted Following Wor\, 
War I; Company Has Shown Steady 

Progress and Growth 


Mutual Trust Life Insurance Co, Was 
formed in Chicago in 1904 as the Scandi, 
Life Insurance Co. Following Work 
War I, in 1919, the charter was amende( 
and the company renamed Mutual Trus; 
Life Ins. Co. The company issued j its first 
policies in April of 1905, and out of the 
initial 17 life insurance policies, only 
one is still in effect. The owner of this 
remaining contract is O. D. Olson, a 
director of the company. Mr. Olson, i, 
is now 81 years of age, attended the 
50th anniversary convention recently a 
Mackinac Island and delivered a bre 
address at the final banquet. 

Since its organization, the company 
prospered and gained in reputation, By 
1908, the total insurance in force reached 
$10,000,000, and the company moved ; 
a larger office. The year 1916 was one 
of vast importance in the history of the 
company: not only did the total insur. 
ance reach $25,000,000 that year, but also, 
it was the year that the company de- 
cided to issue juvenile policies. Also 
in 1916 the company changed its basis 
of operation. This change was from 
the modified preliminary term method 
of valuation to the net level premium 
method. 

To the company’s durability, the years 
1917 and 1918 give testimony. In 1917, 
the United States went to war; in 1918 
an epidemic in influenza spread through- 
out America and over the entire world. 
The company paid out more in death 
losses in 90 days than it had ever done 
before in a year. The actual death rate 
in 1918 was 113.8% of the expected. This 
represented a genuine crisis for a young, 
growing company. 

After the name had been changed to 
Mutual Trust Life, it continued to ex- 
pand and gradually added to its field 
force. The company now has a stafi 
of several hundred, with modern office 
at 135 South LaSalle Street in Chicago 
The $500,000,000 mark of insurance in 
force was passed early this year. 

Raymond Olson, president of Mutual 
Trust Life, was born in Chicago. He 
attended public schools there and at- 
tended University of Michigan ant 
Northwestern University Law School 
He has been associated with the com- 


pany since 1924, during which time he 
has served in various capacities. 


Ratterman in Insurance | 
George W._ Ratterman, Cleveland 
3rowns professional football team quar- 
terback who starred at Notre Dame in 
college days, has been elected vice pres 
dent of Pension & Group Consultants, 
Inc., whose home office is in the am 
Building, Cincinnati. His financial ! 
terests include Ratterman & Co. Cin 
cinnati investment securities firm with 
offices in the First National Bank Build- 
ing. Now completing his final year 0! 
law studies preparatory to taking the 
Ohio State bar examination, George 
Ratterman is scheduled later to come 
to Cincinnati with the consulting firm's 
executive staff, where he will become 
full-time head ‘of the profit-shé uring de- 
partment. He is a son of the late Lee 
F. Ratterman, Cincinnati lawyer, @& 
countant and investor. 

Ratterman’s association with the Pen- 
sion & Group Consultants, Inc., was 4 
nounced by William T. Earls, Cincin- 
nati, board chairman of the org: inization 
and controlling factor since its incorpo” 
ration four years ago. 
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Brokers Offer Bill Barring Dual 
Interest in Welfare Fund and Insurer 


4 bill which would bar persons con- 
nected either directly or indirectly with 


, union welfare fund or pension plan 
jrom financial participation in the insur- 
ance firm which negotiates, services or 
ynderwrites the coverage, has been pro- 
osed by the Greater New York _Bro- 
kers’ Association to Martin S. House, 
special counsel for the New York Insur- 
ance Department. _ ; : 

Mr. House, who is conducting an in- 
vestigation of welfare funds at the be- 
hest of New York Governor Averill 
Harriman, met last week at_the Insur- 
ance Department’s New York City 
ofice, 61 Broadway, with about 30 rep- 
resentatives of New York City insurance 
producer associations. He asked them 
jor concrete legislative suggestions de- 
signed to remove the abuses which in- 
vestigating groups throughout the coun- 
try found rampant in many of the wel- 
fare funds. : 

Last March, a bill designed to regu- 
late welfare funds in New York State, 
drafted after an exhaustive investiga- 
tion conducted by former Deputy Su- 
perintendent of Insurance Adelbert 
Straub, IJr., was vetoed by Governor 
Harriman on the grounds that it had 
too many flaws and that additional study 
was needed. Appointment of Mr. House 
bv Superintendent of Insurance Leffert 
Holz, last July 27, was aimed at the 
development of the additional data the 
Governor said was essential for sound 
legislation. 


Bar Dual Interests 


The proposed bill to bar dual inter- 
ests in both the welfare fund and the 
insurance carrier or producer handling 
it, was made public, September 14, by 
C. Joseph Danahy, Brooklvn attorney, 
who is counsel for the Greater New 
York Insurance Brokers’ Association, 
Inc. The bill would also make it illegal 
and a misdemeanor for any _ officer, 
agent, employe or member of any union 
or emplover connected with a welfare 
fund or pension plan from exercising 
control over the ultimate use of any 
commissions or fees received from the 
insurance. 

The brokers’ proposal is similar in 
substance to the suggestions offered by 
the Association of the Bar of the City 
of New York last May in the form of a 
committee report. 

Mr. Danahy also pointed out in re- 
leasing the proposed bill that Governor 
Harriman made specific reference to the 
absence of a prohibition against shared 
commissions in his memorandum accom- 
panying the veto of the welfare fund bill 
last April. 


Will Not Interfere With Unions’ 
Interests 


“My association wants to make it 
crystal clear,” Mr. Danahy declared, 
‘that this proposal is in no way in- 
tended to interfere with the legitimate 
interests of unions. It was devised only 
‘Sa means of protecting the benefici- 
ales of welfare funds by guaranteeing 
tat the insurance plans taken out in 
their behalf, will be under the guidance 
! professional insurance producers, who 
tarn their commissions and are free to 
ise them as the law intended. 
“Investigations conducted in New 
York and other states as well as by 
Longressional committees leave no room 
‘or doubt that where the ultimate dis- 
position of insurance commissions is in 
“e control of union officials, evils and 
abuses invade the management of wel- 
‘re tunds. Creation of dummy insur- 
ance brokerage corporations or other 
machinations to avoid the strictures of 
i. anti-rebate laws do not legitimatize 
Nes illegal control of commissions. 
pein do plans which purportedly use 
mmission payments for ‘worthwhile’ 
Purposes,” 


Text of the proposed bill of the 












Greater New York Insurance Brokers’ 
Association, Inc., follows: 

“No officer, agent, employe or member 
of any union or employer whose mem- 
bers or employes are covered by a wel- 
fare or pension plan shall have any 


financial interest, directly or indirectly, 
in any insurance agency, brokerage firm 
or insurance company writing any in- 
surance policy for such welfare or pen- 
sion plan, nor shall any such officer, 
agent, employe or member of any union 
or employer exercise control over the ul- 
timate use of any commissions or fees 
received from or by any insurance com- 
pany, broker or agent, corporate or 
otherwise, in connection with any such 
employe welfare or pension plan. A vio- 
lation of this section shall constitute a 
misdemeanor.” 


Group Representatives 


Richard N. Hammond and Lyle A. 
Wilson, Jr., have been appointed dis- 
trict Group representatives of New Eng- 
land Mutual Life. Both men joined the 
firm in June of this year. 

Mr. Hammond, a graduate of the Uni- 
versity of Maine, is associated with 
Richard M. Rohn, New England Life 
district Group manager in Chicago. Mr. 
Wilson is associated with Alva Z. Allen, 
CLU, Cleveland district Group manager, 
and is a Boston University graduate. 





JAMES ROBERTS 


became District Manager 
within 4. years under 
General American Life’s 


PROMOTIO 


IST. 





General American Life has shown a 
steady growth in insurance in force 
during the past five years thus pro- 
viding new management opportuni- 
ties for its representatives. 


GROWTH OF INSURANCE 
IN FORCE 


1954 $1,824,127,950 








1953 $1,556,268,382 


1952. $1,381,726,532 
1951 $1,261,475,338 


1950 $1,212,849,895 



















practice of 


4 


Roberts joined the Adam Rosenthal Agency, St. Louis, in 


1949, produced $318,000 business his first year, made the 


Million Dollar Round Table in 1953. Advancing from 


within, he qualified for District Manager, and last year 


moved into the agency management field without having 


to leave his own community. 


For full information about the LSF 








Training Program, write to Frank 


Vesser, Vice-President. 


General American Life 
INSURANCE COMPANY 


} One of the nation’s leading mutual legal reserve companies 


3 St. Louls, Mo. 
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President Raymond Belknap of United States Life (far right) and Actuary Glenn 
O. Head push button to start operation of their new IBM Type 650 machine. 


The United States Life Insurance Co. 


‘electronic mathe- 
New 


Type 


has installed a new 
office in 
IBM 


downtown 


matician” in its home 
York City. It is the 


650 to be 


first 
installed in the 
nancial district 

president, and 
pushed the but- 
“brain” 


Raymond Belknap, 
(:lenn O. Head, a 
ton which started the 


ctuary, 
operating 
actuarial problems. 

used by U. S. 
premiums, 


mm complex 
The machine is being 
Life to calculate cash values, 


and other insurance values from basic 


tuarial formulas. Completion time of 
tions will be a fraction 


older 


include 


, 1 } 
these caiucula 


the time required by methods. 


Plans for the machine a com- 


plete new accounting system designed 


Solomon Huber Associates 


Estate Planners Forum 


The Plaza at Fifth Avenue and 59th 
Street, New York, 


Huber 


has been selected by 
the Solomon Associates for the 
13th Estate 


November 23. Faculty this year includes 


Planners Forum to be held 


Mark H. Johnson, Arnold J. Hoffman, 
Laurence J. Ackerman, Milton Young, 
Robert Anthoine and Mr. Huber. At- 


tendance which is by invitation only and 
is limited to attorneys, accountants and 
trustmen begins with luncheon and ends 


with reception and cocktails. Theme 
calls for a new look at contractual dis- 
position effective at death of a business 
interest. 


around the machine. This system will be 
the first of its kind to be installed by a 
life insurance company. Billing and ac- 
counting for premiums, dividends and 
loans will be automatically prepared by 
the machine. Commissions to agencies 
and statement data will be calculated 
much more quickly than at present. 
By utilizing the 650 to perform office 
work and to solve complex actuarial 
problems, Mr. Belknap expects U. 
Life to fully realize all of the inherent 
economies of electronic data-processing. 





Willis E. Davis Leader 
Of John Hancock Agents 


Mass.—Willis E. 
Louisville has been named leading 
general agency representative of John 
Hancock Mutual Life on two counts—he 
stood first in both total volume and total 
Ordinary volume among all the agents of 
the company. This is the seventh consec- 
utive year that Mr. Davis has led all 
Hancock agents in the sale of Ordinary 
life insurance. He is a member of the 
McKay Reed General Agency in Louis- 
ville. 

The announcement 
annual General Agency 
ing of the John Hancock 
Hotel Statler in Boston, 
19 - 23. 

John D. Howell of the Harold G. Pratt 
Agency in New York led all other John 
Hancock agents in Ordinary premiums 
during the convention year. 

Morton Y. Bullock, III, of the Swigert 
and Clark General Agency in Baltimore, 


,oston, Davis of 


was made at the 
Leaders’ Meet- 
held at the 
September 


sold policies to a greater number of 
individuals than any other Hancock 
agent. 
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Attention: Independent Life Agents 


We're anxious to talk to an independent life insurance sales- 
man now earning $12,000 and up. 
future with our organization, we will give him 10 to 15 appoint- 
ments per week with top executives who are heads of their own 
businesses in the Greater New York area. 


These will be live appointments, made in advance, and thus 
will assure an interview in a dignified atmosphere. 


For further details on this plan, address Box 2348, The Eastern 
Underwriter, 93 Nassau Street, New York 38, N. Y. 





If he decides to make his 








John Hancock Leaders 


(Continued from Page 1) 


Tuesday’s meetings were followed by a 
reception and dinner at which Mr. Clark 
and Harold C. Case, president of Boston 
University, were the principal speakers. 

Featured on the convention program 
was Kenneth W. Greaves who presented 
the narration, “Is This Your Life?”, 
originally introduced at the Million Dol- 
lar Round Table Meeting last June. 
Written and produced by Laflin C. Jones, 
CLU. Northweste-n Mutual Life, this 
was its fourth nerformance and the first 
on the East Coast. 

Principal speakers 4 the field in- 
cluded agents George Hopkins, Bal- 
timore; J. Bervl “el N ashville; Paul 
R. Weaver, CLU, Peoria; William H. 
Schneidewind, Jr.. Newark; Clifford Hall, 
CLU, Kansas City; and Albert E. 
Ware, Detroit. 


Room-Hopping Sessions, Seminars 


Also featured during the five-day meet- 
tings were a series of room-hopping 
sessions on sales ideas, business insur- 
ance, group coverage and pensions and 
»rofit-sharing plans. General Agents 
Starkey Duncan, Nashville, and Harvey 


G. Kemp, CLU. Oklahoma City, and 
Agents Arthur C. Jones, CLU, Roches- 
ter, John W. Jones, CLU, Chicago, and 


Richard F. 
sessions. 

Frank T. Bobst, Boston general agent, 
was chairman of a seminar on “Estates 
and Trusts” at which Vice Presidents 
John B. Harriman and Knight Ames of 
the Boston Safe Deposit and Trust Co. 
served on a guest panel. 

Philip H. Peters, second vice president, 
Group sales and service, conducted an 
interesting session on the John Han- 
cock’s new 10-24 Group plans. Produced 
in a novel skit fashion, the session 
brought forth a number of down-to- 
earth and forceful sales potentials for 
this type of business. 

Also included on the convention pro- 
eram were tours of historical Boston, 
Solem and Marblehead. and an afternoon 
of oolf at the Commonwealth Country 
Club. 


Jones, Detroit, led these 


IOWA AGENCY INCORPORATES 

The Towa Agency, Inc., of Council 
Bluffs, Ia., filed articles of incorpora- 
tion with the secretary of state’s office 
in Des Moines. Listed as president is 
Arnold Vollstedt of Council Bluffs. 
Other officers named are Fern Warren 
of Omaha as vice president and Laura 
G. Stovall of Omaha as secretary-treas- 


urer. 






General Agent 








HERB DAVIS 


Annuities @ Group °® 





+ 
i 


LARRY CAMPS 


Disability Benefits © Pension Trusts 
eee 


110 East 42nd Street, N. Y. C. 









nen LAYY INNIS DYN, 


| WEGHORN| 
IS GOOD 
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“Canada Life’’ 
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W. C. Petty Retires; Son To 


Be Successor for Home Life 

William C. Petty, 
Huntington, W. Va., 
Life of New York, honored re- 
cently on retiring after more 
years with the company. At 
time William C. Petty, Jr., 
manager of the agency since 1951, was 
named to succeed his father as manager. 

President William P. Worthington of 
Home Life was principal speaker at the 
dinner. Mr. Worthington presented Mr. 
Petty his 25-year service emblem and 
his first retirement check under the 
company’s security benefits program. 
John H. Evans, vice president and mana- 
ger of agencies, acted as chairman of 
the dinner. 

Mr. Worthington described how Mr. 
Petty rose from a Virginia farm to be- 
come general superintendent of 18 com- 
pany stores for the Kingston-Pocahontas 
Coal Co., in West Virginia. He went on 
to tell of his move to Home Life in 1930 
and the admirable record of life insur- 
ance service he made during the last 
quarter-century. 

William C. Petty, Jr., who_ succeeds 
his father as manager, joined Home Life 
in 1946 as a field underwriter with the 
Huntington agency. After building a 
clientele through ‘ ‘Planned Estates,” the 
company’s service for owners of life in- 
surance, he was named assistant mana- 
ger in 1948. 

Transferred to the New York home 
office as an agency field assistant in 1949, 
Mr. Petty was active in the training of 
new field underwriters and in the ad- 
ministration of a number of agencies. He 
returned to Huntington as associate 
manager in 1951. 
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Two Associate Counsel 


Named in Welfare Study 


Superintendent of Insurance Leffert 
Holz announced the appointment of 
Harold 1. Kahen and Benjamin L. Ten- 
rer as associate counsel to aid Martin 
s House in the continuing investigation 
ie employe welfare funds being con- 
ducted by the New York State Insurance 


Department. 

Mr. Kahen was formerly a member of 
Securities and Ex- 
change Commission and, prior to assum- 
ing his present post, was for some years 
veneral attorney of the Hudson and 
Manhattan Railroad Co., which operates 
the Hudson Tubes. He is a member of 
the Bar in New York and Illinois, a 
member of the Committee on Law Re- 
form of Association of the Bar of the 
City of New York, a graduate of Uni- 
yersity of Chicago Law School and a 
member of Phi Beta Kappa and the 
Order of the Coif. He is married, has 
two children and lives in Jamaica, N. Y., 
where he has been active in philan- 
thropic and community affairs. 

Mr. Tenzer, who practices law in New 
York, served during World War II with 
the U. S. Army in the Asiatic Pacific 
Theatre and in the Judge Advocate’s 
Division in Alaska. Thereafter, he was 
an enforcement attorney in the Office of 
Price Administration. He is married, 
lives in Manhattan and has been iden- 
tiied with various fraternal and charita- 
ble activities. 


the legal staff of 


West Coast Life Leaders 


Meeting at Santa Barbara 


The 1955 West Coast Life Leaders ‘Club 
convention held at Santa Barbara Bilt- 
more Hotel in Montecito, Calif., Septem- 
ber 6 to 10, was the most successful in 
the company’s history, according to 
Harry J. Stewart, president. With the 
largest number ever qualifying for con- 
vention attendance, including many wives 
of club members, the four day meeting 
featured mornings devoted to business 
sessions and afternoons and evenings 
given over to recreation and social func- 
tions. 

James Marvel of West Coast Life’s 
Eureka Agency presided as club presi- 
dent. Other club officers included First 
Vice President Robert Woo of San 
Francisco Chinatown agency; Second 
Vice President Vic Andreatta, Dunsmuir 
agency; Third Vice President Harold 
McKelvey, Spokane agency; and Fourth 
Vice President Peter Baldo, Sacramento 
agency. 

Guest speakers included Rev, Joseph 
M. Ewing. D.D., of First Presbyterian 
Church, Santa Barbara, and William 
Whorf, director of schools, Life Insur- 
ance Agency Management Association. 

Special recognition was given at the 
meeting to twenty-one winners of the 
National Quality Award, led by Robert 
Woo, who has qualified for eleven con- 
secutive years. Bill Peacock, Santa Mon- 
a agency, was presented with a gold 
{LU key, having recently qualified for 
‘ts designation. Also honored were 
those newly qualified or advanced in the 
Millionaires Club, headed by Vie An- 
reatta, with $5,000,000 of personally 
— premiums paying business in 
force, 

Introduced at the convention was the 
company's new Check-O-Matic premium 


Payment plan which allows policyowners 


ie have their monthly premiums auto- 
matically deducted from their checking 
‘ccounts. Each member present was 
*Th a complete sales kit on the plan. 
ie Income opportunities under West 


dace —s newly. liberalized compen- 
shell cements tor career life under- 
Pr vere also illustrated. 

pany's fiftiexe announced for the com- 
he held ss } anniversary convention to 
i. ae ' Sairmont Hotel, San Francisco 

%, with additional trip to Hawaii 
ex's stay at the Royal Hawaiian 
, tor those who qualify. 


and awe 


Hotel, Honolulu 


Travis Superintendent of 


Agencies for Four States 
William Travis has been appointed su- 
perintendent of agencies for Iowa, Ne- 
braska, Kansas and Missouri, according 
to an announcement by President E. H. 
Henning of the Central Standard Life. 
After Navy service in the South Pa- 
cific during World War II, Mr. Travis 
attended Iowa State Teachers College, 
majoring in business administration. He 
started his life insurance career in the 
home offce agency of Bankers Life of 
Iowa and then joined the Iowa Life as 
a personal producer. Prior to his affilia- 
tion with the Central Standard Life, he 
was one of the company’s leading gen- 
eral agents. 

An All State Iowa High School ath- 
letic star “Bill” Travis has played base- 
ball with a number of the top-flight 
semi-professional teams in eastern Ne- 
braska and western Iowa. 

The appointment of Mr. Travis brings 


the number of superintendents of agen- 
cies to three and is another step in the 


Beneficial Standard 
Acquires Union C. & L. 


DETAILS ANNOUNCED SEPT. 21 





Chairman E. D. Mitchell of California 
Co. Says Terms of an Escrow Enabled 
His Company to Take Control 





Purchase of a major interest in the 
Union Casualty & Life Insurance Co. 
of New York by the Beneficial Standard 
Life Insurance Co. of Los Angeles, Cal., 
Was revealed September 21 by Edward 
D. Mitchell, chairman of the board of 
the California company. 

Completion of an escrow, under the 
terms of which Beneficial Standard Life 
will be able to take over control of the 
Union C. & L. has been accomplished, 
Mr. Mitchell said. It will result in Bene- 
ficial Standard and its controlled com- 
panies having in force $500,000,000 of 
life insurance with a premium income 
in excess of $30,000,000 annually. 

Mr. Mitchell further said that Union 
Casualty & Life will continue to operate 
under its present name in 14 states and 
the District of Columbia with its home 


State Mutual Opens First 
Agency in Oklahoma City 


State Mutual Life of Worcester, 
Mass., announces the establishment of 
its first agency in Oklahoma City and 
the appointment of S. F. Riebel as 
manager. 

\n overseas Army Air Force veteran, 
Mr. Riebel formerly was associated with 
Penn Mutual as an underwriter in 
Fresno, Calif.. and later as a general 
agent in Oklahoma City. 

He is a past president of the Okla 
homa City Executive Investment Club 
and is active in the Life Underwriters 
\ssociation, General Agents and Mana 
gers Association and the Chamber of 
Commerce. 

This is the sixth new agency State 
Mutual has put into operation this vear 
bringing the total of company  nation- 
wide agencies to 70. : 


ment of Union’s business is in line with 
Beneficial Standard’s program of ag 
gressive expansion. Other acquisitions 
are being considered at the present time, 
Mr. Mitchell declared. 

In getting control of Union C. & L. 
the Beneficial Standard’s position and 
that of its affiliates is greatly strength 

























agency building program of Central office remaining in Mount Vernon, — ened. It is now licensed in 31 states plus 
Standard Life. N. Y. Acquisition and further develop- Alaska, Hawaii and D. of C. 
SIXTY YEARS — / 
i We  ——— oe 
in the I895 = 11955 
UNITED STATES 
Branch Offices in: 
: Atlanta, Ga. 
Baltimore, Md. 
Boston, Mass. 
Burlington, Vt. 
Canton, Ohio 
. Chicago, Ill. 
| Sixty years ago the Sun Life of Cincinnati, Ohio 








coast. 








Canada opened its first United States 
branch office in the City of Detroit. 
Over the years Sun Life service has 
been extended into 41 states, until to- 
day the Company maintains branch 
offices in dozens of key centers with 


agency representation from coast to 


One of the foremost life companies 
of North America, Sun Life has over 
i $6 billion of life insurance in force, 39% 
of which protects policyholders in the 
United States. Since organization, the 
Company has paid out over $2,866 
million in benefits to its policyholders 


and their beneficiaries. 


HEAD OFFICE ® 


Cleveland, Ohio 
Columbus, Ohio 
Davenport, lowa 
Denver, Col. 
Detroit, Mich. 
Grand Rapids, Mich. 
Greensboro, N.C. 
Honolulu, T.H. 
Houston, Texas 
Indianapolis, Ind. 
Jacksonville, Fla. 
Kansas City, Mo. 
Lansing, Mich. 

Los Angeles, Cal. 
Louisville, Ky. 
Memphis, Tenn. 
Miami, Fla. 
Minneapolis, Minn. 
Nashville, Tenn. 
New Haven, Conn, 
New Orleans, La. 
Newark, N.J. 
Oakland, Cal. 
Peoria, Ill. 
Philadelphia, Pa. 
Pittsburgh, Pa. 
Portland, Me. 
Portland, Ore. 
Providence, R.I. 
Richmond, Va. 
San Francisco, Cal. 
Seattle, Wash. 
Spokane, Wash. 
St. Louis, Mo. 
Washington, D.C. 
Wilmington, Del. 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 


MONTREAL 
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Continental Assurance 
Pyramid Club Meeting 


ATTENDANCE OVER 700 MARK 


Largest Convention in Continental’s His- 
tory Held in Chicago; Awards Pre- 
sented to Company Leaders 


More than 700 persons attended Con- 
tinental Assurance’s Pyramid Club con- 
at the Drake Hotel, Chicago, 

All 48 states, Alaska, Hawaii, 
represented at the 


vention 
recently. 
and Canada were 
largest convention in Continental’s his- 
tory. 

One of the highlights of the convention 
was the announcement of a new agents 
benefit and compensation plan by Execu- 
tive Vice President Howard C. Reeder, 
who called it a “fresh and novel approach 
to providing various benefits to general 
lines and other producers.” Other high- 
lights included speeches by outstanding 
producers, sales seminars, a tour of the 
luncheon at the 


office, a ladies 


restaurant, 


home 
Kungsholm and a perform- 
ance of “Stardust,” a play by Laflin C. 
Jones, CLU. Pyramid qualifiers and 250 
' who attended also saw perform- 
ances of “Can -Can,” the Cole Porter hit 
musical, and “Cinerama Holiday.” 

The keynote speech of the convention 
was made by Dr. Harry W. Dingman, vice 
president, who told the assembled pro- 
you aren't 


wives 


. good as you are, 
Neither are we. That’s 
We’re not bad 


better to- 


ducers “ 
good enough. 
Continental philosophy. 
We're 
morrow.” 
Drawing a corollary between industry 


today. going to be 


and life insurance producers, Leo Feld- 
Feldman Agency, 
New York, spoke on 
Tomorrow’s Market.” Mr. 
American industry is pre- 


man, Cervera and 
Schenectady, 
“Building 
Feldman said 
paring for tomorrow’s market by learn- 
ing how to convert atomic energy to 
commercial uses. “Your. service to 
clients today will ‘help make appoint- 
ments for tomorrow,” declared Mr. Feld- 
man 

The expanding economy was pointed 
out by Dr. Clifton Reeder, medical di- 
rector, in his speech, titled, “Wzins- 
Wails-Tools and Sales.” Dr. Reeder said, 
“Insurance companies as a whole are not 
keeping up with the economy. We can- 
not sit back and watch our percentage 
of the spendable dollar shrink as_ it 
has.” 

Other speeches made at Continental’s 
Pyramid Convention were: “Internally 
Yours,” David G. Scott, vice president 
and actuary; “The Little Things That 
Count,” Myron A. Hecht, Brown and 
Brown Agency, Chicago; “Planning for 
the Future Now,” Masaru Shinseki, 
Continental Agency, Honolulu, Hawaii; 
and “Complicated 2? Not at All,” by Orrin 
Sprague, Mesick, Michigan, and Edward 
Brown, Chicago. 

Sales Seminars 

Three Sales Seminars were presented 
at the convention. “Bank Loan and’ Split 
Dollar” had Dave Carr of New York, 
as moderator, with Phil Belber. Newark, 
New Jersev; Robert Adams, Riverside, 
Calif.; and Aubrey Comey, guest par- 
ticipant from Milwaukee. 

Ken Klee, Neuman Agency, Los An- 
geles, was moderator for “Building Busi- 
ness Through Friends and Clients.” As- 
i were Robert Rohde, Chicago 
Branch Office; Louis Ricci, Duncan 
\gencv. LaSalle, Illinois; Howard Os- 
trow, Balsam Agency, Pittsburgh; and 
Roy Sander, Sander - Tubbesing Agency, 
St. Louis 

“Mass Sales Opportunities Through 
Franchises” had Floyd Hathorn, Flint, 
Michigan, moderator, with Romie Vetter, 
Madison, Wisconsin; Arthur Craig, Craig 
& Herren Agency, Hempstead, New 


York; and Ed Martin, Chicago. A 


sisting 


group panel discussion entitled, “Your 
Future in Group” was also held, with 
John Rodemeir, assistant to vice presi- 
dent, as moderator. 

Plaques were presented to 10 pro- 
ducers who won 12 awards. New Agents 
of the Year are: John C. Leonard, Bog- 
ley and Harting, Inc., Chevy Chase, 
Md.; Clarence Boettcher, Youngberg- 
Carlson Co., Chicago; Richard A. Whit- 
ney, Adams Agency, Riverside, Califor- 
nia; and William A. Simpson, R. M. 
3edolfe, Ottawa, Ontario, Canada. 

Volume Leaders were: Harry M. Bit- 
tner, Jr. Tolmich Agency, Detroit; 
Ernest M. Marcus, Wilshire Agency, 
Los Angeles; J. A. LaRocque, Jean 
Avard Agency, Montreal, Quebec, Can- 
ada. 

Awards were made for Premium Lead- 
er to Myron A. Hecht, Brown and 
Brown Agency, Chicago; Ernest M. 
Marcus, Wilshire Agencv, Los Angeles; 
and William J. Adams, Toronto, Ontario, 
Canada. 

9-Pay Life Policy 

A new 9-pay life policy, the first in 
the company’s history, was announced 
by David G. Scott, vice president and 
actuary, at the convention. 

A participating policy with a minimum 
issue limit of $12,500, Continental’s new 
9-pay life contract has high cash values 
in the early years and an extremely low 
net cost. Its ‘thigh cash values make it 
especially adaptable to policies on which 
premiums are financed by loans through 
lending institutions. 


Complete Package Plan 


\ccelo - Plus, a complete package plan 
for the small group of 10 to 24 lives, 
was also announced by the Group panel, 
“Your Future in Group.” 

The new Accelo-Plus, called the “most 
complete package plan ever offered the 
small group” by John Rodemeir, assis- 
tant to the vice president, pays benefits 
for all types of hospital, surgical, medi- 
cal, nursing, and miscellaneous medical 
expenses. A loss of time benefit is 
available with or without maternity. 

It also has a polio-dread disease rider 
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EMPIRE STATE MUTUAL 


& 4 4 ty 4» 4 


IS GROWING! 


Here is your opportunity to grow with us. If you desire to 
be a General Agent, we have openings in Binghamton, Rome 
and Schenectady, New York—Akron, Mansfield and Youngs. 
town, Ohio—and Charlottesville, Norfolk, Virginia. 


If you are interested in having your own General Agency, 
selling modern policies of: 
Life, Substandard and Preferred, Accident 
& Health, Hospitalization and Group 
Write in confidence to: 
MORGAN O. DOOLITTLE, 
President 
EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT, 


OR Director of Agencies 

















E, R. HARSH’S NEW POST 

Ernest R. Harsh, formerly branch 
manager in Toronto for Western Life, 
has been assistant branch 
manager in the Toronto branch office 
of Occidental Life of California. 

Mr. Harsh has been in the life insur- 
ance business in Toronto for the past 
assistant manager 


Watne Given Additional 
Duties With Postal Life 


appointed 


ten years. He was 
for Metropolitan Life prior to his West- 
ern Life post. 





providing benefits up to $5,000 for polio, 
scarlet fever, tetanus, small pox and 
other dread diseases. Group life or em- 
plovye life insurance may be added to 
the other coverages, making Accelo-Plus 
a complete group insurance package. 
Soth hospital - surgical and life portions 
of Continental’s Accelo-Plus, moreover, 
are convertible to individual plans on 
termination of employment. 





ganization. 


93 Nassau Street 





BROKERAGE 
OPPORTUNITY 


Established general agency in mid-town 
New York area, representing one of the 
largest non-participating companies in 
the east, desires experienced brokerage 
man to supervise and expand agency's 
brokerage business. 
tunity for career-minded man to assure 
successful future with progressive or- a 


Guaranteed security with liberal salary 
and bonus for qualified man. 


Write in confidence to: 
BOX 2346 


The Eastern Underwriter 


HOWARD WATNE 


Howard Watne, secretary of Postal 
Life of New York, was given the addi- 
tional title of treasurer. 

Mr. Watne attended the University 
of Connecticut and graduated from the 
Packard School, majoring in accounting. 
He joined the Manhattan Life in their 
actuarial department and later became 
a cashier and ‘office manager of one of 
their agencies. Subsequently, he became 
a brokerage supervisor for Connecticut 
Mutual. In 1938, he went with Postal 
Life as manager of the policyholders 
service department and rose to the office 
of assistant secretary and assistant office 
manager. Last January, he was prfo- 
moted to secretary. me, 
A graduate from the Insurance Society 

New York’s life insurance courses 
and an active member of the New York 
Insurance Accounting Club, Mr. Watne 
saw service for three years in the Field 
Artillery Air Liaison in France, Ger- 
many, Austria, and Italy, receiving three 
battle 


Unexcelled oppor- 


Mutual Benefit Workshop 

A property planning workshop was 
held last week by Mutual Benefit Lite, 
Newark, N. J., at the Hotel Syracuse 
Syracuse, New York. Fourteen company 
representatives attended the three-day 
sessions to participate in discussion on 
estate and business insurance problems 
and employe benefit plans. aa 

Director of Advanced Underwriting 
Services George B. Gordon and As- 
sistant Counsel James C. Wriggins, both 
of the home office, directed the work 
shop. 


New York 38, N. Y. 
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Chemical Co. President 
Making Agency Talks 


JOHN F. MURPHY OF CHICAGO 





Has Effective Speech on “Chemistry of 
Humanics” Designed to Give Young 
Agents Faith, Courage 





john F. Murphy, president of the 
\merican International Chemical Co. of 
Chicago, is attracting favorable attention 
in life insurance agency circles. This is 
because Mr, Murphy has been doing an 
afective job in counseling first and sec- 
ond year agents, helping them in their 
approach to prospects and in closing 
wales. He has become so absorbed in 
this type of activity that he has taken 
, years leave of absence from _ his 
chemical business and will devote his 
entire time for a year to talking at staff 
meetings of general agents and mana- 
cers around the country. 
“The other week Mr. Murphy ad- 
lressed the Bowes & Joseph agency of 
Yew England Mutual Life in Newark. 
\bout 40 men were in the audience. 
\lthough directing his remarks to the 
younger agents Mr. Murphy found that 
plenty of what he had to say aroused 
considerable interest among the older 
agents. He was helpful with suggestions, 
hased on his own practical selling ex- 
perience with inks, eradicators and _ sol- 
vents, in getting in to see prospects. 
When this has been accomplished he 
urges that no time be lost in learning 
about the prospect’s family, his civic 
and business interests, his hobbies and 
philosophy on life. 

One of his pertinent suggestions was 
“hit a man head-on with an idea.” For 
example, he recently told a Chicago 
friend that he should have his estate 
preadministered. This man became curi- 
ous and asked Mr. Murphy what he had 
inmind. The result of-the ensuing meet- 
ings at his office was the sale of much 
needed life insurance. 

One of Mr. Murphy’s favorite leading 
questions—and he recommends its use 
in speaking to young agents—is “What’s 
the date of your death?” 


The Chemistry of Humanics 


Mr. Murphy’s counseling began in an 
informal fashion about 25 years ago 
when agents in offices on which he 
called to sell his product would ask him 
for advice. He was glad to help them 
out by telling of some of his own sales 
experiences. It wasn’t long before gen- 
eral agents began asking him to speak 
at their staff meetings, and he welcomed 
the opportunity. 

Today he likes to talk about “The 
Chemistry of Humanics” which he de- 
scribes as “the approachable science of 
contact, exploration and motivation in 
the field of selling.” His formula con- 
sists of mixing faith, courage and hu- 
manics—three priceless ingredients—into 
the agent’s receptacle and then to fire 
and fuse him with a white flame of 
knowledge, enthusiasm and desire for 
work. Mr. Murphy maintains that if all 
these ingredients are properly mixed and 
blended in the fiber of the agent they 
will bring to him the desired success and 
happiness in life insurance selling. 

He has already given this talk before 
the Bowes & Joseph Agency and, in the 
coming weeks, will appear by invitation 
before many other agency staff meet- 
ings. Appreciating the fact that first and 
second year agents are today being well 
supplied with basic selling information 
by their companies, Mr. Murphy’s one 
desire is to supplement their knowledge 
by his sales philosophy. He says that 
his greatest compensation for the talks 
he gives is to inspire the younger agents 
with faith, courage and enthusiasm for 
lie insurance which he considers to be 
the greatest force for good in the eco- 
nomic and family life of the nation. 


Imperial Life Dividend 


_ Imperial Life Assurance Co. of Canada 
has declared a dividend of 37% cents, 
payable October 1 to shareholders of 
tecord September 20. 


Leonard W. Ferguson Heads 
Psychological Association 


A life insurance man is the new presi- 
dent of the industrial division of the 
American Psychological Association. 

Leonard W. Ferguson, research asso- 
ciate of the Life Insurance Agency 
Management Association, elected 
during the recent APA meeting in San 
Francisco. He served as president-elect 
during the past year and as secretary- 
treasurer from 1951-54. 

Formerly associated with both Metro- 
politan and Aetna Life, Dr. Ferguson pres- 
ently heads LIAMA’s selection research 
program for combination companies. The 
author of two books and many profes- 
sional publications, he received his B.A., 
M.A. and Ph.D. degrees from Stanford. 

Two other life insurance men also 
hold prominent posts with the American 
Psychological Association. S. Rains Wal- 
lace, Jr.. LIAMA director of research, 
has been named a representative to the 
APA Council from 1955-58. Brent N. 
Baxter, director of agencies research for 
The Prudential, has been named mem- 
ber-at-large on the executive committee 
for the same period. 
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Emil Wil bi Happy fo ‘Si You 


AT HIS FINE RESTAURANTS 


23 PARK ROW 
Near Ann St., N. Y. 
Phone: WOrth 2-2514 


213 PEARL STREET 
Near Maiden Lane, N. Y. 
Phone: Digby 4-2348 


Charge Accounts Are Welcome 


EMIL PANGAL—Genial Host to Downtown Diners for over 26 Years 








Great-West Names Bajus 

D. W. Bajus formerly supervisor of 
the Vancouver Great-West 
Life has been appointed training assist- 
ant at head office in Winnipeg. In his 
Bajus will assist in 


agency of 


new capacity Mr. 
the development of life insurance train- 
ing programs for Great-West Life repre- 
sentatives in Canada and the United 
States, 

A graduate of the University of Brit- 
ish Columbia, he joined the Vancouver 
agency of C. F. Dunfee, CLU, in 1951 
and established a successful selling rec- 
ord in Vancouver prior to being named 
supervisor of the agency earlier this 
year, 








records. 


ASUNalice 









That will open the door to 
agency management oppor- 
tunities in State Mutual for 
many of our field associates 
who have noteworthy personal production 


We believe that our Management Training 
Center in Pittsburgh provides the ideal oppor- 
tunity for these men to attend work sessions 
and seminars, and to actually participate in 
field work under competent supervision in all 
phases of agency management. 

We believe that this unique program will keep 
the door open for the qualified and interested 
underwriter to investigate and evaluate his 
potential success in this type of work. At the 
same time it affords the company, without dis 
turbing the underwriter’s personal production, 
ample time to help him decide whether or not 
he should receive further encouragement to 
accept additional management responsibilities. 


STATE-MUTWAL-LIFE 


OF WORCESTER. MASSACHUSETTS 








New Premium Rates, Policy 
Forms by Great Southern 


Great Southern Life has announced 
new premium rates and new policy forms 
to be effective immediately. Announce- 
ment was made at the meeting of the 
Great Southern Club, honor organization 
of the company’s field force, at Mineral 
Wells, Texas. 

It was announced that the minimum 
nonparticpating policy would be $2,500 
except in the case of certain juvenile 
nonparticipating policies that would be 
issued in amounts of $1,000 and up. 

Several new plans of insurance were 
introduced. The new multi-master plan 
is a 20 payment endowment at 85 with 
premium refund benefit during the first 
20 years. At any time during the first 
20 years the policy may be exchanged 
for an Ordinary life policy (without 
premium refund benefit) with cash pay- 
ment to the policyowner equal to: the 
difference in surrender values. 

The new educational endowment will 
mature at age 18 or may mature later for 
an increased amount by payment of 
premiums for an additional period not to 
exceed three years. At age 21, a $1,000 
policy may be exchanged either for paid 
up life insurance or for a cash payment 
of $1,000 and an Ordinary life policy 

.for $2,500 at quite favorable premium 
rates. 

Other additions to the company’s port 
folio include an accidental death and dis- 
memberment rider and a 5 year Term, 
renewable to age 65 and convertible to 
age 60. The participating line has been 
increased by several plans which previ- 
ously were issued on the nonparticipat 
ing basis only. 

The new rates reflect both increases 
and decreases from those previously in 
effect. In the main rates for $5,000 and 
$10,000 minimum plans have been low 
ered. 

Settlement options are based on 3% 
interest and life income options are cal 
culated according to the progressive an- 
nuity table. 


Alabama pore Schedules 


Insurance Education Week 

The Alabama Association of Life Un 
derwriters in cooperation with the Na 
tional Association of Life Underwriters 
and the 17 local associations throughout 
the state have scheduled a state wide 
Life Insurance Education Week for Oc 
tober 3-8, 

During the week the story of life 
insurance will be told to the high school 
and college students and to the public 
through films, film = strips, charts, dis 
plays, books to public libraries, talks to 
various civic business and_ professional 
groups, on the radio, to classes in the 
schools and colleges, and advertising in 
the newspapers. 

The state and local association lead 
ers will be assisted in the state wide pro- 
gram by: The State Department of In 
surance, the Alabama Life Insurance 
Companies, the Institute of Life TInsur 
ance and the National Association of 
Life Underwriters. 

The state publicity committee is com 
nosed of Roy Thomas, chairman, Brooke 
Flickinger, and Clarence E. Bishop all of 
Birmingham. 

The central committee for the cam- 
paign is chairman, J. Marvin Gunter, 
Gadsden; Franklin Steiner, Mobile; Wil- 
liam T. Branch, Montgomery; Don Har- 
ris, Tuscaloosa; Herman Watson, Ft. 


Payne. Sam Hardie, Florence; Mrs. 
Jane Kennedy, Florence; Mrs. Bettie 
3oyd, Troy, and Jack Tomlinson, Bir- 


mingham. 
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HEARD On The WAY 








Frank P. Aschemeyer, vice president 
and general counsel, General American 
Life, is a former Commissioner of the 
Supreme Court of Missouri. He was ed- 
ucated in St. Louis public schools and 
Washington University where he was 
graduated in law summa cum _ laude. 


\SCHEMEYER 


FRANK P. 


\fter being admitted to the bar in 1924 
he practiced in association with several 
law firms. In 1937 he formed a partner- 
ship with Powell B. McHaney, special- 
izing in insurance law. 

From 1934 to 1941 he served as special 
‘ounsel to the Insurance Department of 
Missouri in various matters. In 1942 he 
became associate general counsel of Gen- 
eral American Life and since April, 1951, 
has been vice president and general 
counsel, Mr. Aschemeyer was appointed 
Commissioner of the Missouri Supreme 
Court in 1950, and was assigned by that 
Court to do research and drafting for the 
committee appointed by the courts to 
prepare a final draft of Rules of Crimi 
nal Procedure. After resignation from 
the Supreme Court was appointed mem 
ber of Drafting Committee on Rules of 
Criminal Procedure which were promul 
vated by the Court on April 14, 1952 to 
become effective January 1, 1953. 

Mr. Aschemeyer is a past president of 
Law Alumni Association of Washington 
University. He served three years as an 
alumni member of the board of directors, 
Washington University. He is a member 
of the advisory board, Law Quarterly 
of Washington University Law School; 
a trustee of the Friend of the Boy 
Foundation; former vice president and 
member of St. Louis Bar Association ex 
ecutive committee. He has been chair 
man of the various committees of Bar 
\ssociation of St. Louis and Missouri 


bar. He is a member and secretary of 
St. Louis County Board of Police Com- 
missioners. And has lectured on the fac 


ultv of the law school, Washington Uni 
versity since 1943 
Mr. Aschemever married Hantha. Bopp 
and they have two children: Frank Neil 
and Stephanie Carol Aschemever. 
Uncle Francis. 


CANADIAN APPOINTMENTS 
John H, M. Smart has been appointed 
supervisor at Toronto and N 
Hughes Breithaupt as agency manager 
at Toronto office for New York Life, 


sales 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
INDIANAPOLIS OMAHA 

















Prudential Sues Union 

The Prudential has brought an action 
in Federal District Court at Louisville 
asking the court to restrain AFL Insur- 
ance Agents International Union and 
Local 134 of Louisville from interfering 
with the company’s business as set forth 
in a set of resolutions adopted at the 
union meeting in May which required 
that members refuse to cooperate with 
the company in with sales 
goals and participating in agency meet- 


connection 


ings. 


Conn. General Branch Moves 


The Cincinnati branch office of Con- 
necticut (eneral Life has moved to the 
Gas and Electric Building at Fourth 


and Main Streets, Vice President Stuart 
FF. Smith announced. The branch office 
vas formerly located at 101 East Fourth 
Street. 

The new quarters on the eighth floor 
of the 16 story building have 2,000 square 
feet of working space and are air-con- 
ditioned. 

Connecticut General’s rapid growth in 
the Cincinnati area necessitated the move 
to larger offices, said branch office man- 
ager Robert F. Grund. 

The agency’s Group insurance opera- 
tions are under the direction of Russell 
L.. Holmes, district Group manager. 





Record August Sales 

August purchases of life insurance, 
amounting to $3,645,000,000 brought the 
aggregate for the first eight months of 
the year to $30,641,000,000, or 23% more 
than a year ago. The August figure, re- 
ported by the Life Insurance Agency 
Management Association, was the largest 
ever reported for that month, and com- 
pared with $2,993,000,000 in August of 
last year. 

Purchases of Ordinary life insurance 
in August were $2,548,000,000, or 23% 
over August a year ago. This was the 
largest August total on record for Or- 
dinary insurance. 

Industrial life insurance bought in Au- 
gust, amounted to $540,000,000, an in- 
crease of 1% from the corresponding 
month last year. 

New Group life insurance amounted 
to $557,000,000 in August, an increase of 
46% from August a year ago. These fig- 
ures represent new groups set up only 
and not additions under Group insurance 
contracts already in force. 

In the first eight months of this year, 
Ordinary life insurance bought  ac- 
counted for $19,855,000,000, an increase 
of 18% over last year. Industrial life 
insurance purchases represented $4,435,- 
000,000 of this year’s eight-month total, 
up 3% from last year, while new Group 
life insurance amounted to $5,351,000,000, 
an increase of 67% from the first eight 
months of last year. 
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This is success... 





This is stability Pa 


An enthusiastic, head-in-the-clouds 
attitude gives ucLIc the kind of forward 
thinking that is likely to result in for- 
ward going. 

A feet-on-the-ground stability gives 
us the wisdom to think all around our 
thinking —to make sure it is practical 





Yours for Life—and Casualty, too! 


and rock-solid. This combination has 
made us grow. 

We’re several times as big today as 
we were four years ago. So are men 
who have joined us. Want to be going 
places instead of just going around? 
Write to: 


Roy A. Foan, Vice President and Director of Agencies 


NION CASUALTY AND LIFE INSURANCE COMPANY 


17 East Prospect Avenue e 


Mount Vernon, New York 


Brokers and surplus writers not only like what we do, 
- they also like the way we do it — the fact that we're 


fast and not fuddy-duddy. We think you'll like that too. 








Walter G. Barlow Speaker 


Walter G. Barlow, vice president ,; 
Public Opinion Index for Industry, aj. 
dressing Life Insurance Advertiser 
Assn. in New York last week said that 
the public is inclined to look to govern. 
ment for the security that is its Dri 
mary concern. It has faith in busines 
leadership for future progress byt ; 
believes that management doesn’t shay 
and doesn’t care. Management has . 
great market opportunity to sell people 
on its leadership. 


C. J. Myers At LAA 


(Continued from Page 5) 





through more channels, in order to gain 
and maintain public understanding; the 
need will also be to tell our story better 
It is a qualitative as well as quantitative 
need. This is an important consideration 
in my judgment. 

“Take advertising for examp!e—a most 
important channel of communication, 
Within the past year or so, the public 
has been given two conflicting impres- 
sions of our business. On the one hand, 
some of the advertising in the acciden 
and sickness field has been criticized 
by the Federal Trade Commission as 
falling short of desirable standards, We 
may disagree with the Commissioners’ 
opinions, or feel that they are only 
partly right; but as far as the public js 
concerned, the fact remains that a gov- 
ernment agency, and a number of edi- 
tors as well, found something in some 
of our accident and sickness advertising 
which they thought deserved criticism. 
And that isn’t good for our business, 


Need Interpretation of Role 


“To generalize: it is clear, in the light 
of the many difficult problems before 
us, that there is a growing need for in- 
telligent and_ skillful interpretation of 
the role of life insurance in the nation; 
that what we say, and how we say it, 
becomes increasingly important  there- 
fore; and that management is becoming 
more and more aware of that fact. Does 
not all this spell opportunity for you 
experts in the techniques of communica- 
tion ?” 

Mr. Myers concluded by saying, “li 
management thinks of the public rela- 
tions operation in a small way, then it 
will occupy a small place in the company 
scheme of things, and its contribution 
will be small. If management thinks of 
it as important, it will occupy a promi- 
nent place and its contribution will be 
significant—provided, of course, that its 
people measure up to the size of the 
job.” 





Promote W. K. Kalteissen 

Promotion October 1 of William, K. 
Kalteissen, manager of The Prudential’s 
Trenton, N. J., agency, to director ot 
agencies at the company’s home office 
has been announced by Carrol M. 
Shanks, president. f 

In his new post, Mr. Kalteissen will 
be responsible for coordinating various 
Ordinary agency department activities 
between the company’s Newark head- 
quarters and its regional home offices. 

Mr. Kalteissen was graduated from 
Rutgers University and New Jersey 
Law School. He joined Prudential in 
1940 and held various sales and_super- 
visory posts in New York, Newark 
and New Brunswick, N. J., prior to 
being named manager of the Trenton 
Agency when it was opened in 1952. 

Under his direction the Trenton or- 
ganization has become one of the com- 
pany’s leading agencies. Last year tt 
accounted for over $11,000,000 of insur- 
ance sales. 


— 





Woodward, Ryan, ; 
Sharp & Davis 
Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











——— 








insu 
unde 
annt 
ther 
serv’ 
com 


nuit 
risk: 
mon 
and 

Thu 
vari 
inve 
and 

tuat 
mon 
x 
any 
com 
















23, 1955 


—_—=. 


eaker 
‘sident oj 
uStry, ad- 
dvertisers 
said that 
0 govern. 


—_— 


un 
~ 


T to gain 
ling; the 
ry better. 
iNtitative 
ideration 


—a most 
Inication, 
le public 
impres- 
ne hand, 
accident 
“riticized 
Ssion as 
tds. We 
ssioners’ 
ire only 
public is 
ta gov- 
of edi- 
in some 
vertising 
‘riticism, 
iness, 


the light 

before 
| for in- 
ition of 
nation; 
Say it, 

there- 
ecoming 
t. Does 
for you 
munica- 


ing, “If 
ic rela- 
then it 
ompany 
ribution 
inks of 
promi- 
will be 
that its 
of the 


sen 

iam K. 
ential’s 
stor of 
- office 
ol M. 


on will 
various 
tivities 
head- 
ces. 
from 
Jersey 
tial 1 
super- 
‘ewark 
ior to 
renton 
52. 
yn or- 
com- 
ear it 
insur- 














September 23, 1955 


See ee 


Sa 


PE oT 




















a 
THE EASTERN 
UNDERWRITER 











Official Criticizes 
Variable Annuities 


SEES BUYER EXPOSED TO LOSS 


shire Deputy Commissioner 
ng Views Before Mutual 
Fund Conference 


Sheldon, New Hampshire 
Commissioner, and 
president during the past year of the 
Vational Association of Securities Ad- 
ministrators by reason of his other office 
NY, Deputy Securities Commissioner of 
yg state, voiced criticism of variable 
annuities in a talk before the Mutual 
Fund Conference in New York last 
week i ‘ 

Mr, Sheldon said his concern over 
the sale of variable annuities was be- 
~use they were based on common stock 
investments and did not afford sufficient 
protection against loss to the purchaser. 
Mr, Sheldon said that “since the life 
insurance company does not guarantee, 
under a variable annuity to pay to the 
annuitant any fixed number of dollars, 
there 1S nO need for the creation of re- 
normally set up by insurance 


Simon M. 
Deputy nsurance 


serves ; 

companies : 

“This means, therefore, that the an- 
juitant, and not the company, takes the 


risks of market fluctuations of the com- 
mon stocks, mistakes in mortality tables 
and in projecting common stock yields. 
Thus, an individus ul in purchasing a 
variable annuity is in effect making an 
investment in a common stock portfolio 
and taking all the risks of market fluc- 
tuations as does any purchaser of com- 
mon stoc ks 

“Of course, he also stands to profit by 
any increase in the market value of the 
common stock.” 


Questions Licensing Agents 


Under the normal life insurance con- 

tract, Mr. Sheldon said, 
guarantees to pay a fixed 
dollars. 

“Selling a common stock interest, 
however, is an entirely different matter,” 
he added. “In this instance, the public is 
not guaranteed anything. The return 
and the value of the stock will depend 
upon the business operations of the 
companies whose stock he _ purchases, 
and also upon general economic condi- 
tions,” 

He said that “because of the dual na- 
ture of variable securities, there is a 
question as to whether or not insurance 
agents should also be licensed under the 
securities laws before selling such annui- 
ties and whether insurance’ agents 
show be permitted to sell both variable 

mnuities and regular life insurance. 

4 believe the use of the word ‘an- 
iuity’ should not be permitted because 
if its connotation of fixed-dollar guaran- 
tee which the public associates with this 
term. 


number of 





PHOENIX MUTUAL MANAGER 
The appointment of Joseph L. Tupy, 
Ir, Dallas, Tex., as manager of the 
Buffalo, N. Y., agency of Phoenix Mu- 
tual Life in the Lafayette Building, was 
announced. He succeeds James = 
\nwyl manager for 17 years: Mr. Anwyl, 
who has been with the company 30 
years, will continue in a_ consulting 
Capacity, 





the company | 


Claris Adams Talk 


(Continued from Page 3) 


States and Canada incomparably the 
best insured nations in the world. Ap- 
proximately two-thirds of all life insur- 
ance is owned on this continent. Fur- 
thermore, life insurance has given an 
example to all the business world of a 
sound, progressive, expanding institution 
operated not only by efficient, skillful 
and expert management but one with 


a deep sense of dedication to a high 
trust. 
“At the turn of the century, life in- 


surance companies were concentrated 
largely on the Eastern seaboard. About 
50 years ago a number were organized 
Western and Southern states, 
among them the Lincoln National of 
Fort Wayne. Many of them have done 
exceedingly well. A few have made out- 


in the 


standing records. However, none has 
approached the tremendous rate of 


growth of the Lincoln. 
Rise of Lincoln National 
“The spectacular rise of the Lincoln 
National is one of the great romances 


of American life insurance. It has no 
counterpart in our history. A stripling 
but yesterday, it is a giant today. It 


ranks among the leaders in the nation. 

“Apparently the purpose is to outdate 
every previous record every year. Who 
shali say that this will not be accom 
plished? As you climb the heights, the 
horizon recedes. Each achievement brings 
new power. W ho can set the bounds oi 
what men do, who have long since sur- 
passed what seemed to be the possible ? 

“However, the development of the 
Lincoln was neither miracle nor acci- 
dent. Great institutions are built by 
great men. No superlative job was ever 
done except through outstanding leader- 
ship. This the Lincoln has had. It has 
been headed from the beginning by men 
of vision who had the capacity to make 
dreams come true, by men of conviction 
who had the courage and the stamina 


to steer their individual course, by men 
who were open-minded to experiment, 
alert for opportunity, sensitive and 
adaptable to change. I have had_ the 


privilege of personal friendship and in- 
timate association with the active presi- 
dents, Arthur Hall, J. McAndless 
and Walter Menge, as well as with their 
principal associates throughout the years. 
Differing as all men differ, the above 
description aptly fits them all. The 
amazing progress of the Lincoln has 
stemmed trom progressive leadership. 

“The real test of a life insurance 
company is not its size but the service 
it performs. Judged by such standard, 
the Lincoln’s record is doubly proud. 
Not only has it insured hundreds of 
thousands directly, but through reinsur- 
ance has made millions of insurance 
available to others and by pioneering 
in sub-standard lines has been respon- 
sible for providing protection otherwise 
unattainable to thousands upon _ thou- 
sands of impaired risks. In the course 
of growing great, your company has 
made a great contribution to the insti- 
tution of life insurance.” 








LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 





60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 











plan. Experience necessary. 


93 Nassau Street 





LIFE BROKERAGE SUPERVISOR LOCATED IN NEWARK, NEW JERSEY 


Age 27 to 35, to represent a very large eastern life insurance company 
covering the New Jersey territory. Excellent opportunity. Salary, plus incentive 


Box 2347 
The Eastern Underwriter 


New York 38, N. Y. 








Lincoln National 


(Continued from Page 3) 


In commenting on the reinsurance de- 
said that there are 500 re- 
situated in the U. S., 
Central and South America and Europe. 
“When 


the claim department process the claims 


partment he 
insurance clients, 


As to claims he said: you of 


review, they will number 
550 and will call for dis- 


$250,000 


awaiting your 
approximately 
bursements of approximately 
before closing time.” 

The Future 
future, Mr. Menge 
the first inning of our 


As to the said: 
“Only 


game has 


company’s 


been played—50 years past 


compared with the countless years of 
With a business enterprise, 
must be 
basis, because each tomorrow presents a 
battle to 


yesterday. 


the future. 


success enjoyed on a daily 


new retain the laurels of its 

“Can we assume that the days of test- 
ing are over, that there will be no more 
wars, epidemic or economic cataclysms, 
that 
level norm with which we can comfort 
ably live for all time, and that mortality 
and interest 


competition has settled down to a 


rates will always be favor- 
able: In answering these queries may | 
express the conviction that we must be 
vigilant to 
that which we possess, not alone against 
the ancient perils which we have learned 
to evaluate and reckon with, but as well 
as against new hazards which may con- 
front us tomorrow because of the chang- 
ing climatic conditions of our business. 

“It is common knowledge with all of 
you that our company’s record of growth 
during its first half-century was mainly 
due to imnovations in the use of life 
insurance and in the technology of home 


eternally guard and protect 


office and field operations. Herein lies 
the strength and the source of oppor- 
tunity of our company in future years. 


Collectively, we must continue to enlarge 
and improve our facilities © mainly 
through the discovery of new applica- 
tions and uses of our commodities, and 
in performance for our policyhol lers.” 


45th Cal..West Anniversary 





Robert E. Murphy (left) 
and Paul C. Wright 


Paul C. Wright (right), treasurer of 
California - Western States Life, on Sep- 
tember 1 celebrated his 45th anniversary 
with the company. President Robert E. 
Murphy checks Mr. Wright as he adds 
up this 45 years service on the same 
early-day calculating machine that he 
operated on joining the firm in 1910. Mr. 
Wright is Cal-Western’s oldest employe 
in point of service and joined the West- 
ern States Life Insurance Co. a_ few 
months after it was founded in San 
Francisco. Western States Life and 
California State Life of Sacramento later 
merged to become California - Western 
States Life Insurance Co. with home 
office in Sacramento. In recognition for 
his long service to Cal-Western, Mr. 
Wright was presented with flight tickets 
for a month’s leave for a vacation in 
Hawaii for himself and Mrs. Wright. 


JOHN D. PELUSIO DEAD 
John D. Pelusio, 53, staff manager of 
Phe Prudential Insurance Co. office - 
Rochester, N. Y., died recently. He had 
been with Prudential for 26 vears. His 

wife and two daughters survive. 











Good News from: 





The Broker’s Company - 


Check our low guaranteed rates for Mortgage Redemption (Decreasing 
Term) Insurance. Term periods from 10 to 30 years. Conversion privileges. 
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Left to right—George Neitlich, CLU, president, American Scciety of Chartered 


Life Sumner Rodman, 


Underwriters; 


CLU, president, 


Boston Chapter CLU; 


Dr. Daniel L. Marsh, chancellor, Boston University; Winslow S. Cobb, Jr., presi- 
dent, General Agents and Managers Association of Boston. 


A joint meeting of the Boston Chap- 
ter, CLU, and the Boston 
Agents and Life Managers Association 
was held at New England Life Hall 
September 13. Through the collaboration 
of Winslow S. Cobb, Jr., president of 
General Agents and Managers Associa- 
tion, and Sumner Rodman, CLU, presi- 
dent of Boston Chapter, CLU, the meet- 
ing was arranged for the primary 
purpose of attracting prospective stu- 
dents to enroll in CLU classes at Bos- 
ton University this fall. 
Following the luncheon, Mr. Cobb 
advised that his organization is in full 
sympathy and support of urging life 
agents to enroll for CLU courses. Sum- 
ner Rodman briefly outlined the advan- 


General 





Bikoff Agency Production 

The Fifth Avenue Agency of Aetna 
Life announced that it had passed the 
$1,000,000 mark in paid new life insur- 
ance business, after only a little over 
six months since the inception of the 
agency. 

General Agent Arthur H. Bikoff com- 


menced operations at 630 Fifth Avenue, 
Rockefeller Center, New York, on Feb- 
ruary 15, starting from scratch. At the 


sikoff has associated 
himself with James J. Smith as agency 
supervisor and now has six full-time 
agents, as well as many brokers, produc- 
ing for the agency. 

Mr. Bikoff has been conducting a 
concentrated program of training of gen- 
eral insurance brokers for the agents’ 
license, as well as individual training 
on an advanced estate programming level 
for the more established brokers. 


present time, Mr. 


Now Insurance City Life 

Credit Life Insurance Co. of Connec- 
ticut, which wrote its first policy at 
Hartford in November, 1954, has changed 
its name to Insurance City Life Com- 
pany. It writes credit life and credit 
health and accident insurance in Con- 
necticut and Vermont. Entrance to other 
states is pending. 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAIn 4-7951-2-3 

















tages to be acquired in obtaining the 
CLU designation. 

Fourteen successful candidates for the 
CLU designation were presented their 
diplomas by George Neitlich, CLU, 
president of the American Society of 
Chartered Life Underwriters. 

Dr. Daniel L. Marsh, chancellor of 
3oston University, was the guest speaker 
and gave a moving talk regarding the 
privileges and responsibilities of those 
engaged in life insurance. 


Atwater Made Assistant 
General Agent, Sobel Agcy. 


A. Russell Atwater, brokerage mana- 
ger of the M. Milton Sobel agency, 
Manhattan Life, Philadelphia, has been 
appointed assistant to the general agent. 

In April, President’s Month, Mr. At- 
water led the company nationally in 
volume, and also won an award for 
volume in the eastern and _ southern 
division of the campaign. 

The Sobel Agency has established an 
outstanding production record since 
joining Manhattan Life in 1951. For the 
first seven months of 1955 it stood third 
in volume among all the company’s 
agencies nationally. 

The Sobel Agency has moved to larger 
quarters on the same floor of the Fidel- 
ity-Philadelphia Trust Building to pro- 
vide additional space. 





State Mutual Life Opens 
Group Office in Seattle 


State Mutual Life announces that it 
has established a new Group insurance 
office in Seattle to serve as headquarters 
for sales and service for the states of 
Washington, Oregon, Montana and 
Idaho. 

Kenneth E. Heberling, formerly asso- 
ciated with New York Life, has been ap- 
pointed home office representative in 
charge of the office. An overseas Navy 
veteran, he was graduated from Bald- 
win-Wallace College and received his 
LL.B. degree from Cleveland-Marshall 
Law School. 

At the same time it was also an- 
nounced that George R. Brockway, who 
has been in the Philadelphia office, has 
been transferred to Houston; A. Leslie 
Thornton, Jr. has been assigned to 
Memphis; and William C. Fitzgerald has 
been assigned to Chicago. 













































5. A bonus of $1.50 


f “Mladdin were a~ 
field underwriter, could 
he wish for MORE | 


1. A fast growing, progressive company. 
2. A definite plan for advancement. 

3. Anew and modern contract. 

4. A liberal financing plan. 


business for NQA winners. 


6. A bonus of $550.00 for receiving 
Cc. L. U. designation. 7 
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Write: G. Frank Clement, 





>| 
Vice President in Charge of Agencies ~— 
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Roanoke 10, Virginia 
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INC, 


Paul C. Buford, President 








Claims Policy Tied to 
Broad Company Poliey 

B. K. ELLIOTT TELLS CLAIM MEN 

John Hancock Executive Vice Preside 


Shows Broad Impact of 
Claims Functions 





“Claims policy is an integral par ,; 
company policy and should be fairly de. 
termined at the time the contrac is 
drafted and the underwriting rules a, 
written,” said Byron K. Elliott, exe, 
tive vice president of John Hancock My. 
tual Life, speaking before the annual 
meeting of the International Claims 4s. 
sociation, at Lake Placid, N. Y,, last 
week. : 

“You keep the promises the other ¢e. 
partments make,” stated Mr. Elliott, 
would seem quite logical for your voir. 
to be heard in the making of thos 
promises. How they work out, what the 
people think of them, is perhaps ap- 
parent in a different light to you who 
perform them than it is to others, Yoy 
see a practical aspect of our service the 
others do not.” : 

Referring to the philosophy which 

holds that a minimum of conditions— 
accompanied by precise interpretation— 
is preferable to many conditions with a 
large degree of discretionary Waiving in 
claim administration, Mr. Elliott asked 
his audience if it weren’t better for the 
business in the long run if liberality 
characterizes the terms of the contract 
and uniformity governs the administra 
tion. 
_ “IT have enough respect for human 
judgment,” he said, “to think that an 
informed individual prefers to receive 
something because it is his under the 
contract, rather than to receive the 
same thing which is his only by an act 
of grace.” 


Awareness of Public Relations 


Calling for a keener awareness of pub- 
lic relations on the part of claims men, 
Mr. Elliott advised: “Keep a record of 
the interesting and unusual claims that 
come along. The sales departments and 
the editors of your various magazines 
and newspapers need this sort of story 
to dramatize in concrete terms the vital 
role that life insurance plays. It seems 
to me that we don’t have nearly enough 
stories of this sort, a surprising fact if 
you consider that it could create the 
very best sort of public relations for 
the claim and benefit departments them- 
selves.” 

More than good judgment of claims is 
required on the part of benefit depart- 
ments. They must also be manned by 
individuals who have developed the 
qualities of business leadership, men 
who are able to succeed to executive 
jobs when the time comes, Mr. Elliott 
believes. 

“We cannot administer claims on the 
honor system,” he asserted, “but if we 
are to have good and improving rela- 
tions with our policyholders, we really 
must have a basic understanding of, 
and belief in their integrity, even as we 
must have the same belief and conf- 
dence in our fellow workers. The fact 1s 
that in your departments you have t 
have men who can make fine distinc- 
tions, sense fraud quickly, and resist !! 
strongly.” 


Sun Life Dividend 


Sun Life Assurance Co. of Canada has 
declared a dividend of 85 cents, payable 
October 1 to shareholders of record Sep- 
tember 14. 





“Where Business is Appreciated” 
CARL E. HAAS, C.L.U. 


General Agent 
Continental Assurance Compaty 
Chicago, 


J Y 
32 Court Street Brooklyn 2, N. ¥: 
TRiangle 35-7362 
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Two Advanced in Conn. Mutual Underwriting Department 


Promotion of Gaylord L. Paine to 
underwriting secretary and T. John Hill, 
ir, to supervisor of applications of Con- 
Mutual Life was announced by 
peter M. Fraser, chairman. 

Mr, Paine becomes the second com- 
yany official with the title of underwrit- 
ae Formerly supervisor of 


necticut 


ng secretary. 
pplications, in his new post he will 
share responsibilities with Carl H. An- 
erson Who has been underwriting secre- 
ary since December, 1951. 

th making the announcement, Mr. 
Fraser pointed out that the company’s 
anual volume of new business nearly 
ripled between 1944 and 1954 and _ is 
srrently running 18% ahead of last 
var. This has brought about a corre- 
yonding increase in underwriting de- 
operations and personnel, he 


partment 
headed by 


aid. The department is 
Thomas K. Dodd, vice president, under- 
writing. 

Mr. Paine, who graduated from Am- 
verst College in 1936, joined the Con- 
necticut. Mutual’s underwriting depart- 
ment in 1937 following a year of teach- 
ng at his alma mater. One of the first 
in the company to become a Fellow in 
the Life Office Management Association 
Institute, he was promoted to assistant 
supervisor of applications in 1950 and to 
supervisor of applications in 1951. A 
Navy veteran of World War II, he is 
married and has five children. 

Mr. Hill, who succeeds Mr. Paine as 
supervisor of applications, joined the 
Connecticut Mutual in 1939 following 
his graduation from Middletown High 
School. He became a senior underwriter 
in 1952 and was promoted to the com- 
pany’s official staff as assistant super- 
visor of applications last September. He 





Home Life Group Meeting 
A Group insurance conference’ of 
Home Life producers and agency mana- 
gers was held at The Cloister, Sea Is- 
land, Ga., September 8 through 10. Those 
who attended qualified on the basis of 
outstanding Group activity. Theme of 
the three-day meeting was “The Stimu- 
lation of Field Organization Activity in 
Group.” 

In line with the conference theme, 
there was an open discussion on the 
subject of “How to Improve Field Un- 
lerwriter Activity in Group.” Many of 
the points brought out by fieldmen were 
overed or elaborated upon in the talks 
that followed, both by the field and 
home office participants. Especially per- 
tment was the talk by William P. 
Worthington, president of Home Life, 
which had as its title “The Ten-Year 
Plan for Building Business Sources.” 
Mr. Worthington, in discussing Home 
ites future plans, emphasized the posi- 
ive role that Group will play in the 
ilvancement of the company and the 
idividual field underwriter. Tying in 
vith Mr. Worthington’s look into the 
‘uture of Home Life, a film on “The 
‘uture of America” prepared by the 
\dvertising Council, Inc., was also pre- 
sented. 

\mong the highlights of the meeting 
vere talks by John H. Evans, vice presi- 
tnt and manager of agencies, on “Why 
Toup tor the Full-Time Organization” ; 
rerald K. Rugger, manager of Group 
utance, on “Group Underwriting 
‘tends’; James P. Hart, Group field 
stant, on “Home Life’s Competitive 
‘sition,’ and by James T. McCrystal, 
paeeer ot Group administration, and 
(ward C. Devine, assistant manager of 
Toup sales, on “Home Life’s Plans for 
1 XPanding Group Coverages.” Francis 
cena assistant, to the president, pre- 
to the pei 4 activity award certificates 
dob a Ks ifiers for outstanding produc- 
Geld, service in the Group insurance 


{ 





GAYLORD L. PAINE 

holds the certificate of proficiency 
awarded by the Home Office Underwrit- 
ers Association. An Air Corps veteran 
of World War II, he is married, has one 
child. 


Commonwealth Campaign 

The Southern Indiana branch office 
agency of Commonwealth Life gave the 
top over all performance in Common- 
wealth’s annual branch office agencies 
August campaign. The Southern Indiana 
agency, Evansville, Ind., was the winner 
on a composite score of four factors. J. 
Leon Hughes is branch manager at 
Evansville. 

In making this announcement, Ber- 
nard E. Wilson, director of branch oftice 
agencies, noted that Home Office agency, 
Louisville, Ky., led in volume submitted, 
and the Wyandotte branch office agency, 
New Albany, Ind., led on per cent of 
quota, 

Leading underwriters in volume in the 


canipaign were Dan = Quirey, CLU, 
Evansville; John H. Welch, Louisville, 
and Irvin L. Stemle, New Albany. 


Leaders in applications submitted were 
R. S. Fulwiler, Louisville; Karl B. Bauer, 
New Albany, and Mr. Stemle, who 
ranked third in both classifications. 
Commonwealth’s branch office agen 
cies sales volume in August set a new 
production record for that department, 


2% higher than its best previous month 


Anniversary Dividend 
The board of directors of Lincoln 
National last week declared an extra 
dividend of 50 cents a share, which was 
designated a 50th anniversary special 
dividend. 








Surprising words to find in a Life Insurance rate book? But they are there — 
three ancient and honourable occupations in the meat packing industry which 
were among the hundreds of categories affected by recent changes in Manu- 
facturers Life’s manual of occupational extras. 


Manufacturers Life has removed the rating from many occupations and 
made substantial reductions in many other cases. Double Indemnity and 
Waiver of Premium, formerly not available to many occupations, are now 
being offered to them. These changes which recognize the improvement in the 
safety record of industry, are further evidence of our progressive underwriting 


philosophy. 


FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES 


BALTIMORE e« CHICAGO e CINCINNATI CLEVELAND »« COLUMBUS «+ DETROIT 
HARTFORD »« HONOLULU « LANSING « LOS ANGELES « MINNEAPOLIS +» NEWARK 
PHILADELPHIA e¢ PITTSBURGH + PORTLAND + SAGINAW e¢ — SAN FRANCISCO 
SEATTLE © SPOKANE WASHINGTON, D.C. 
THE 


MANUFACTURERS 
INSURANCE LIFE COMPANY 
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MUTUAL TRUST LIFE 
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N. H. Tarnoff’s Agcy. Holds 
Third Anniversary Dinner 





NORMAN H. TARNOFF 


The Westchester County Agency of 
the State Mutual Life, headed by Nor- 


man H. Tarnoff, general agent, held 
its third anniversary dinner recently 
with 40 agents, brokers and guests at 
tending. Fred Selling, who heads the 


Julius Selling agency of the company in 
New York, the principal 
speakers, his being “Non-Can 
& Accident Hos 


Two other speakers were 


was one. of 
subject 
cellable Sickness and 
pital 


Edmund 


Plans.” 


Randolph, assistant superin- 


tendent of agencies at the home office, 
and Elias H. Kahn, production leader of 
the agency. 

One of the evening’s highspots was the 
tribute paid by General Agent Tarnoff 
to Mrs. Overton, his cashier, and to 
Mrs. Tarnoff, his brokerage manager 
for their help in getting the agency 
started. Giving his wife credit for much 
of the agency’s success, he told how 
she had personally called on almost all 
of the 1,000 brokers operating in West 
chester County, none of whom she knew. 
Mrs. Tarnoff had no experience in the 
business prior to 1952 when the agency 
was opened. 

General Agent Tarnoff has had 20 
years’ experience in the insurance field 
and had been a general agent for other 
companies in New York City. He and 
his father built up a substantial agency 
which, upon his father’s death in 1945, 
Norman Tarnoff took over and managed 
Active in religious and civic affairs, he 
is past president of the crestwood Com 
munity Chest and now on its board of 
directors; president of the Colonial 
Heights School PTA, trustee of Genesis 
Hebrew Center. He also conducted the 
religious survey held in northeast Yon 
kers in connection with churches of the 
neighborhood. 

The agency’s production this year to 
date is the best since formation. 
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LOCAL AGENT NOT OBSOLETE 

The independent local agent is today 
a key factor in the distribution of new 
packaged protection and has not been 
made obsolete by changes in the Ameri- 
can market declares Esmond Ewing, vice 
president of the Travelers Companies of 
Hartford and recognized as one of the 
most expert observers and analysts of 
insurance market conditions. He told the 
Detroit Association of Insurance Agents 
that 
be devised a technique of 


cannot 
that 


supplants the personal contribution the 


this week there is not and 


selling 
local agent makes to insurance 
The 


changing 


every 


who gears himself to 


sale. 
the 
and 


agent 
demands of his clientele, 
sell the 


packaged coverages of today, will find 


can adequately improved 
himself more than a match for any mer- 
that 

neglects 


“confuses price 
the 
the 


chandising system 


with progress, and vital 


human equation which is at very 
heart of our new economy,” Mr. Ewing 
declared. 

the 


based on 


The psychological motivations of 


new American market are 
value, but not necessarily on price Mr. 
Ewing told the agents. He pointed out 
that 


a home and family-centered individual, 


the typical American purchaser is 


and in the field of insurance this means 


the buyer wants to protect his home, 


automobile, education, retirement, 


pos- 


sessions, etc., in a single, unified pur- 


The 


the 


chase, as much as that is possible 


buyer wants value protection of 
broadest kind, in the most efficient noc! 


Mr. 


meet. these demands requires the 


age possible, Ewing stressed To 


serv- 
ices of highly fully 


competent agents 


equipped to render a multiple line 
service, 

While combating the price argumen‘s 
offered by the direct writers and those 
controlled svstems is not 
Mr. the local 


agent, with the full and packaged protec 
tion 


with agency 


easy, Ewing conceded, 


to offer, will make firm progress 


if he and his companies can educate the 
public that it is 


not getting the same 


quality at a lower price, and through ad- 


all levels, emphasize those 
the 


vertising at 
differentiate stock 


company product from that of competi- 


factors which 
tors. 

Mr. Ewing is convinced that the mul- 
tiple-line agent has the ultimate weapon 
against competition in being able to sell 
kinds of When 


talking in terms of comprehensive pro- 


so. many insurance. 
tection the price factor has less signifi- 
cance. An agent‘s ability to “program 
maintain a 
personal relationship marks the differ- 
ence between an independent agent and 
a hired hand.” He finds the agent in a 
preferred position through the ability to 
provide 


to advise, to serve and to 


every character of indemnity 


required, 


Albert L. Latham, manager, agency 
department in Baltimore branch of Trav- 
elers for casualty, fidelity and surety 
lines, is one of the speakers selected 
for the annual convention of the Mary- 
land Association of Insurance Agents 
October 16-18 in Cumberland, Md. His 
subject will be “General Liability.” ‘Mr. 
Latham, who opened the Travelers 
branch in 1930 in Baltimore, began his 
insurance career with that company in 
1919. 


Photo b+ Belair 
HARRINGTON L. GUY 


Harrington L. Guy, general manager 
of Mutual Life of Canada, who is a 
Commander of the Order of the British 
Empire, has been elected to the board 
of directors of his company. A graduate 
from University of Toronto with honor 
in mathematics, he joined the Mutual’s 
actuarial staff at the head office in May, 
1927. He was promoted to assistant ac- 
tuary, then to associate actuary and 
treasurer, and in 1944 was made as- 
sistant general manager, later becoming 
general manager. He was on executive 
committee of the National War Finance 
Committee in World War II, and joint 
chairman of the Kitchener-Waterloo 
War Savings Committee. He is a for- 
mer president of Canadian Life Isurance 
Officers Association. 


Arthur J. Horan has become associated 
with head office of the Merchants Fire 
of New York in production and under- 
Writing activities. Previously the had 
been assistant manager of the New 
York metropolitan division of the Fire- 
man’s Fund Group in New York, and 
prior to that was with the Automobile 
of Hartford and the Loyalty Group. Mr. 
Horan has been in insurance 28 years. 


* * * 


Kalbert Scott Fraser, president of 
astern Trust Co., a director of the 
Bank of Nova Scotia, etc., was elected 
a member of the board of directors of 
the Sun Life Assurance ‘Co. of Canada. 


New Pennsylvania Agents Assn. Officers 


Officers of the Pennsylvania Association of Insurance Agents for 1955-1956 
elected at the annual meeting at Pittsburgh are, left to right—state national director, 
Morton V. V. White, Allentown; vice president, Paul J. Trimbur, Pittsburgh; 


president, George J. Margraff, Philadelphia; 


vice president, William J. Graul, 


Allentown; secretary-manager, Frank D. Moses, Harrisburg, and treasurer, Clarence 


M. Thumma, Harrisburg. 


Mary R. Taylor, agency relations di 
rector for Jefferson Standard Life, y,. 
awarded an honorary membership by , 
xreensboro Altrusa Club at a meeting i 
Greensboro, N. C., September 15, The 4h 
trusa Club, an international Organizatip. 
of business and _ professional women 
honored Miss Taylor in connection With 
her work with the Jefferson Standarj 
Life. Miss Taylor recently celeban 
her 50th anniversary in the life insurance 
business, 43 of which have been with th 
Jefferson Standard. “Miss Mary,” as she 
is affectionately known by members »: 
her company and many residents is 
Greensboro, spoke briefly to the ¢ly, 
and recounted memories of a half cep. 
tury ago as a business woman in Greens. 
boro. 

* * x 


Willard H. Griffin, CLU, superinty. 
dent of agencies, Northwestern Mutyj 
Life, was taken to Veterans Hospital 
Wood, Wis., after an attack of polio, He 
is getting physical therapy twice a dy 
says he feels in good shape but it yj 
take some time before he leaves the hos. 
pital. 


BRUCE E. SHEPHERD 


Bruce E. Shepherd, manager, Life |1- 
surance Association of America, and Mrs 
Shepherd, are visiting Hawaii. Enroute 
they stopped at San Francisco and Lo 
Angeles. 


* * * 


Mrs. Harold Crounse, whiose husbat! 
is office manager in the Joseph Nesbit! 
Agency of Federal Life & Casualty i 
New Haven, Conn., is the author ot 4 
recently published book aimed atthe 
problems of teen-age dating, entitle’ 
“Toyce Jackson’s Guide to Dating, pu) 
lished by Prentice - Hall, Inc., New Yors 
Known professionally as Joyce Jackson, 
Mrs. Crounse operates a clinic on ado- 
lescent problems. Well known for 1 
knowledge of psychology and sociolog!, 
she is currently working on her secon’ 
psychology degree at Yale University. 

* * x 


Cornelius W. Bramlett, general age"! 
for Kansas City Life, has been elect’ 
movor of Merietta, Georgia, in his nfs 
political campaign, scoring one of |" 
biggest political upsets the town ™ 
ever had. While Mr. Bramlett's vicl 
was in the Democratic primary his see 
tion is equivalent to election. He wi 
serve a four-year term. Native ' 
Georgia and graduate of Georgia Instr 
tute of Technology, Mr. Bramlett ™ 
heen general agent for Kansas City - 
since 1953. His territory covers 36 “ol 
ties. 
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Russeli a Greater New York 
Fund Chairman 


Graham L. Russell, secretary of the 
Roval-Liverpool Insurance Group, has 
accepted the chairmanship of employe 
jivision of the insurance industry for 
the 1956 campaign of The Greater New 
York Fund. Richard S. Perkins is 1955 
campaign chairman and vice chairman 
of the First National City Bank of New 
York. Mr. Russell was chairman for the 
1955 campaign. 

Assisting Mr. Russell will be a com- 
mittee including John H. Washburn, as- 
sistant vice president and_ secretary, 
Home Insurance Co.; Edward W. Mc- 
Pherson, assistant vice. president, New 
York Life; Henry L. Brown, vice presi- 
dent, Doremus & Co.; Warren Part- 
ridge, personnel officer, Atlantic Mu- 
tual; Edward J. Palkot, assistant vice 
president, Marine Midland Trust Co. of 
New York, and Walter Westcott, vice 
president, America Fore Insurance 
Group. 

_Mr. Russell is a graduate of Williams 
College. In World War II he was a 
lieutenant in the Navy and he joined 
Royal-Liverpool Insurance Group in 
\M6-as superintendent of personnel. In 
1951 he attended the advanced manage- 
ment program at Harvard University 
and in January, 1952, he became mana- 
ger of the personnel and public relations 
(epartment. In July, 1953, he was 


lected secretary of all companies in the 
Group. 


T 
| 
L 


 * 


Lambert R. Butzen 


Lambert R. Butzen, who this year was 
‘ppointed insurance and loss prevention 
manager of Montgomery Ward, Chicago 
mail order house, succeeded CC. Z. 
Greenley, 

Mr. Butzen first worked for Mont- 
somery Ward during his summer vaca- 
on in 1941 while a student at St. 
Michael’s High School in Chicago. After 
is graduation in 1942 he rejoined Mont- 
somery Ward as a junior accountant. 
He continued until April, 1943, when he 
‘tt tor military service and after his 
‘charge he returned in 1946. In Octo- 
et, 1947, he was promoted to the in- 
‘trance department and again was pro- 
noted in 1948 when he assumed super- 
sory responsibilities and later pro- 
sressed to the position of insurance sec- 
‘on head. He replaced Mr. Greenley on 
anuary 1, 1955, 
Discussing Mr. Butzen, F. L. Weller, 
“mimstrative and mail order personnel 
anager of Montgomery Ward, said to 
ie writer : : 

ou to feel that the size and 
a our company is such as to pro- 
a broad opportunity for young men 
pte Mr. Butzen’s progress is an 
vith. € of our policy of promoting from 
“in and parallels that of many of our 


men who today } : sae i 
sitions." lay hold key executive po 


s 











Commerce Dept. Flood Figures 


The floods of last month which played 
so much havoc in New England espe- 
cially, cost industry $157,000,000. Those 
are the official figures of the Govern- 
ment and not estimates by insurance 
people. Nearly half of the damage was 
in Connecticut and more than one-third 
in Massachusetts. 

Details as given by 
of Commerce were summarized by New 
York Times as follows. 


the Department 


“In Connecticut, 482 industrial firms 
reported damage of $72,515,600. 
“In Massachusetts, damage of ap- 


proximately $66,000,000 was reported by 
180 industrial firms. 

“Pennsylvania reported $9,324,480 dam- 
age to an unspecified number of plants. 

“In Rhode Island, 39 industrial firms 
reported losses amounting to $5,750,000. 

“New Jersey reported damage to an 
unspecified number of firms totaling 
$3,070,000. 

“In New York, 13 industrial firms re- 
ported damage of $382,500.” 

oe 


The New Dewey 


Thomas E. Dewey’s appearance last 
week at the press conference called to 
announce that the New York Supreme 
Court had handed down a ruling vacat- 
ing its order of 30 years ago requiring 
the Lumbermens Mutual Casualty of 
Chicago to use the name “American” in 
front of its name in its New York op- 
erations was his first appearance before 
a group of insurance newspaper re- 
porters since he was Governor of New 
York. The conference was in the offices 
of Dewey, Ballentine, Bushby, Palmer 
& Wood, where Arthur Ballentine has 
long been a distinguished member and 
which represented the two insurance 
companies. It was the law firm of the 
late Elihu Root, former Secretary of 
State, and the one with which Carrol M. 
Shanks was associated before he went 
to The Prudential of Newark to help 
reorganize railroads in which Prudential 
had investments, and who some years 
ago was elected president of The Pru- 
dential. When Mr. Dewey joined the 
firm the name of the law firm was 
changed, starting with the name of the 
former Governor. 

Mr. Dewey, who was master of cere- 
monies at last week’s conference, and who 
for three decades was a counsel in this 
insurance case, no longer gives the cold 
personality impression he did when a 
district attorney breaking up gangs of 
racketeers here, the brilliant prosecu- 
tion which elevated him to the Gover- 
nor’s chair. The new Dewey is a smil- 
ing, good natured, witty person who 
shows clearly his long experience in 
handling newsmen adroitly, and willing 
to exchange wisecracks with them. 

The original controversy was between 
Lumbermens Mutual Casualty of Chi- 
cago of which James S. Kemper is now 
chairman, and the Lumber Mutual Casu- 











GRAHAM L. RUSSELL 





alty, whose name has been changed to 
New York Mutual Casualty Co., and of 
which W. F. Dowling is president. Mr. 
Kemper was former Ambassador of the 
United States to Brazil. Mr. Dewey and 
Mr. Kemper did most of the talking. 
Not familiar with press conference pro- 
cedures and not looking too comfortable 
in his new role of being interviewed, Mr. 
Dowling made no comments. However, 
when Mr. Dewey asked the insurance 
men to shake hands for the camera men, 
Mr. Dowling quickly but silently got 
into the pose. 

Asked by a reporter if he intended 
to cling to the name Lumbermens in 
his insurance operations in view of the 
broad coverages of his fleet, Mr. Kem- 
per said he did. 

‘In my earlier career I grew up 
closely with the name Lumbermens. It 
proved a very good name indeed and | 
have a deep, sentimental interest in it,” 
he told the reporters. 

1 ie Deke 


Gideon Putnam Hotel 

Just what is the future of the Gideon 
Putnam Hotel on the state’s reservation 
in Saratoga Springs, New York, is a 
problem, although that it will continue 
to operate as a hotel is pretty sure. The 
situation particularly interests insurance 
men as numerous insurance gatherings 


have been held there. Located on a 
large number of acres surrounded by 
trees, Gideon Putnam, a de luxe hos- 


telry, is the only first class hotel left 
in a city which during the days of its 
glory as one of the outstanding resort 
places in America had some of the 
largest hotels to be found at any of the 
resorts. These hotels were gathering 
places for some of the nation’s great, 
including Presidents of the United 
States, back many decades ago. The 
Gideon Putnam can accommodate a 
convention of approximately 200 guests. 

The controversy now is over the lease 
situation. It is between officials of the 
Harriman administration and the Re- 
publican controlled Saratoga Springs 
Authority, the lease having been up in 
the air since March 1 when a five-year 
lease to the hotel company expired. Un- 
der it the company received 14% of the 
state-owned hotel’s profits and the state 
the remaining 86%. After the lease ex- 
pired the lease continued on a month 
to month basis. For three months the 
hotel has been operating in a vacuum, 
but a new stop-gap lease has been 
agreed upon. 

It is thought the hotel will be up for 
public bidding this fall or winter. Pres- 
ent manager is Myron Woolley, brother 
of Monty Woolley, the Yale professor 
who became one of the nation’s best 
known comedians, his theatrical fame 
starting when he starred in “The Man 
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Who Came to Dinner.” 

Governor Harriman has appointed a 
seven-member committee to study the 
whole problem of the Saratoga spa as 
the mineral springs and other installa- 
tions are constantly losing money. 

* + * 


House Organs 

Considerable attention in the business 
world has been attracted by a_ two- 
column article in last week’s issue of 
the magazine Time about agency pub- 
lications of concerns in industry. A 
survey by Time indicates that there is 
a strong feeling in business that the 
house organs should devote more atten- 
tion to pressing problems confronting 
the industry with less space given to 
items about personalities. 

Time calls attention, for instance, to 
the journals of the labor unions which 
aggressively handle the principal prob- 
lems which concern them. People inter- 
viewed by Time think that the indus- 
try organizations should play up their 
own viewpoints. 

k * x 


William C. Crager 
William C. Crager has been named 
general chairman of the five-day 26th 


annual Safety Convention and Exposi 
tion at the Statler Hotel, New York, 
beginning next April 16. Mr. Crager, 


who lives in Brooklyn, is supervisor of 
the metropolitan loss prevention and en- 
gineering department of the Royal- 
Liverpool Insurance Group. Appointed 
general vice chairman were James L. 
Devine of Carle Place, L. I., safety en- 
gineer of the American Chicle Co., and 
Carl F. Olander of Dumont, N. J., en 
gineering supervisor of the American 
Associated Insurance Companies. 


* * * 


Scheme of Emergency Travel 
Insurance 

The emergency travel — insurance 
scheme recently introduced by B.O.A.C 
in association with the Navigators & 
General Insurance Co., by which a Brit 
ish subject overseas can indemnify him 
self against the cost of possible emer 
gency travel to visit a sick relative, has 
been extended to include co-directors, 
partners or joint managers in business 
as the “named person.” The scheme en 
ables persons living or working overseas 
(including emigrants) to fly by B.O.A.C. 
to the bedside of a named seriously ill 
relative or business associate in the 
United Kingdom, or another part of the 
world, and to return. The whole of the 
expenses will be paid by the insurance 
company. A relative or business 
ciate is also permitted to visit 

(Continued on Page 29) 
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NAIA Announces Los Angeles 


Convention Program Schedule 


Blue Earth, Minne- 


Association of Insurance 


The National 


Agents has announced the program 
schedule for its 59th ——, convention 
to be held in Los Angeles, Calif., Octo- 
ber 3-5. Executive ae meetings 
will be held September 29 to October 2, 


Hotel Statler. Kenneth Ross, Ar- 
Kan., chairman will presice 


at the 
kansas City, 


at these sessions. Registrz ition will get 
under way Sunday, Oc tober 2 at 12 noon, 
in the Statler ballroom Suit convention 
program with times and piaces of mect- 
ings follows: 


Monday, October 3 


9 a.m.—Opening General Session, Hotel 
Statler, President Joseph A. Neumann, 
presiding. 

Welcome by 
Angeles, Joint 
Recognition of Past 
President. 

Report of the 


William H. Menn, Los 


Convention chairman. 
Presidents by the 


Administration by the 
President. President’s Citations for 
Achievements. Consideration of Propo- 
Constitutional Amendments. 

National Board of Fire Un- 
Hotel Statler. “Benefits Be- 
Contract,” Lewis A. Vincent, 


New York. 


sals for 
11 a.m. 
derw riters, 
yond the 
general manager, 


12 noon—Blue Goose Luncheon, Bilt- 
more Hotel. 

2 p.m.—Work Session, Biltmore Hotel. 

“The Role of Insurance in the Chang- 


ing American Market.” 

Movie—“The Changing American Mar- 
ket,” Warren A. King, Life Magazine, 
New York City. 

“Opportunities Unlimited,” A. N. Bush- 
nell, Jr., Insurance Association of Los 
Angeles. “Future Cert a Ralph L. 
Inglis, Los Angeles, Calif., president, 
The Founders sei le Co. 


4 p.m.—Territorial Conferences. 

Eastern—Biltmore Hotel, Warren A. 
Bodwell, Manchester, N. H., chairman, 
presiding. Far West—Biltmore Hotel, 
Harry W. Poulson, Boise, Idaho, chair- 
man, presiding. 

Midwest—Biltmore Hotel, Leroy D. 
Engberg, St. Paul, Minn., chairman, 


Mountain—Biltmore 
Haggard, Albuquerque, 
chairman, presiding. 
Biltmore Hotel, Hayne P. 
Greenville, S. C., chairman, 


presiding Rocky 
Hotel, Jerry 
New Mexico, 

Southern 
Glover, Ir., 
presiding 
8 p.m 
rectors, 


National Board of State Di 


Biltmore Hotel. 
Tuesday, October 4 


Educational Division Break 
fast for Local and State Association 
Secretaries and Managers, Hotel Stat 
ler, Ernest F. Young, Charlotte, N. C., 
chairman, presiding, 
9:30) am.—Work 
ler, “Competitively Speaking.” Coordina 
tor: William EF. Roskam, Jr., Burbank, 
Calif. “Casualty Insurance,” Donald A. 
Bolton, Jacksonville, Fla., member, NATA 


Ss am 


Session, Hotel Stat 


Casualty Insurance Committee. 
“Commercial Block Policies,” W. D. 
Frampton, San Francisco, Great Ameri- 


can Group. “Dwelling Forms,” H. Earl 
Munz, CPCU, Paterson, N. J., chairman, 
NAIA Property Insurance Committee 


12 noon—California Association Busi- 
ness Luncheon, Biltmore Hotel. 

2 p.m.—National Board of State Di 
rectors, Biltmore Hotel. 

9 p.n.—Presidential Ball, Hotel Stat 


ler, courtesy of Insurance Association of 


Los Angeles. 
Wednesday, October 5 
8 a.m.—Rural and Small Lines Agents’ 


Breakfast Meeting, Biltmore Hotel, 


Kenneth A. Young, 
sota, chairman, NAIA Rural and Small 
Lines Agents Committee, presiding. 

8 a.m.—Metropolitan and Large Lines 
Agents’ 3reakfast Meeting, Hotel 
Statler. Forest S. Pearson, Austin, 
Texas, member NAIA Metropolitan and 
Large Lines Agents’ Committee, and 
acting chairman of this function, will 
preside. Followed by conference. 

9:30 am.—Agency Management Work- 
shop, Hotel Statler. Coordinator: Deane 
W. Merrill, CPCU, South Orange, N. J., 
chairman, NAIA Agency Management 
Committee. 

“Insurance Agency Taxation,” Charles 

’. Tye, Newark, N. J., Joseph Froggatt 
& Ca. 

“Easy Premium 
David Gray, New 
to the vice president, AFCO, "Inc. 

“The Importance of an Appraisal,” 
Joseph W. Marshall, Los Angeles, Calif., 
vice president, Marshall and Stevens. 

10 a.m.—National Board of State Di- 
rectors, Biltmore Hotel. 

12 noon—National Board of 


Payment Plans,” 
York City, assistant 


State Di- 


rectors: Buffet and Executive Session, 
meeting as Nominating Committee, Bilt- 
more Hotel. 

2 p.m.—Closing General Session, Hotel 
Statler, President Joseph A. Neumann, 
presiding. Address: Gene Flack, sales 
counsel and director of Advertising, 
Sunshine Biscuits, Long Island City, 


N. Y.; presentation of awards; resolu- 
tions; election of officers. 

7:30 p.m—Annual Banquet, Holly- 
wood Palladium; installation of officers; 
entertainment. 





N.Y. Agents Assn. Downstate 
Regional Meeting Oct. 18 


The New York State Association of 
Insurance Agents will hold its annual 
Downstate Regional Meeting, Tuesday, 
Oct. 18, at the Garden City Hotel, Gar- 
den City, L. I. 

The all-day session starts at 10:00 a.m. 
and will conclude with a dinner in the 
evening. .Program will feature panel dis- 
cussions and speakers. 


ALBERT ACKER DEAD 


U. S. FLOOD BILL HEARINGS 


Senator Lehman to Conduct Hearinzs 
in October at Washington, New 
York, Providence 
Hearings on Government disaster in- 
surance and reinsurance will begin dur- 
ing the latter part of October and will 
be conducted by Senator Herbert Leh- 
man (D., N. Y.), according to Senate 
Banking Committee Chairman J. William 

Fulbright (D., Ark.). 

The committee staff has been directed 
to make a complete study of all data 
available with regard to coverage of 
natural disasters and war damage, ana 
is expected to have its findings in shape 
to reduce to a factual report by the 
time hearings open. 

Senator Lehman, 
notified his office 
have a bill ready 
The two Massachusetts Senators, 


now in France, has 
that he expects to 
in time for the hear- 


ings. 
Republican Saltonstall and Democrat 
Kennedy, have already combined on 


introduction of a bill applying to floods 
alone. The hearings will, however, be 
concerned with coverage for all sorts 
of disasters, both natural and man-made. 

Hearings will be held in Washington, 
New York and Providence and at vari- 
ous other cities not yet selected in the 
northeastern area which has_ recently 
suffered from floods. 





USAIG MANAGEMENT CHANGES 


Jack S. White Appointed Office Mana- 
ger; J. Franklin Marra Named 
Assistant Manager 

Major management changes in the 
eastern department of the United States 
Aviation Underwriters, Inc., New York, 
have been announced by Albert J. Smith, 
president. Jack S. White, formerly assis- 
tant manager, has been appointed mana- 
ger, succeeding W. R. Hall, resigned. 
J. Franklin) Marra is now assistant 
manager. 

Mr. White, following graduation from 
Trinity College, was employed by an in- 
dependent adjuster during 1939-40 and 
by the Phoenix Insurance Co. of Hart- 
ford in 1941-42. He joined the Air Force 
in 1942 as link trainer instructor until he 
was employed by USAIG in 1943. 

Mr. Marra served with the &th Air 
Force as pilot from 1941-45. Prior to 
and succeeding his service period he was 
with the American of Newark for about 
three years. He was employed by the 
USAIG in 1946. 





H. C. LUDWIG SUCCUMBS 
Henry C. Ludwig, retired general 
agent, North British Group western de- 
partment, age 62, died of virus pneu- 
monia, September 16. Masonic services 
were held Sunday, September 18. Mr. 


Albert ‘C. Acker, insurance broker in’ Ludwig is survived by his widow, Edna 
Buffalo, N. Y., for many years, died G. Ludwig, a son, Frank, a daughter, 
Sept. 5. He was affiliated with Edmund Mrs. Claire Harris and three grandchil- 
D. Stevens in the Genesee Building. dren. 
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Home Makes Changes jy 
Loss and Claims Dey 


THREE ADJUSTER RS ADVANCE 


Welch Named Rene, © Souoes Adjuster. 
Quick Appointed in New York; 
Busch in Chicago 


Three adjuster appointments are ap. 
nounced by the Home Insurance (, 
in its loss and claim operations, Frapj 
J. Welch, assistant general adjuster hy 
been named executive general adjuster 
in New York; W. Arthur Quick, a 
sistant general adjuster, has been mace 
general adjuster also at New York, ani 
Edwin J. Busch, assistant general aj. 
juster at Chicago, has been appointe 
general adjuster at that office. 

Mr. Welch joined the Home’s wester 
department in New York in 1929, 
was transferred to the loss departmen: 
in 1940 and in 1941 was sent to the 
midwestern field where he served as ap 
adjuster, staff adjuster, special agent an( 
associate state agent. In 1950, he was 
transferred to Dallas, Texas, office as 
manager of that office’s loss department 
In 1954 he was recalled to the head 
office as an assiStant general adjuster in 
the loss and claim department. 

Mr. Quick joined the Home's loss de. 
partment in 1932. He was transferred 
to Chicago in 1938 as an adjuster ani 
within a year’s time went to St. Louis, 
Mo., where he was eventually made 
staff adjuster. In 1952, Mr. Quick was 
recalled to the head office as an a- 
sistant general adjuster. 

Mr. Busch became affiliated with the 
company in Towa in 1923 as an ad- 
juster. In 1932 he was transferred to 
Chicago where he became staff adjuster 
in 1934. In 1939 Mr. Busch was ap- 
pointed manager of the loss department 
in Chicago and in 1946 was made as- 
sistant general adjuster there. 


NAIC NAMES COMMITTEES 





Chairmen Listed of Committees Serving 

Under President Leggett of Missouri 

Until 1956 Annual Meeting 

The National Association of Insurance 
Commissioners has published a full list 
of committee members to serve until the 
1956 annual meeting. C. Lawrence Leg- 
gett, Missouri, is president of NAIC, 
with Robert B. Taylor, Oregon, vice 
president; George A. Bowles, Virginia, 
secretary-treasurer, and Joseph A, Na- 

varre, Michigan, chairman of the execu- 
tive committee. 

Chairmen of committees dealing with 
fire insurance companies include the fol- 
lowing: 

Blanks, Harry E. Wells, Indiana, with 
Joseph F. Collins, New York, chairman 
of subcommittee on fire, casualty and 
reciprocal blank, and W. Harold Bittel, 
New Jersey, chairman of subcommittee 
on fire and casualty blank instructions 

Definition and interpretation of under- 
writing powers, George A. Bisson, 
Rhode Island. 

Examinations, George A. 
ginia, 

Fire and marine, George A. Bisson. 
Rhode Island, and Leffert Holz, New 
York, chairman of subcommittee on in- 
stallment premium reporting in annual 


3owles, Vir- 


statements. a 
Laws and _ legislation, Harvey G 
Combs, Arkansas. 
Federal liaison committee, S. H. Goe 
bel, Ky. _ 
Federal liaison coordinating comm 
Missouri. 


tee, C. Lawrence Leggett, Cyril 
Pai and rating organiza lose 4. 


Sheehan, Minnesota, with I i 
subcommittee 


nell Idaho, chairman of cad 
on multiple line underwriting, , cs 
Charles S. Jackson, Mary] land, chairmé 


of subcommittee on statistical classifica 
tions for sprinkler risks. . 
Uniform accounting, Arch E. Nor 
ington, Tennessee. 
Valuation of securities, 
Pansing, Nebraska. 


Thomas R. 














Rec 


An 
camp 
cilitie 
amp 
medi 
Assov 
cate 
value 
ft th 
camp 
now 

necti 
1ts p' 
nual 
ciatic 
at tl 
antic 


agent 
ther 
meet! 
to le 


rapid 


broa: 
the 
stan¢ 
tion. 
hope 
this 
effor 
Pa 
vigor 
whet 
agen 
verti 
lic 
agen 
telev 
clud 
ugh 
clare 
pend 
idve 
pani 













t 23, 195; 


=— 
SEs jn 
S Dept 
> VANCED 


| Adjuster. 
York; " 


ts are an- 
Irance () 
MS. Frank 
Ijuster has 
al adjuster 
Quick, as. 
been made 
York, ani 
eneral ad- 
appointe! 


'S western 
1929, He 
epartment 
nt to the 
‘ved as an 
agent and 
), he was 
office as 
partment 
the head 
djuster in 


s loss de- 
‘ansferred 
aster and 
St. Louis, 
lly made 
ick was 
S an as- 


with the 
an ad- 
erred to 
adjuster 
was ap- 
partment 
nade as- 


EES 


Serving 
issouri 
1g 
isurance 
full list 
intil the 
ce Leg- 
NAIC, 
yn, vice 
Jirginia, 
A. Na- 
» exec 


ig with 
the fol- 


a, with 
airman 
ty and 

Bittel, 
nmittee 
ictions 
under- 
Bisson, 


s, Vir- 


Bisson, 
, New 
on in- 
annual 
ry «~G. 


. Goe- 


mmit- 
iri. 
Cyril 
)’Con- 
mittee 
and 
irman 
sifica- 


Jorth- 


is_R. 
















September 23, 1955 












Lee | 





THE EASTER 
UNDERWRITER 





Page 19 











New Jersey Association of Insurance Agents, Atlantic City, September 15-16 








Advertising Campaign by Agents in 


New Jersey Gets Strong Support 


Record Attendance at Convention Featured by Determination 
to Overcome Cut-Rate Competition; Mather, Miller, 
Conklin, Forcier, Hurd Speak on Problem 


By Epwin N. Eacer 


An intensive publicity and advertising 


ampaign, employing use of radio fa- 





slities, local newspaper advertising, 
samphlets, roadside billboards and other 
media is planned by the New Jersey 


\ssociation of Insurance Agents to edu- 
cate the public more thoroughly on the 
value of services rendered by members 
+ the American Agency System. This 
campaign, patterned closely after that 
now being used successfully by the Con- 
necticut Association, was explained and 
its purpose emphasized at the 62nd an- 
nual convention of the New Jersey Asso- 
‘ation held last Thursday and Friday 
at the Chalfonte- Haddon Hall in At- 
lantic ‘City. 

yore attendance of close to 800 
agents, company representatives and 
ther guests was set at this two-day 
meeting, with many producers coming 
‘) learn more about overcoming the 
rapidly expanding competition offered 
‘o agents by the specialty insurers which 
feature lower premiums and who operate 
directly or through controlled producers. 
he New Jersey agents responded en- 
thusiastically to those. who spoke on 
the new advertising campaign, showing 
their determination not to be deprived 
{ their full share of the new markets 
jor insurance being created during the 
sresent boom period in general business. 

County Leaders to Meet Soon 

President Harry G. Mather, Trenton, 
told The Eastern Underwriter that a 
meeting of county public relations rep- 
resentatives will be held soon, after 
which it is expected the new advertising 
program will get under way in most 
listricts of New Jersey. This problem 
{ meeting competition and likewise how 
best to boost the sale of the new 
broad cover dwelling policies offered by 
the old-line stock insurers were out- 
standing themes at last week’s conven- 
tion. President Mather expressed the 
hope that “many counties will sponsor 
this new program so that continuity of 
effort will be achieved.” 

Past President John C. Conklin drew 
vigorous applause Thursday afternoon 
when he advocated better selling by 
agents, aided by a well developed ad- 
vertising campaign to educate the pub- 
lic more thoroughly on the value of local 
agents’ services. He cited also use of 
television facilities, which are not in- 
cluded in the Connecticut plan due to 
high expense involved. Mr. Conklin de- 
‘lared agents should be willing to ex- 
vend a share of their commissions for 
alvertising and not to expect the com- 
pames to bear practically all the costs. 
Mr. Conklin likewise criticized a few 
Id-line insurers for aiming to meet cut- 
rate competition by employing methods 
ot these competitors. While this trend 
las not developed generally and does 
not exist in New Jersey he said that 
msome states these agency system in- 
‘urers are using subsidiary carriers which 
‘ut agents’ commissions and employ di- 
rect billing. He cited commission cuts 
aaa! from a rate of 25% down to 
2, with a 20% drop in cost to the 
public. He then stressed that an agent 
couldn’t boost his volume 50% to over- 
‘ome the drop in commission, plus the 
‘igher overhead costs caused by han- 
“ing a lareer volume of business. Such 
methods of meeting competition will be 
“no value to the local agents in Mr. 
Conklin’s opinion, 
Alan H. Miller, strongly 


who has 





backed efforts for several years to in- 
crease advertising by agents and stock 
companies, is a member of the National 
Association’s public relations committee 
and who was elected chairman of 
the NJAIA executive committee last 
week, still believes in a joint advertis- 
ing campaign with the companies, using 
TV, radio and other media on a national 
basis. However, until such a program 
may be developed he called for wide- 
spread support for use of the Connecti- 
cut plan, “the finest we have seen,” by 
New Jersey agents. He believes some 
sort of national program may be con- 
sidered when the National Association 
meets in October in Los Angeles. 
Valmore H. Forcier, president of the 
Connecticut Association, was present to 
tell the New Jersey agents about his 
association’s program and to distribute 
to all counties full printed campaign 
material. The Connecticut plan, said 
Mr. Forcier, tells the public how the 
local agent earns his commision through 


high quality services. The plan employs 
the slogan of “You Are a Neighbor, 
Not a Number, to Your Home Town 
Insurance Agent.” 

Mr. Forcier said Connecticut local 


boards had spent $36,000 in six months 
for newspaper space, radio time, pam- 
phlets, leaflets, and other media. Nearly 
every local board in the state is par- 
ticipating in the campaign with costs to 
individual agents ranging from $30 to 
$300, depending on premium income. He 
stated proudly that the campaign has 
been received with widespread approval, 
is highly successful and will be contin- 
ued this next year. Agents must not 
relent in their drives to hold their 
position in insurance markets. 

Hurd on Competition 

Rhea Hurd, superintendent, sales pro- 
motion division, American Automobile of 
St. Louis, and widely known as an effec- 
tive speaker on problems of competi- 
tion, stressed greater personal attention 
to assureds and also use of direct mail 
advertising. Thus agents can reach wider 
circles of clients and prospects and con- 
tinue to expand their areas of influence, 
despite cut-rate companies. 

Mr. Hurd, who made a big hit through 
continued injection of humor in his talk 
on a most serious subject. stated that 
it is not difficult to keep ahead of com- 
petitors hy followine this program: 

“1. Beat them to the selling nunch 

(Continued on Page 28) 


17 Past Presidents 
Attend Convention 


Seventeen past presidents of the New 
Jersey Association attended the Past 
Presidents’ Dinner on Wednesday eve- 
ning, prior to opening of the general 
convention, Also present were President 
Harry G. Mather, State National Di- 
rector H. Earl Munz, Chairman John S. 
Sheiry of the executive committee and 
other members of that committee. 

Past president at the dinner included 
Harry L. Godshall, Alan V. Livingston, 
Edward M. Schmults, Herbert A. 
Faunce, Charles E. Meek, Jr., Theodore 
S. Brown, Alfred Christie, Edward F. 
Walton, Herbert L. Brooks, Charles H. 
Frankenbach, John C. Conklin, Alfred C. 
Sinn, H. Earl Munz, Russell E. Stevens 
Sidney K. Howell, Roy S. MacBean enil 
S. S. Holland. 


HEAR DOREMUS OF EUA 


Manager Discusses Improvements Under 
Consideration, Windstorm Rates 
and Wave Damage Cover 
Observations on current developments 
were presented to the agents Thursday 
afternoon by Frederick W. Doremus, 
manager, Eastern Underwriters Associa- 
tion. On catastrophes he said attempts 


are under way for the companies to 
get reproducing machines to prepare 
uniform loss reports for agents, ad- 


justers and companies in order to lessen 
the volume of paper work involved and 
to expedite claim payments. 

Committees of the EUA have studied 
rate and coverage proposals with respect 
to windstorm insurance, Mr. Doremus 
said. No justification was found, he said, 
for any differential in rates as between 
coastal and inland areas, losses being as 
severe in one section as another. 

A study is being continued of possi- 
bilities of wave damage insurance in 
coastal areas, to be provided by a special 
endorsement to the extended coverage 
endorsement at a proper rate, with a 
deductible provision, he stated. The 
EUA is cooperating with the South- 
Eastern Underwriters Association and 
the final outcome is not yet decided. At 
least the whole subject is getting a con- 
structive review, Mr. Doremus assured 
the agents. 

He said the EUA is now working on 
an all purpose endorsement, which will 
reduce to one the present four on 
change of location and other routine 
matters. He spoke of studies of business 
interruption forms, including ways to 
increased sales of the relatively new 
small mercantile risk policy, which has 
not achieved the popularity that was ex 
pected. 

Mr. Doremus also mentioned a new 
pamphlet for municipal authorities, de 
signed to explain grading of cities for 
insurance rating purposes. 


Broad Dwelling Forms Aid 


Agents in Competition 

“What Do We Find,” was the subject 
of a panel moderated by Robert L. Dar- 
rell, Englewood, with Milton H. Gran 
natt, Jr, Trenton, Robert D. McKee, 
Rumson; Arthur H. Slack, Jr., Passaic 
County, and John A. Sneden, Dumont, 
who found various ways of improving 
the agent’s service to the public under 
the “multiple peril” policies. 

The speakers, all successful agents, de- 
clared they are finding wide markets for 
the Homeowners’ policies of the MPIRO 
and the Comprehensive policies of Inter- 
bureau. They said these are salable 
products, giving sound coverage, and one 
of the best weapons to meet cut-rate 
competition. Some of those on the panel 
admitted they were skeptics when these 
broad-form covers first appeared but are 
today staunch supporters. 

A special appeal is the substantial sav- 
ing in costs to those assureds who have 
been carrying component coverages un- 
der specific forms. These policies offer 
a tremendous sales potential, they said, 
to agents willing to feature this new cov- 
erage, and the best prospects are cus- 
tomers already on the books for specific 
insurance. As the broad covers call for 
insurance of value an agent finds he is 
building better protection for his as 
sured as well as increasing premium and 
commission income for himself. 


Wilson Cup to Essex County 

Closing highlight of the convention on 
Friday was award of the Wilson Me 
morial Cup to the Essex County Asso 
ciation of Insurance Agents with hon 
orable mention for the associations in 
Passaic and Bergen Counties. Emile 
Karam of West Orange, chairman of the 
Wilson Memorial Cup committee, made 
the award in recognition of outstanding 
association activity. 


Sheiry New President; 
Miller Executive Head 





Newly elected President John S. Sheiry, 
Bridgeton (right), shaking hands with 
Alan H. Miller, Hackensack, who was 


made chairman of the executive commit- 


tee. These two officers will head the 


administration for the coming year. 
Officers of the New Jersey Association 
of Insurance Agents, selected at the an 
nual convention last week, are as fol 
lows: 

John S. Sheiry, Bridgeton, president; 


Alan H. Miller, 


executive committee; H. 


Hackensack, chairman 
Earl 


CPCU, Paterson, state national director; 


Munz, 


Charles J. Unger, Tenafly, executive sec- 
Messrs. Munz and Un- 


reelected. 


retary-treasurer, 
ger were 


Executive committee: Harry G. 
Mather immediate past president, Tren- 
ton; Samuel R. Worthington, Camden; 
Henry A. Franz, Clifton; Norman R. 
Smalley, Plainfield; Milton H. Grannatt, 
Ir., Trenton; Robert D. McKee, Rum 
son; Emile Karam, West Orange; Hugh 
Riddle, Atlantic City; W. 
Metuchen. 


Fred Bates, 


John S. Sheiry, Bridgeton, new presi 


dent of the New Jersey Association, 
started his insurance career in 1936. 
After a period of government service, 


he joined the Aetna Casualty & Surety. 
His first assignment was as an engineer 


in Aetna’s Washington ofhce; then he 
became a_ special agent at the same 
office. In 1942 he was transferred to 


the Philadelphia office as superintendent 


of the agency and brokerage depart 


ment. 

He went to Bridgeton in 1947, where 
he joined the Barton FI. Sharp & Son 
Agency as vice president and manager. 
He served as president of the Cumber 
land County Association. In 1952 he was 
elected to the state executive committee 
and became chairman last year. 

His civic activities have kept pace with 
his professional efforts. Mr. Sheiry has 
served with the Red Cross; as chairman 
of the Fund drive in 1949; chairman of 
district activities for the South Jersey 
Council, Boy Scouts of America. He was 
first chairman for the Bridgeton Com 
munity Fund drive in 1950 and is cur- 
rently president of Community Fund for 
Bridgeton area. In addition, he is a 
past president of the Bridgeton Rotary 
Club and a secretary of the board of 


trustees of the First Presbyterian 
Church. 
His educational background includes 
(Continued on Page 20) 
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Pres. Mather Reviews 
Developments of Year 


MEMBERSHIP 1,518, NEW HIGH 
Fire Tax Amendment Passed; Licensing 


Law Changes Expected; Public 
Relations Expanding 


Membership in the New Jersey Asso- 
ciation is at a new high of 1,518, Presi- 
dent Harry G. Mather, Trenton, reported 
at the opening general session Thursday 
morning. These were 81 members added, 
but the net increase was held down as 
the association lost 70 members for vari- 
out reasons. The New Jersey Associa- 
tion ranks sixth among the state groups 
in the NAIA. 

In his review of the past year Presi- 
dent Mather touched on a wide variety 
of subjects, revealing encouraging prog- 
ress in several directions. 

“This is the first year of operation 
of the unsatisfied claim and judgment 
fund in New Jersey. We again this 
year successfully opposed in our state 
legislature a plan of compulsory auto- 
mobile insurance,” he stated. “It is our 
sincere hope that, with the proper appli- 
cation of the unsatisfied claim and judg- 
ment fund, we can offset the threat of 
compulsory auto insurance. Therefore, 
it is up to us as agents to do everything 
we can to assist in the successful opera- 
tion of this plan. 

Fire Tax Amendment 

“After several years of effort on the 
part of our association, and particularly 
our executive secretary, Charlie Unger, 
the fire tax amendment has_ success- 
fully passed both Houses and in all prob- 
ability will be signed into law by Gov- 
ernor Meyner. Briefly. it eliminates the 
necessity of agents filing with their 
various local fireman’s associations, and 
places this responsibility with the com- 
panies on a state level. The agents will, 
in the future, be required only to code 
their daily reports as to location. This 
amendment had the full support of the 
Eastern Underwriters Association and 
the New Jersey State Firemen’s Asso- 
ciation. This change in procedure will 
eliminate a large amount of detail in our 
othces 

Licensing Law Revision Expected 

“The agents qualification committee, of 
which I am chairman, can report sub- 
stantial in the formulation of 
an amendment to our licensing law. We 
have had many meetings with the De- 
partment of Banking and Insurance, and 
feel confident that, by the opening of the 
next legislature, we will be ready with 
an amendment which will materially 
strangthen our present law,” President 
Mather told the convention. 

“I would like to point out the three 
major objectives. First, the requirement 
of a prescribed course of study to be 
approved by the New Jersey Depart- 
ment of Education, with the additional 
stipulation that the Department will fur- 
nish a certification that the course has 
been successfully completed before the 
applicant may take the examination. 
Second, additional powers to be given to 
the Commissioner, enabling him to fine, 
suspend, refuse to renew as well as to 
revoke licenses. Third, new power to be 
given to the Commissioner to issue sub- 
poenas to compel witnesses to answer 
at violation hearings.” 

President Mather thanked the Depart- 
ment of Banking and Insurance for 
“their splendid cooperation in working 
with us on this problem. Not only have 
they been of immeasurable help in this 
connection, but also in many other mat- 
ters on which we have consulted them.” 

“Our workmen's compensation com- 
mittee, headed by Herbert L. Brooks, is 
still hard at work attempting to resolve 
the important question of retrospective 
rating of the larger workmen’s compen- 
sation lines,” Mr. Mather continued. 
“This is a highly complex problem, and 

(Continued on Page 28) 


progress 


Lewis on Work of N. J. 


Fire Rating Organization 

S. Gage Lewis, general manager, Fire 
Insurance Rating Organization of New 
Jersey, outlined some of the daily work 
of that body, which is moving its head- 
quarters in October to the American 
Insurance Co, building in Newark. 
There, much improved facilities will be 
available. He said the rating association 
handles 1,750,000 daily reports and en- 
dorsements in a year. These include 
around 150,000 violations, a figure which 
he termed too high and he urged agents 
to be more careful. Mr. Lewis said also 
too many agents fail to provide the 
rating body with their names and ad- 
dresses on daily reports. 

Mr. Lewis cited some planned changes 
in rules, including removal of condition 
clauses for unprotected dwellings, with 
some adjustments in rates. Also there 
will be elimination of many general class 
rates and of zone maps. 





Catastrophe Committee 


Report by Robert McKee 


The catastrophe committee, headed by 
Robert D. McKee, told the convention 
Thursday that there are adequate sup- 
plies of loss notices at the rating organi- 
zation and with the General Adjustment 
3ureau for use in event of another 
catastrophe. He encouraged local boards 
to include in their budgets sums for use 
in advertising if a catastrophe occurs. 
Such ads would tell the public what to 
do to speed settlement of losses and 
would also be excellent publicity for lo- 
cal insurance agents. 

Mr. McKee expressed the hope that 
there can be greater simplification and 
coordination of paper work for agencies 
and between all companies as respects 
catastrophe loss notices, proofs and 
amount of settlement to be handled by 
agents. For catastrophe losses only he 
would like to see some sort of standardi- 
zation worked out. 





Sheiry and Miller 


(Continued from Page 19) 


the Washington, D. C., public school 
system and George Washington Univer- 
sity, where he received his B.S. in civil 
engineering. He is a member of Sigma 
Alpha Epsilon. 

Mr. Sheiry was this year honored by 
the Insurance Advertising Conference 
when he received a certificate of merit 
for excellence in advertising and gen- 
eral public relations in the insurance 
agency business. 


Alan H. Miller 


Alan H. Miller, new chairman of the 
executive committee, operates his own 
insurance agency at 210 Main Street, 
Hackensack. He established the busi- 
ness in 1937, with his sister Margaret. 
Prior to that he was with the old Foun- 
tain agency in Hackensack, then joined 
the firm of Rusch & Boyd, from 1935 
until opening his own business. His 
interest in the agents associations dates 
back to his days with Fountain. He was 


elected president of both the Hacken- 
sack association and the county group 
in 1940. He was also president of the 


Hackensack Lions Club the same year. 

Mr. Miller has been actively partici- 
pating in the state association programs 
for the past three years as a member of 
the executive committee. For two years 
he has headed a special subcommittee 
evaluating TV for telling the agents’ 
story to the public, a further tax on his 
time as chairman of a special committee 
representing the Eastern Agents’ Con- 
ference. He is now a member of the 
public relations committee of the Na- 
tional Association, formed this year and 
headed by John C. Stott of Norwich, 
N.Y. 


Combined Auto Medical Payments 
Cover Aids Assureds and Agent 


Combination this year of the basic and 
extended medical payments coverages, 
under automobile liability policies, into 
a single coverage, affording to insureds 
at much lower aggregate cost the same 
protection formerly provided by the two 
separate covers should be a useful and 
effective tool for the local agent, accord- 
ing to William H. Brewster, manager, 
automobile division, National Bureau of 
Casualty Underwriters. Speaking before 
the New Jersey agents’ convention at 
Atlantic City last week he said that the 
companies, in making this combined 
insurance available, have again demon- 
strated their purpose and desire to afford 
policyholders broad insurance at low 
cost. 

In combining the two coverages into 
one, Mr. Brewster observed, a step which 
calls for only one entry in the policy 
instead of two and only one code num- 
ber for statistical purposes, the compa- 
nies have demonstrated also their in- 
tention to reduce the work and cost of 
handling policies in agency and company 
offices whenever this can be done. 

The basic optional medical payments 
insurance has been available for many 
years, Mr. Brewster reminded the 
agents. with well over 50% of auto lia- 
bility assureds buying the coverage. 
Then, early in 1954 the Bureau an- 
nounced the extended medical payments 
insurance. 


Protection Under Extension 


“This new coverage gave protection,” 
said Mr. Brewster “in the event an in- 
sured were struck by any automobile, 
including the owned automobile or an- 
other automobile of any type, 1.e., com- 
mercial automobile, motorcycle, private 
livery, public livery, taxicab or bus. The 
limit per person was the same as the 
policy limit applicable to the automobile 
basic medical payments coverage which 
was required to be purchased. 


“A further forward step was taken 
on May 25, 1955, when the National 
- J . . 
Bureau announced the combination of 


the basic and extended coverages into a 
single coverage, affording to insureds at 
much lower aggregate cost the same 
protection formerly provided by the two 
separate coverages. This new package 
is now available in all states except Vir- 
ginia where it will soon become effective. 
In the states where this combination 
became effective on May 25, the extend- 
ed coverage element was automatically 
afforded without additional premium 
charge under all policies with the basic 
medical payments insurance outstanding 
as of May 25, to apply from that date 
until normal expiration date. 

“For policies with an effective date of 
May 25, 1955, or later, the combined 
medical payments coverage was made 
available at the rates announced on that 
date. For per person limits of $500 and 
$750 the private passenger car rate for 
the combined coverage is only $1 more 
than the rate for the basic coverage, and 
for limits of $1,000, $2,000 and $5,000 the 
combined rate is only $2 more. This 
is an attractive rate schedule in view of 
the broadened coverage and it represents 
a substantial reduction from the rates 
formerly paid for the same coverage for 
private passenger cars. 

“For other types of automobiles com- 
parable reductions were accomplished. 
In conjunction with this change, provi- 
sions for limits per person of $250, 
$3,000 and $4,000 were removed from the 
automobile casualty manual for the rea- 
son that comparatively few insureds have 
bought those limits. The present medical 
payments rule and rate section of the 
manual indicates, however, that for limits 
not shown, inquiry should be made of the 
company. 

“It can be expected that the combined 


package of automobile medical paymen; 
insurance will prove to be even Stee 
popular with the insurance buying pub. 
lic than the former basic coverage. jj, 
medical payments package affords a a 
ticularly desirable coverage for family 
cars; it covers the children in the fami 
in respect to the pedestrian and bicycle 
hazards and it covers them when they 
are riding in other cars to school, chure) 
picnics, Boy and Girl Scout meetings an 
similar places. The much greater Scope 
of the combined coverage with its sy). 
stantially lower aggregate cost should he 
of real benefit to policyholders by reasoy 
of the prompt reimbursement for med). 
cal, hospital and funeral expenses an; 
the possible elimination of the need jo; 
proceeding against third parties who are 
at fault in automobile accidents,” 





Howell Backs Improved 


Qualification Statute 
Charles R. Howell, New Jersey Con- 
missioner of Banking and_ Insurance. 
received a hearty welcome at the firs; 
general session Thursday and when 
presented at the banquet that evening 
where he spoke briefly. Mr. Howell, who 
was an insurance agent and member oj 
NJAIA, told the convention his Depar- 
ment is aiming to develop a better agents’ 
qualification law and is in agreement 
with provisions of bill which he hopes 
will receive speedy enactment by the 
legislature in 1956. é 
_A study and appraisal of possibilities 
for compensation for flood damage is 
being undertaken, Commissioner Howell 
said. He feels the task of payment is 
beyond the capacity of the insurance 
industry. As yet no real plan has been 
found, but he would welcome any sug- 
gestions from agents. 
He paid tribute to retiring President 
Mather, stating he knew “Hank as a 
friend, neighbor, and_ fellow insurance 
man who displayed real zeal, sincerity, 
and intelligent effort.” , 





Holland Outlines Fire 
Rate and Rule Changes 


-ast President Sol S. Holland, chair- 
man of the fire and allied lines commit: 
tee, stated that inequities in the term 
rules will soon be remedied by the New 
Jersey Fire Insurance Rating Organiza- 
tion so that stock in unsprinklered 
buildings can be written on a term basis, 
using two and a half annuals on a three- 
year policy or four annuals on a five- 
year policy. 

The rating office, he said, which re- 
ceives about 1,000 requests for rerating 
each month, is moving to process such 
requests in a much shorter time through 
additions to its trained staff. : 

Mr. Holland told the agents the fire 
manual will contain revised listings 0 
all towns that are protected. All other 
towns will be considered unprotected 
In unprotected territories, he said, a 
agent must warrant that a risk 18 10- 
cated within 600 feet of a public hydrant 
in order to use protected rates. 





Gassert Calls for Public 
Education on Auto Laws 


New Jersey’s director of Motor Vehi- 
cles Division, Frederick W. Gassert, Jt 
advised the agents that it was still tor 
early to offer a final report on the elt 


ciency of the Unsatisfied Claim om 
Judgment Fund law. “As ot ry 
31,” he stated, “1,262 claims had_ bee 


(Contiuned on Page 2!) 
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WELLS DIRECTOR OF EDUCATION 


Named by Crum & Forster Group; Has 
Been With Organization 30 Years; 
His Background 

Crum & Forster Group has appointed 
fred J. Wells as its director of educa- 
von effective immediately. Mr. Wells 
as been with the organization for 30 
vears and has had a varied experience 
“; inspector, producer and underwriter 
nthe metropolitan and brokerage de- 
jartment in & R.’s home office in 
Yew York. Up to this time he has 
jeen senior fire underwriter. 

Active in Civic, church and fraternal 
fairs in Montclair, N. J. where he lives, 
\ir, Wells is a past master of his 
\asonic lodge and Grand Secretary for 
Yew Jersey in 1950; a deacon of 
Watchung Congregational Church and 
active in Red Cross, Community Chest 


{rives. 





Service Office Opened 
By AIU in Denver, Colo. 


Because of the fast growth of the 


Rocky Mountain area as an insurance 
center, a branch of American Interna- 
ional Underwriters, Inc. has been 


pened in Denver, Colorado, and John 
\. O'Mara has been appointed man- 
wer, The office will service overseas 
insurance needs of the states of Colo- 
ado, New Mexico and Wyoming. 

Mr. O'Mara will also manage a new 
Denver branch of C. V. Starr & Co. 
(California), which will write surplus 
ines covers, inland and ocean marine. 
\lr. O'Mara, who is well-konwn in in- 
airance circles in the Rocky Mountain 
States, started his insurance career in 
1938 with the American Associated In- 
lemnity Corp. where he held the position 
i claims examiner. In 1940 he joined 
Savre & Toso, Inc., where, for 15 years, 
he held the positions of Lloyd’s under- 


writer as well as assistant manager and - 


special agent of the Seattle office. 

The opening of the Denver office adds 
another metropolitan center to the na- 
tionwide AIU network. There are al- 
ready American International offices in 
Boston, Chicago, Dallas, Detroit, Hous- 
ton, Los Angeles, New Orleans, New 
York, San Francisco, Seattle and Wash- 
ington, D. C. 


St. Paul F. & M. Transfers 
Daynor Tharalson to Ohio 


St. Paul, Minn.—The St. Paul Fire and 
Marine Co. announces the transfer of 
Daynor N. Tharalson from the home 
fice to the Ohio field where he is as- 
signed as special agent with headquarters 
in the Cleveland office under the super- 
vision of E. O. Pierce, state agent. 

Mr. Tharalson has been associated 
with the company at its home office in 
various capacities since 1938, his most 
recent assignment being supervisor of 
the multiple coverage department. 





C. Russell Carrick Dead 


C. Russell Carrick, 65, a former officer 
1 insurance companies in Buffalo and 
New York City, died Sept. 13 in a Buffalo 
hospital. He was vice president of the 
‘ormer general insurance firm of Wilson, 
Forster & McCall, now Wilson & Fors- 
ter. In 1937, Mr. Carrick became presi- 
dent of Brooks & Kupillis Inc. New 
York City, remaining with that firm until 
47 when he returned to Buffalo. 


Griffin Phoenix Special 

William P. Griffin has been appointed 
Special agent in Maryland, Delaware and 
the District of Columbia, with headquar- 
= in Baltimore, for the Phoenix of 
arttord Group. He will augment the 
staff ot State Agent Ray J. Billingham 
and Special Agents Bainbridge Eager 
and Richard K. Rowe. 

’ A native of West. Hartford, Conn., he 
joined the Phoenix in January, 1954, fol- 
anne discharge from the United States 
-oast Guard. Mr. Griffin is a graduate 
ot Trinity College, Class of 1951. 




















The Home 
Insurance 
Company’s 
current advertising 
stresses two things 
—the value of your 
services and the 
quality of the 
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protection you 
provide. 


Remember the 
‘“‘brand name” theme 
—use it in your 

own selling efforts. 
You'll find that it’s 
a sound, sensible and 
effective way to turn 
prospects into 
policyholders. 


This advertisement 
appears in color in: 


American Home —November 
Better Homes and Gardens— November 
Nation's Business— October 

OF a fo} oF-1, 
Business Week— October 8 
Newsweek — October | 
Time — October | 
U.S. News & World Report— October 21 


Town Journal- 








Mutual Agents Assn. 
Plan Cos.’ Conference 


AT CINCINNATI, OCTOBER 15 


Better Advertising, Office Procedure, 
Training and Public Relations Ac- 
tivities Set as Goal 


When the National Association of Mu- 
tual Insurance Agents convenes in Cin- 
October 17 for its 24th 
convention, delegates will receive news 


cinnati annual 
of a Conference unique in the 200 year 
history of mutual insurance. 

On October 15, executives of 53 mutual 
agency companies will meet in the first 
formal session of the Company Advisory 
Conference. This first meeting of the 
Conference will culminate many years 
of effort to bring such an organization 
into being, and is expected to introduce 
a long and fruitful period of friendly 
cooperation, mutual assistance with in- 
dustry problems and, ultimately, better 
service to the insuring public. 

The Conference, under temporary 
chairmanship of Len K. Sharp, vice pres- 
ident and secretary of Mill Owners of 
Des Moines, will have as its goal a 
four-point program of cooperative as- 
sistance to mutual agents: 1) Better ad- 
vertising and selling methods; 2) More 
efficient and economical office procedure ; 
3) Educational and training activities; 
4) More effective public relations activi 
ties. 

It is expected that special subcom 
mittees will be appointed to work on 
each of these areas. Following the morn 
ing session, 12 of the company execu- 
tives, appointed by the Conference for 
the purpose, will meet with a like num- 
ber of agent representatives, headed by 
Charles M. Boteler, Washington, D. C., 
to discuss plans and frame a full report 
to the mutual agents group, to be pre- 
sented at the annual business meeting. 


Roger W. Wight 45 Years 
A Subscriber to “E. U.” 


The Eastern Underwriter is proud of 
the confidence shown in this insurance 
newspaper by Roger W. Wight of Har- 
wichport, Cape Cod, Mass., who has 
been a subscriber for 45 years. He 
writes that “except for a few issues | 
have missed I have enjoyed every num- 
ber.” 

Mr. Wight served with the Continen- 
tal from 1907-1910; with the Queen from 
1910-1922; with the Liverpool & London 
& Globe, 1922-1925; with the Travelers 
Fire from 1925 to retirement in 1947, 
For the next two years Mr. Wight was 
on vacation but in 1949 he entered the 
real estate business to which he still de 
votes his energies. He writes that he 
“looks forward to continuing at least 
until President Eisenhower finishes his 
second term.” 


a] 

(assert on Laws 
(Continued from Page 20) 
filed—and our records show that the 
actual potential number of claims is 
about three times as high. We base this 
on the number of accidents reported 
that involved uninsured operators.” 

Mr. Gassert urged a_ broad educa- 
tional program to acquaint the public 
with the full import of the law and the 
security responsibility law. Commis- 
sioner Gassert said that at present only 
about 75% to 87% of all Jersey cars 
are insured. He felt that it was essen- 
tial to boost that figure up to a mini- 
mum of 95%. 

Commissioner Gassert declared many 
car owners believe purchase of collision, 
and not liability insurance, marks com- 
pliance with the security law. Others do 
not realize that the question of who is 
at fault in an accident is not a_ vital 
factor, but whether security is available. 
Hence the need for public education 
which will, he said, tend to boost the 
percentage of insured drivers. 
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,fyou can count on 
ife insurance” 


This single forceful idea will be the central theme of the 
new 1955-50 Co-operative Advertising Program sponsored 
by the Institute of Life Insurance. Watch for the first of 
these 12 dramatic advertisements, appearing in daily 


newspapers across the nation the week of October 17. 
Institute of Life Insurance, 488 Madison Ave., New York 22. 








September 23, 195: 








Fire Legal Liability Insurance 
Growing Demand for Coverage for Liability Imposed by Law; 


Protects Lessees and Bailees; Commercial Customers 


Good Prospects for Agents 
By Frep D. WATKINS 


Secretary, Aetna Insurance Group 


Part II 
hand, in Pennsylvania 
statutory prohibition, 
and furthermore, there is adequate case 
law to the effect that such agreements 
do not violate public policy. The latest 
Pennsylvania case on the landlord- 
tenant issue was in 1945; Wright v. 
Sterling Land Co., Inc., 157 Pa. Super 
625, The court said: 

This court in Lerner v. Heicklen, 89 
Pa. Super 234, held that a covenant in a 
relieving the landlord from. all 
property however occurring’ is 
sufficient to release the lessor from all 
liability for caused by his negli- 
gence or that of his servants. 

‘As between private individuals in 
their personal affairs, one may be in- 
demnified against the results of his own 
or his servants’ negligence, if the inten- 
tion so to do is clearly expressed in the 
The covenant in such 
lease against negligence of the lessor 
does not contravene any policy of the 
law inasmuch as it is a contract between 
conducting a_ strictly private 
business and relates entirely to their 
personal and private affairs it cannot be 
opposed Oo public policy. © se 

The court, then, went on to state the 
point quite succinctly: “All that the law 
insists on in the case of the tenant’s 
waiver of his landlord’s responsibility 
for losses resulting from his negligence 
is that it shall be plainly expressed.” 

If you have clients who take comfort 
and security from the General Mills 

feel you should urge them to 

their particular circumstances 
their own counsel Their case 
well be one where Judge Sand- 
opinion will be that of the ma 
jority. This indirectly illustrates another 
vorthwhile coverage of the standard 
fire liability imposed by law form. 

iven though General Mills finally won 
they had very considerable 
expense involved in’ the long 
original trial and 
would have of 
paid by the liability im 
policy. If General Mills 
costs would have 
addition 
amount 
was. the 
high, 


On the other 
there is no such 


lease 


loss of 


loss 


contract 


persons 


case, | 
review 
with 

might 


born’s 


their case, 
legal 
drawn out 
appeal Their 
course been 

posed by law 
had lost the case those 
been borne by the company in 
to the limit of lability or the 
tf the judgment whichever 

Legal fees and costs come 
you win 


process of 


expenses 


smaller 
even if 


Law as Relates to Bailees 


We might touch briefly on the as- 
pects of fire hability imposed by law as 
to bailees. The law places re 
sponsibility on bailees in the degree to 
which the bailment benefits the bailee 
bailor. If the bailment is en- 
tirely for the convenience of the bailor, 
there is a minimum of reasonable care 
required of the bailee. If it is entirely 
for the benefit of the bailee, a maximum 
of reasonable care and safeguarding is 
expected of the bailee. 

The paid bailee in many 
a very precarious position which high 
lights his need for lability coverage. In 
many states, once the bailor has shown 
that the bailed goods were not returned 
or were returned in a damaged condi 
tion, the law shifts the burden of proof 
from the “hedlok to the bailee. There 
after the bailee must establish that he 
was not negligent. It is not sufficient 
for him to say, merely, “it was not my 
fault because my warehouse was struck 
by lightning and destroyed by fire.” 

The court may very well say to him, 
“well, did you take all possible precau- 
tions to get the goods out, to have a 
watchman on duty, etc.” Therefore, the 


it relates 


and the 


states is in 


bailee, if he is unable to prove that he 
took all proper precautions, will find 
that the law has imposed liability upon 
him for the loss. This so-called shifting 
of the burden of proof, facilitates the 
bailor’s winning his case and_ should 
make a bailee think more carefully 
about the necessity of pure Se insur- 
ance to protect him. 
There are already 

rine, fire and casualty, 
liability of processing and storing bail- 
ees. These frequently take the form 
of direct damage contracts with or with- 
out a rider providing protection for 
liability over and above values declared 
by bailors. There are many instances, 
however, when bailees have purchased 
fire liability imposed by law coverage 
when they have expressly stated in their 
bailment contracts that they are not 
responsible for damage by fire. In such 
instances, the insuring company usually 
extends the policy to cover liability as- 
sumed by the storage or processing re- 
ceipt used by the bailee and on file with 
the company just to be sure there is no 
absence of coverage. 


forms, ma- 
that protect the 


many 


Prospects for This Cover 


Who are the prospects for this 
of cover? I will guess that the great 
majority of the individual commercial 
customers on your books have a definite 
exposure that warrants fire liability im- 
posed by law coverage. Wherever there 


type 
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is a landlord-tenant relationship there 
is an exposure from each to the other, 
to say nothing of the exposure of cne 
tenant to the other tenants in the same 
building. True, for personal property 
and that portion of the building not in 
the care, custody and control of the 
insured, his property damage limit in his 
comprehensive general liability or own- 
er’s, landlord’s and tenant’s policy will 
be aeons but will it be adequate ? 
What would it cost to increase that 
limit to an adequate amount? Do you 
have a casualty connection that will wel- 
come such a high limit? What of the 
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portion of the building in your insureds 


care, custody and control? Will your as- 


sured pay the necessary premium to 
eliminate that exclusion and_ will your 
casualty carrier agree? In counselling 
your clients on fire liability imposed by 
law, where there is a landlord-tenant Te- 
lationship, secure a copy of the entire 
lease—and I emphasize the entire lease 

—and send it to your company with the 
application for the policy. 

If there should be anything in the 
lease that goes beyond common law lia- 
bility, the policy should be written to 
cover the contractual liability contained 
in the lease. A number of companies 
have filings that permit this and it cer- 
tainly eliminates the agent’s es al 
of the policy that doesn’t do what it wa 
intended to do. 


Opens Door to New Accounts 


Fire liability imposed by law coverage 
in itself is not going to be a gold mine 
for you, but it is a proper and necessary 
coverage that should be explained 
your clients for theirs as well as your 
own protection. It can also be a door 
opener to new accounts for you. There 
is usually a ready market because it is 
generally considered as desirable as di- 
rect damage coverage on the property 
involved. Many producers have made it 
one of their regular subjects of discus- 
sions with each of their clients and be- 
sides developing worthwhile additional 
premiums have provided a type of cov- 
erage that under certain circumstances 
can be much more valuable to their 
clients than their direct damage covers 


Charles S. Coxe Dies 


Charles S. Coxe, former state agent 
of the North British Group at Boston, 
died suddenly September 8 at age 6 
He had retired last December after 4 
years of service with those companies 

Mr. Coxe was buried September 1) 
from Grace Episcopal Church at Salem, 
Mass., where he was a long-time resi 
dent. He is survived by his widow, Mrs 
Elizabeth Alsop Coxe; a son, a daughter 
and a brother. ? 

Mr. Coxe, a graduate of Princeton, 
was a son of the late Judge Alfred ( 
Coxe of the Circuit Court of Appeals. 


DISSELL IN KENTUCKY FIELD | 

James S. Dissell has been appointed 
special agent for the Phoenix of Hart- 
ford Group in Kentucky. He was 10f 
merly a special agent for the group 
Ohio. Special Agent Dissell will make 
his headquarters with State Agent 
Martin at 781 Starks Building, Louis- 
ville. 
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Rathbun, Marsian was elected assistant secretary in 1953. 


. Secretary Richard R. Rathbun at- Fitch, McIntyre 
Careers of Executives Advanced tended Colgate and Northeastern Uni- Assistant Secretary C. Bryant Fitch, 


versities and joined the Springfield in formerly special agent in Boston, was 
1945. He has had field experience as_ recalled to the head office earlier this 


By Springfield Insurance Companies special agent and is a veteran of four year as agency superintendent. He was 


In these columns last week it was an- 
nounced that the Springfield Insurance 
Companies of Springfield, Mass., had 
advanced Assistant Vice President Her- 
pert P. Almgren to vice president, Sec- 
retary and General Counsel Wilfred G. 
Howland to vice president and general 
counsel, Secretary Howard G. Riley to 
assistant vice president, Assistant Treas- 
yer John N. Sherley to assistant vice 
president and assistant treasurer. 
Assistant Secretaries Harold F. Storey, 
Stanwood R. Searles, Richard R. Rath- 
hun and Bernhard E. Marsian were 
elected secretaries; and Superintendent 
of Agencies C. Bryant Fitch was elected 
assistant secretary. In the western de- 
partments Resident Secretary Lyman A. 
McIntyre was elected resident assistant 
vice president at Chicago. 
Brief summaries of their careers fol- 
low: 

Almgren, Howland 


Vice President Herbert P. Almgren 
was graduated from Springfield College 
in 1938 and joined the Springfield Cos. in 
1940, In 1946 he was appointed office su- 
perintendent; elected assistant secretary 
in 1949; and advanced to secretary in 
1951. His career with the companies 
was interrupted by three years of serv- 
ice as a naval officer during World War 


Vice President and General Counsel 
Wilfred G. Howland joined the Spring- 
field Cos. in 1951 as general counsel. He 
was graduated from Bates College in 
1940 and from Harvard Law School in 
1947. During World War II, he served 
in the U. S. Army as assistant director 
of the military training at Aberdeen 
Proving Grounds, Maryland. He is a 
member of the Massachusetts Bar and 
has been admitted to practice in the 
Federal courts. 


Riley, Sherley 


Assistant Vice President Howard G. 
Riley is a graduate of both Columbia 
College and Columbia Law School. He 
joined the companies in 1947; was elect- 
ed assistant secretary in 1948; and sec- 
retary in 1950. 

Assistant Vice President and Assistant 
Treasurer John N. Sherley is a gradu- 
ate of Yale and an Army veteran of 
World War II. He became affiliated 
with the Springfield in 1935; was ap- 
pointed superintendent of the reinsur- 
ance department in 1946; was named 
head of the research department in 1949; 
~ was elected assistant treasurer in 

: 


Storey, Searles 


Secretary Harold F. Storey joined the 
Springfield in 1950 as a special agent in 
Boston. He was graduated from the 
University of Massachusetts in 1940 and 
then attended ROTC courses at the 
Coast Guard Academy. During the war, 
he served as an officer in the Coast 
Guard. Early in 1953 Mr. Storey was 
transterred from Boston to the head 
othce as superintendent of agencies; he 
was elected assistant secretary in 1954. 








Standing Timber Insurance 
Research Program Planned 


A meeting of approximately 40 insur- 

ance companies was held in San 
Francisco recently to talk over possi- 
bilities of safely underwriting standing 
timber coverage. Ward Jackson of 
Crum & Forster presided. 
_ After considerable discussion, most 
ipmanies indicated a willingness to fur- 
ps research on the subject and agreed 
contribute towards a fund making this 
Possible, \dditionally, it was agreed that 
“land 5. Gregory, who recently retired 
‘rom the Fireman’s Fund, would begin 
Ms research, 


years in the Navy. He was called to the graduated from American International 
head office in 1953 as superintendent of College in 1941 and immediately joined 
Secretary Stanwood R. Searles, a na- agencies and was advanced to assistant the companies. From 1943 -47 he served 


tive of Maine, attended Sanborn Semi- secretary in December of that year. with the U. S. Navy and was discharged 
nary preparatory school and was gradu- Secretary Bernhard E. Marsian, a na- with the rank of Lieutenant. 
ated from the University of Maine. He _ tive of Springfield, Mass., attended Tech- Resident Assistant Vice President Ly- 


later attended Suffolk Law School. He nical High School and the Massachusetts man A. McIntyre of Chicago joined the 
joined the Springfield ‘Co. in 1950 as su- Maritime Academy. He became affiliated Springfield in 1926. He has served as 
perintendent of the casualty claims de- with the Springfield in 1924 and has_ special agent and as superintendent. He 
partment and was elected assistant sec- served in various underwriting capacities was elected assistant secretary in 1945 
retary in 1952. as well as director of personnel. He and secretary in 1948. 





She COMMERCIAL UNION: OCEAN 


Croup 


ANNOUNCES REMOVAL OF ITS 


Metropolitan Department 


and 
Marine Office 


to 
the new modern 


air-conditioned building 


156 WILLIAM STREET 


NEW YORK 38,N.Y. 


She Telephone CNumber remains 053 3-5 150 


. . OUR NEW OFFICES are planned for the 
most efficient multiple line service to Brokers and 
Agents on a fully integrated basis. The comfort 
and convenience of our customers has also been 








provided for in the spacious air-conditioned ac- 
commodations. 





We cordially invite you to drop in soon and 
pay us a visit. Our managers and staff will be 
happy to greet you and show you every courtesy. 


The Diesel Construction Co., Builders, and the 
Shaw-Walker Co., Interior Designers, by their com- 
bined skills have achieved in our behalf, the highest 
standards of utility, design and decor, of which they 
can be justly proud. 
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John F. Sanzone Rejoins 


Mitchell May, Jr. Co. as V.P. 


Declares NAIA Most Powerful 


Force in Stock Insurers’ Destiny 


Addressing the 58th annual convention 
Association of 


September 13, 


of the Ohio Insurance 
Agents in 
Ernest L. 
Advisors, Inc. 
Association of 
most powerful force in the 
control the 


Cincinnati, 
Clark, president of Corporate 
declared that the National 


Insurance Agents is po- 


tentially the 


insurance business. “It can 


destiny of stock insurance,” he stated. 
The association through its members is 
the insurance companies’ sole means of 
direct contact with the public, said Mr. 
Clark. Through this first-hand direct 
experience, the companies should get in- 
formation as to what the public de- 
mands. 

Mr. Clark declared that if the 
can Agency System is to continue to be 
the principal system of insurance, then 
it must be sold to the public. Agents 
and their associations and companies 
have a vast public relations job to im- 
press on the public the value of the 
agent’s services, he said. Every agent 
must participate in telling the = story 
locally. 

Mr. Clark stressed the fact that every 
agent must qualify as a_ professional 
insurance expert. “It is not enough,” he 
said, “to be just appointed an agent by 
an insurance company and to have a su 
perficial knowledge of the insurance 
business. An agent should be the result 
of long, constant, and continuous train- 
ing, and constant and continuous study. 
He must qualify as a professional insur- 
ance expert, with all the knowledge and 
qualifications that implies. This does not 
just mean knowledge of fire insurance 
or liability insurance as such—he should 
know all forms of insurance and_ the 
background of underwriting and rating 
of each form. 

“There are many forms of 
that are undersold. Undersold 
they are not forcefully and 
solicited. Every agent should) inform 
himself so that he is an expert not only 
on fire and simple liabilitv. insurance 
but all the other unusual forms of insur- 
ance, including boiler and = machinery 
insurance and associated business inter- 
ruption, rent insurance, products liability, 
assumed liability, contingent automobile, 
accounts payable, and so on down the 
list 

“Every agent should make a list which 
i obtained of all the forms of 
that are available. With this 
first all of his own assureds 
and see if there is not a need for these 
types of coverage. Then he should ac- 
tively start to solicit the other accounts 
within his area. There are tremendous 
compensations not only in developing the 
business but in the resultant earning 
power they offer.” 

Mr. Clark emphasized that the chang- 
ing scene in the Americ: an family and 
American business in recent years, 
opened new opportunities to insurance 
agents. “The average wealth is greater. 
The number of potential insurance buy 
ers has increased. The market for sell- 
ing all of the various forms of personal 
insurance, fire, personal property, liabil 
ity including automobile, rent insurance 
has increased tremendously, These offer 


Ameri 


insurance 
because 
actively 


is easily 
msurance 
list check 


a source of new and profitable income 
to the local agent,” said the speaker. 

Mr. Clark stressed the importance of 
agents associations, “potentially the most 
powerful force in the insurance busi- 
ness,” he said. Arguing against com- 
placency, he said that if every agent 
became active in his association, both in 
its activities and administration it would 
have an “electrifying” effect on the 
insurance companies. 

The insurance agent because of his pro- 
fessional training should advise the jn’ insurance brokerage circles of New 
public on subjects of public interest, York City, rejoined Mitchell May Jr. Co., 
declared Mr. Clark. Particularly this Inc. several days ago as vice president. 
applies to safety drives, teen-age driving He had been with this nationwide bro- 
education, and programs that involve kerage concern in the 1930’s and now 
general safety and highway improve- assumes executive duties. The firm, one 
ment. “Activity in these forms of pro- of the best known, has been in business 
grams will raise the public’s respect and 35 years. 
approval of the insurance agent,” he Mr. Sanzone started his insurance ca- 
concluded, reer in 1928 with H. Mosenthal & Son, 
Inc. as a policy checker. Later he joined 
the Mitchell May Jr. Co. and in eight 
years’ time rose to be an accounts exec- 
utive. Thereafter he went to C. B. 
Blonder & Co. where he advanced over 
a period of years to vice president. 


Vatar 


JOHN F. SANZONE 


John F. Sanzone, a well known figure 


A. B. Jackson to Address 
N. Y. General Brokers Oct. 25 


A.B. Jackson, president of the St. Paul 
Fire and Marine Insurance Co., will be 
the principal 7 iker at the 30th annual 
dinner of the General Insurance Brokers 
Association of New York, Inc., to be 
held Oct. 25 at the Hotel Sheraton Astor. 

The dinner will also feature the presen- 





Mezey and Weghorn to 
Attend NAIA Convention 


Albert E. Mezey, president of the New 
tation of the General Insurance Brokers York City Insurance Agents Association, 
Association’s Gold Medal Award for ren- Inc., and John C. Weghorn, chairman 
dering the most meritorious service to of the executive committee, are the 
the insurance industry to Percy Chubb, designated representatives of this asso- 
2nd, president of Federal Insurance Co. ciation to attend the annual convention 

Reservations for tickets may be made of the NAIA at Los Angeles October 
by mail to the General Insurance Brok- 3-5. Mr. Mezey is also a director of the 
ers — office at 120 Liberty New York State Association of Insur- 
St., New York. ance Agents. 





In New York 
nearly everyone reads 
“Points & Viewpoints” 


Points & VIEWPOINTS, our monthly house 
organ, unscrambles many complicated insur- 
ance matters that have gnarled more than 
Brokers tell us they can depend 


in straight- 


one brow. 
on it to give them a good slant, 
forward language. 


Naturally, Points & VIEWPOINTS, now well 
into its second year, doesn’t have all the 
answers, but apparently there are enough to 
make profitable reading. 


Curl up before the fireplace with our next 
issue and see for yourself. 


FIRE e INLAND & 
OCEAN MARINE e AUTO 
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Stott Agency Flood Cover 


“Ad” Gains Attention 

The John C. Stott Agency, Inc, of 
Norwich, N. Y., headed by Jolin C. Stott, 
past president of the National Associa- 
tion of Insurance Agents and now chair- 
man of the NAIA public relations com- 
mittee, has been attracting favorable 
attention locally as a result of an adver- 
tisement on flood insurance carried in 
the Norwich Sun. The “ad” said the 
agency is accepting applications for an 
“all risk” dwelling form, issued by the 
Centennial of New York, which includes 
flood and earthquake risks in addition to 
fire, extended coverage and other haz- 
ards. Few, if any, other insurers will ac- 
cept flood risks. Several of these broad 
form covers ‘have been sold, the agency 
States. 

The Centennial, of the Atlantic Com- 
panies, says this form is issued only 
for dwellings which are owner occupied, 
and risks are carefully inspected before 
being accepted. Due to the low extra 
premium ‘the policy is not written freely 
in districts where the flood history is 
bad. In the Chenango Valley, where 
Norwich is located, there have been no 
floods, the Stott Agency says. 


Pa. Agents Opposed to 
Mandatory Deductible 


Pennsylvania Association of In- 

Agents declared by resolution 
at the annual meeting last week in 
Pittsburgh that “we strenuously object 
to the mandatory $50 deductible feature 
recently imposed on the people of this 
commonwealth and urge that every ef- 
fort be exerted towards reinstating the 
optional principle with a differential in 
rate.” The mandatory deductible now 
applies to windstorm coverage under 
the extended coverage endorsement. 


The 
surance 


Brokers Consider All Risks 
Form to Include Flood 


The National Association of Insurance 
Brokers’ governing committee, meeting 
in New York, has instructed a special 
committee to study the question 0! 
feasibility of obtaining funds for te 
search to determine premium costs for 
an all risks policy, to be issued by pri- 
vate insurers which will include flood 
coverage. The association states there is 
a “pressing necessity for a solution by 
private industry of the flood damagt 
problem, perhaps through adoption ¢ 
a nationwide, truly, all risks policy. 
The special committee will report to the 
gov erning committee at its next meeting 
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sTOTT ON PUBLIC RELATIONS 


NAIA Spokesman Hopes for Meetinz 
Soon With Company Executives as 
Prelude to Action 

Chairman John C. Stott of the public 
lations committee of the National As- 
cation of Insurance Agents hopes 
on that his group will meet with a 
committee of top company executives to 
consider the problems of producers and 
companies, and then take forthright ac- 
tion for the benefit of all. The former 
president of the NAIA, who hails from 
Norwich, N. Y., told the New Hamp- 
shire Association at New Castle on 
Wednesday that if all branches of insur- 
ance could sit down together to discuss 
oroblems cooperatively and “move for- 
yard unselfishly to create good public 
vations with our assureds, practically 
| our differences of opinion would be 
mole hills and not mountains. ; 

“Mr. Stott told the New Hampshire 
producers that price cutting is not the 
major reason direct writers are getting 
«) much business today. He contends 
the major factors are apathy of the es- 
tablished local agent plus modern mer- 
chandising methods used by direct writ- 
ers. With respect to overcoming apathy 
he stressed the need for agents to de- 
liver renewal policies and not depend 
on the mails. Also go to see assureds 
who report losses and not leave every- 
thing to an adjuster. Agents who fail 
to keep the personal touch with their as- 
sureds are likely to lose their business 
to the direct writers, Mr. Stott declared. 
“I believe there lies ahead of us a 
mild revolution in the long established 
procedures in our business,” Mr. Stott 
observed “It will be a pleasant revolu- 
tion for the agents of this country if 
they resolve themselves into the true 
representatives of the insurance buying 
public. It will be a pleasant revolution 
if the agents seek to initiate by leader- 
ship, which is so rightfully theirs, new 


thoughts and new ideas in the writing. 


of insurance and the rendering of more 
eficient and economical service to their 
assureds. 

“We must draw a line through the 
thought now entertained by some agents 
and some companies that we must do 
things today just because they were 
done in the same manner a half century 
ago. Certainly we must profit by the 
experience of the past, but we must 
initiate studies and inject new thought 
into our business if we are to meet the 
new demands of the business and the 
demands that this new era is producing.” 





Starkweather & Shepley 
Ad in Providence Station 


Commuters and travelers are now met 
at the Union Railroad Station in Provi- 
dence, R. L, by the Men from Stark- 
weather & Shepley. The window display 
is an important part of a plan by the 
George T. Metcalf Co., advertising agen- 
cy for Starkweather & Shepley, insur- 
ance counselors, to merchandise its 
client’s newspaper ad series. The display 
is located in the waiting room, just inside 
the main track entrance. Daily average 
trafic past the window is estimated to 
be in excess of 11,000. 

Extensive advertising is something new 
to the firm of Starkweather & Shepley. 
his year, for the first time in its 84- 
year history, it has undertaken a co- 
ordinated advertising campaign devel- 
ped for it by the George T. Metcalf 
Co. Planning for 1956 is still in its 
mtial stages. The newspaper campaign 
will continue and it is possible that radio 


or television will be included. 
Aher Heads Vermont Assn. 
Walter T. Aher of Ludlow was 


elected President of the Vermont As- 
‘oclation of Insurance Agents at the 
annual meeting in Fairlee last week 
€ succeeds Edward G. Welchman of 
Voodstock, the latter now becoming 
wate national director. Robert E. Berg 
ot Barre was elected vice president and 
Earl F. Liddell of Newport, secretary- 
‘teasurer. Mrs, Marian D. Purchase of 


“ontpelier continues as executive sec- 
retary, 


FIA Gets Half of Cover 
Of N. Y. Housing Authority 


Half of the huge $503,000,000 fire and 
other coverage of the New York City 
Housing Authority is going to stock 
insurers for the first time. Heretofore 
mutuals have obtained all this insurance 
under competitive bids. However, under 
a new formula, premiums of over $300,- 
000 will be divided equally between mu- 
tuals and the Factory Insurance Asso- 
ciation, representing stock carriers. The 


TO HEAR GROSS AND HIRST 

George I. Gross, member of the law 
firm of Powers, Kaplan and Berger and 
Albert Hirst, also an attorney, will ad- 
dress the first fall forum meeting of the 
Greater New York Insurance Brokers’ 
Association at the Hotel Prince George 
on Wednesday evening, September 28. 





FIA has been seeking a share of this 
insurance for many years and the pres- 
ent decision of the Housing Authority 
is viewed as a victory for stock com- 
panies, 


Albany Women Meet 


At the regular monthly meeting of the 
Insurance Women of Albany, N. Y., held 
in Jack’s Restaurant, on September 22, 
the guest speaker was Alexander Hawry- 


luk, field representative, New York 
State School of Industrial and Labor 
Relations, Cornell University. Mr. 


Hawryluk gave a preview of the gen 
eral program offered to enable the club 
to select a specific course of instruction 
as part of its educational program for 
the coming year. 





We rewrote the book to give 


you this one! 





GROUP 
SPHCTAL 


...a new, easy-to-sell, easy-to-handle 
offer of insurance, on a group basis, 
to the company with 10 to 24 employees. 


Wide selection of plans available 


. . life, hospital- 


surgical-medical, accident and sickness PLUS special 
accident protection. 


For full details and sales helps, call your nearest 


Connecticut General Office. Or write 
Connecticut General Life Insurance Company, Hartford. 


Connecticut General 
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Hurd on Competition 


(Continued from Page 19) 


is and its possible effect on your cus- 
tomers. 

“3. Begin, right after each sale, to 
keep your customers thinking favorably 
of you through personal attention. 

“4. Apply personal attention all the 
time; personal service when the oppor- 
tunity presents itself. 

“5 Use advertising to do parts of 
the job you can’t handle yourself. Make 
it work for you. 

“6. The only time to meet competition 
is as you walk out of your customer’s 
door with the order in your pocket.” 

Five Kinds of Competition 

Discussing five kinds of competition 
which every agent faces Mr. Hurd said: 

“1. Other stock company agents. In 
fact the only agents yon need worry 
about are those who are young and those 
who are hungry. The young, just getting 
started, have courage, stamina and a de- 
sire for success. The same is true of 
the hungry agent except that his incen- 
tive is the most compelling in the world, 
an empty stomach. Don’t worry about 
other stock company agents. They are 
making a good living. 

“2. Your own customers. During any 
vear certain of your customers will 
have losses and others will have prob- 
lems which will require your personal 
attention. The time you spend with them 
is time taken away from the other cus- 
tomers on your books. While it’s per- 
fectly true that you can’t be two places 
at once (except through advertising) the 
fact remains that many of your custom- 
ers are being given the absent treat- 
ment while you are providing service to 
others. 

“3. New prospects. Sure they’re com- 
petitors, whenever you call on new pros- 
pects you are using time which belongs 
to your present customers. I know 
you must get new business on the books, 
and in order to do it you’ve got to make 
personal calls. But, unless you have 
some form of ‘baby sitter’ who can keep 
your present customers sold on you, 
vou have a form of competition every- 
time you make a prospect call. 

“4. Direct writer salesmen. They can’t 
be laughted off, of course, but if they 
provide a threat to the American Agency 
System they are doing so not so much 
from the price angle but because of 
their aggressive salesmanship. As an 
insurance specialist, he can’t hold a can- 
dle to you. Why is he dangerous? Be- 
cause he is constantly making calls on 
people, building up their self-importance, 
and selling them on the fact that ‘insur- 


“2. Understand what your competition 


ance isn’t complicated so why bother 
with a local agent.’ 
“5. Consumer products. We must 


know why people buy things; why they 
choose one product over another. At any 
given payday they receive a certain fixed 
amount of money. According to the 
latest available national figures about 
20% of the money goes for shelter; 
30% for food; 10% for clothing and ap- 
proximately 9% for transportation and 
medical care. Almost seventy cents out 
of every dollar is spent for necessities 

purchases which, no matter how 
resentful he may be, the buyer must 
make in order to live! Deduct a fur- 
ther amount for taxes and very little is 
left in the pay envelope. 

“A prospect must be made to want 
insurance before he can be convinced 
that he needs it. Your race with this 
competition, therefore, is to win his mind, 
not his pocketbook; to make him want 
insurance more then he wants a new 
suit, a TV set or a thousand other prod- 
ucts, services or forms of entertainment‘, 
“Now that we have defined and ana- 
Ivzed your competition what 
in be done to keep vhead of it. In the 


mil alalvsis there are, I think, only two 


7 


let’s see 


forms of positive action you can take. 
“ervice and advertising. 

“The real difference between the 
\merican Agency Svstem erd ‘ve direct 


that the original sele is the 
beginning of rersonal attention and pos- 
sibly personal service. In the case of 
the direct writer the original sale is 
both the beginning and the end of the 


contact. 

“If you intend to keep the good will 
of all of your customers for the entire 
length of every policy in force you are 
going to need help in the form of ad- 
vertising. I firmly believe, and I hope 
you will agree with me, that advertising 
(in one form or another) can _ help 
vou maintain and build your business 
if you look at it as a means of doing a 
job you can’t do yourself. Instead of 
wondering whether or not to use adver- 
tising why not start considering where 
you need help in giving your customers 
personal attention and which kind of 
advertising will do the best job for the 
least amount of money.” 





Lafayette Page Dies 

Lafayette Page, Jr., associated with 
Johnson & Higgins, New York insurance 
brokers, died September 16 at his home 
on Park Avenue, New York City, after 
a long illness. He was 57 years old. He 
was with the Rainbow Division in France 
in World War I, serving as a lieutenant, 
and was graduated from Princeton Uni- 


versity in 1920. He had been in insur- 
ance since that time, for the last three 
vears with Johnson & Higgins. Mr. 
Page leaves his wife, two sons, three 
daughters, a brother and a sister. 

















Busy, busy, busy! That office! A girl hardly 


has time to powder her nose these days, and 


neither has Mr. L.. 


do I? 


PLM Homeowner's Policy has us both on the hop. 


Oh, 
HOP. . 


it is, we're doing business with that new 
Homeowner's Policy of PLM's, and I don't mean 
maybe. Considering all the hazards it covers, 
and the fact that a policyholder makes a double 
saving—20% lower initial cost and, 
that, PLM's 15% dividend—well, no wonder it's 


so popular! The soundest dollar's worth of 





What I do mean is that that new 


that's a pun or something, isn't it 


. Homeowner's Policy. Well, whatever 


(| - insurance protection you can buy. Who says 


only we gals know a bargain! 


Oh, I don't mean that, 


on top of 








HOW ABOUT YOU, MR. LOCAL AGENT? 
Why not get in touch with us for all the facts on the 


new PLM Homeowner's Policy? You'll find it unusually 


liberal in the coverages it includes — and the savings 


it offers — making it exceptionally attractive to pros- 


pects. PLM has much to offer your office. Write us 


about representation. 


Pennsylvania Lumbermens 
Mutual Insurance Company 


Market Street National Bank Bldg., Philadelphia 7, Pa. 





STURDY AS THE OAK 


Ongonsed 1095 


Writing FIRE and ALLIED LINES ‘In the Birthplace of American Mutual Insurance’’ 


Unzicker Sees Insuring 
Public Desiring Financing 


Willard E. Unzicker, vice preside; 
of Afco Incorporated, delivered * 
address entitled “More Production anj 
Less Expense Through Premium Finane 
ing” at the New Hampshire Association 
of Insurance Agents convention on Sep. 
tember 21, 1955 at Wentworth-by-the. 
Sea, Portsmouth, N. Afco Incorpo. 
rated is an insurance premium financing 
organization which has more than 3) 
fire and casualty insurance companies 
subscribing to its facilities. 

Mr. Unzicker stated that the hig) 
level of consumer installment credit jp 
this country today reflects the desire oj 
the purchasing public to pay for com- 
modities on the theory of “as little down 
and as little for as long as_ possible’ 
and indicated that the ability to “pay 
as you use” is often as important to the 
average customer as is the purchase 
price of what he buys. 

Mr. Unzicker further emphasized tha 
the small down payments and_ subse- 
quent installments required by Afco ep. 
able insureds to buy complete insurance 
protection and spread the cost over a 
long period, without a large outlay oj 
cash, at little or no increase in over. 
all cost. The small down payments under 
Afco’s plans make additional working 
capital funds available for business oper. 
ations, and commercial organizations can 
earn a greater return on these additional 
funds than Afco’s low interest cost. 


Mather Report 


(Continued from Page 20) 





it was the hope of your administration 
to have the matter resolved this year, 
However, I feel that satisfactory prog- 
ress is being made.” 

Public Relations Expanded 

To further development of public rela- 
tions in the state the public relations 
committee, headed by Henry A. Franz, 
earlier this year hired the firm of John 
Edwards of Hackensack. Mr. Edwards 
was present at last week’s convention, 
doing a fine job cooperating with the 
daily and insurance press. 

“At a meeting of county public rela- 
tions chairmen,” President Mather re- 
lated, “there developed a feeling that the 
executive committee should prepare and 
submit an advertising program to be used 
by the various counties on a state-wide 
basis. It was felt that by integrating 
such a program with our public relations 
program, our story of the American 
agency system could be told to the pub- 
lic more completely. I appointed Alan 
H. Miller to study this matter, and to 
present to us at this meeting the best 
advertising plan available. It is our sin- 
cere hope that many of the counties will 
sponsor this advertising program, so that 
a certain continuity of effort will be 
achieved. 

Constitutional Changes 

“At our mid-year meeting changes in 
our constitution and by-laws were 
adopted. The two most important revi- 
sions were: That in order for a member 
to be nominated for the executive com- 
mittee he shall have served at least one 
full years as a vice president of the state 
association, and that the immediate past 
president shall be included in the execu- 
tive committee as an additional member. 
The latter change was made so that a 
member serving on the executive com- 
mittee would not be eliminated because 
he represented the same district as the 
immediate past president. 

Tribute to Secretary Unger 

“Speaking of the help and cooperation 
| have received, naturally leads me to 
the name of Charlie Unger, my traveling 
companion for the past year. Many fine 
tributes have been made to Charlie over 
the years, and I can assure you they are 
all well deserved. His knowledge of the 
work of our organization, and of all 
segments of the industry, is invaluable 
to us—surely his title should be changed 
to ‘Secretary of State’!” 

President. Mather also highly com- 
mended the work of Jean Ferrari, Mr. 
Unger’s assistant at the association 
offices in Newark. 
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ELECTED A VICE PRESIDENT 


es L. Dorris Named by Hanover Fire 
d Fulton Fire; Was Secretary 
of Companies 


The Hanover Fire and the Fulton 
Fire Insurance Companies announce the 
dection of James L. Dorris as a vice 
president of each company. The election 
‘ook place at a meeting of the board of 
rectors, held September 14. Mr. Dor- 
ris assumed his new responsibilities im- 


Jam 
an 


mediately. 

Born in Nashville, Tenn., Mr. Dorris 
vas educated in the public schools there 
and Columbia University. He first en- 
ered the insurance business in 1928. He 
became a state agent for the Hanover 
Fire and Fulton Fire Cos. in 1947, serv- 
‘ng his home state. In 1948 he was 
named secretary of the companies, 





Mutual Agents to Hear 
Home Office Underwriters 


With the cry going up everywhere that 
underwriters are creating chaos in the 
so-called personal lines—combined cov- 
erages, packaged minimums, complex 
rating structures, indivisible premiums, 
and new forms coming out before the 
ink has dried on the last concoction— 
home office underwriters will take the 
stage in Cincinnati next month to tell 
mutual producers why “Progressive Un- 
derwriting Means Better Business.” 

Slated to appear before National As- 
sociation of Mutual Insurance Agents on 
October 18 are: T. L. Osborn, Jr., Amer- 
ican Manufacturers Mutual Insurance 
Co.; Everett Raabe, Central Mutual; 
George Strickler, Millers Mutual Fire 
of Texas; Gardner Fuller, LMC; and 
Fred Greenwood, Lumbermens of Mans- 
field. Speaking in defense of the new 
underwriting philosophy, which has been 
accused of setting a pace that has local 
agents out of breath, these authorities 
will explain how the new policy forms, 
properly sold and serviced, can add 
strength and vigor to the American 
Agency System by providing broader 
protection at less cost and giving local 
agents a competitive weapon the spe- 
cialty writers will find it hard, if not 
impossible, to match. 

The meeting has been announced for 
October 17-19 at Cincinnati’s Nether- 
land Plaza Hotel. 





FIREMAN’S FUND DIVIDEND 

At the regular meeting of the board of 
directors held September 16, the Fire- 
man’s Fund Insurance Co. declared a 
quarterly dividend of 45¢ per share on 
the capital stock of the company, pay- 
able October 17, to stock of record Sep- 
tember 30. 


Bis Bill 
(Continued from Page 17) 


policyholder overseas in case of illness, 
but travel for business associates is con- 
fined to the sterling area. 

“In addition,” says the- Policy-Holder 
Insurance Journal, “the insured person 
's covered for the whole of the cost of 
incidental travel by rail, taxi or other 
means, to and from main air or seaports 
and for hotel accommodation and sub- 
sistence up to £4 a day for a maximum 
duration of 20 days while overseas. The 
policies also carry a personal accident 
Msurance for the person making the 
emergency tourney for a maximum of 
4 divs. Policies are issued for one 
yeer or tor shorter periods, @s required, 
and premiums are reduced if there are 
two or m re “named persons,” Special 
stoup policies with substantial rebates 
may be arranged. 

“Examples are, mother living in 
United Kingdom to visit daughter in 
gee ( ‘anada—return first-class ; air 
vo rag Ss. Od a year; premium 
* 9S. Od. a year; husband in Sydney, 
Australia, to visit wife or child living in 
a K—return first-class air fare, £538 4s. 
Sterling, premium £16 6s. per annum.” 








HELMS MANAGER FOR BOSTON 





Heads Multiple Line Branch Office at 
Jackson, Miss.; Sours Is Appointed 
Assistant Manager 
The Boston and Old Colony Insurance 
Companies have named J. D. Helms as 
manager and W. G. Sours, Jr., as as- 
sistant manager of the multiple line 


branch office in the Deposit Guaranty 


Bank Building at Jackson, Miss. The 
office is staffed with a full complement 
of field, underwriting, and claim per- 
sonnel. 


Mr. Helms entered insurance in 1921 





in Atlanta, Ga. with Hurt and Quin. 
After fieldman for 
companies, he moved to Jackson, in Au- 
gust, 1944, to operate a managing gen- 
including development of 


serving as several 


eral agency, 
business for the Boston Group. 

Mr. Sours is a native of Jackson, and 
was graduated from the University of 
He entered insurance with 
agency of Bradshaw and 
Hoover, Inc. He was appointed special 
agent for the National Fire in 1939, 
traveling in Louisiana and later was 


Mississippi. 
the local 


MOUNTAIN FIELD CLUB MEETS 

The Mountain Insurance Field Club of 
Manchester, N. H. has 
luncheon meeting September 26, 
Club. 
nating committee will report on its slate 


scheduled a 
at the 
The nomi- 


Manchester Country 


of officers for the coming year. 





state agent for Mississippi. Following 
his discharge from the Army, Mr. Sours 
became associated with Mr. Helms and 
is also well known in the territory. 
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This America Fore National ad- 
vertisement on the Comprehensive 
Homeowner’s Policy will appear in 
Reader’s Digest, The Saturday 
Life, 
Time, Newsweek and National 


Evening Post, 
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September. 


Fortune, 


Geographic during the month of 


Sales Helps, Direct Mail, Posters 
and Newspaper Mats which tie in- 
with this advertising are available 
to America Fore agents. 
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HEADS MARINE UNDERWRITING 
Karl Reed Appointed Ocean and Inland 
Marine Supervisor for American 
Universal Co. 

Karl Reed has been appointed super- 
vising underwriter for the ocean and 
inland marine departments of the Amer- 
ican Universal Insurance Co. of Provi- 
dence, R. I. Mr. Reed will guide the 
over-all marine operations of the Saval 


Rembrandt Studios, Boston 
KARL REED 


(G;roup in Boston, Providence and Mon- 
treal, it was announced by Maurice 
H. Saval, president of the company. 

Mr. Reed was educated in France, 
Switzerland and England. During World 
War II he saw service for four years 
as a bomber pilot with the Royal Cana- 
dian Air Force After his discharge 
with rank of major, he joined the Insur- 
ance Co. of North America and com- 
pleted their training program, specializ- 
ing in marine insurance. He was a spe- 
cial agent there for five years covering 
Southern California and concentrating 
on special inland marine risks. 

He was then transferred to Manila, 
Philippine Islands, as branch manager 
for the Insurance Co. of North America. 
While in Manila, he took an active part 
in local insurance organizations, serving 
as president of the Philippine Insurer’s 
Club and chairman of the Insurance 
Panel of the Management Association of 
the Philippines. After three years in the 
Philippines, Mr. Reed was recalled to the 
home office and appointed marine super- 
visor for the foreign department of the 
Insurance Co. of North America. 


NATIONAL UNION DIVIDEND 

Directors of the National Union Fire 
of Pittsburgh have declared a cash 
dividend of 50 cents a share, payable 
September 30 to stockholders of record 
September 12. 


Ewing on Agents 


(Continued from Page 1) 


Mr. Ewing said, the professional agent 
must make it clear that “the policy is a 
package of different types of coverage, 
requiring a high degree of skill and 
knowledge to put together according 
to individual needs.” 

“All automobile insurance looks, feels 
and is very much alike—while it is lying 
in a safe deposit box,” he observed. 
Urging his audience to educate their 
prospects and clients to the true meaning 
and purpose of automobile insurance, he 
told them to emphasize the fact that 
“automobile insurance is not an accessory 
like a windshield wiper or a car radio 
It is an integral part of a total plan of 
personal protection. You must overcome 
the misconception that it is merely an 
accessory, a part of the car.” 

Comprehensive Protection 


Stressing the importance of the “pro- 


fessional” approach to insurance service 
Mr. Ewing said, “the more different 
kinds of insurance needs you are able to 
satisfy, the more real value you cen 
give.” He added, “When you can talk 
in terms of comprehensive insurance 
protection, the price factor between 
automobile policies has little significance. 
Your ability to program, to advise, to 
serve and to maintain a personal rela- 
tionship, marks the difference between 
an independent agent and a hired hand. 

“Your ability to provide every charac- 
ter of indemnity needed places you in a 
preferred position and by establishing 
an insurance account in this fashion you 


cause the purchaser to view you as his 
insurance man. The likelihood of losing 
one policy to a competitor is far less 
if that policy is a part of a compre- 
hensive and complete program.” 


Rates and Commissions 


“Admittedly, we must do something to 
bring our product down to a more com- 
petitive price,’ Mr. Ewing conceded. 
“The companies have recognized this and 
in this calendar year have made substan- 
tial rate reductions—some drastic—in 
those areas where our underwriting ex- 
perience warranted it. Further reduc- 
tions will follow as soon as they are at 





The man 


who raced 
TYPHOONS! 


It was all his own idea. Each year the islands of the Pacific are 
ravaged by typhoons. Screaming winds smash at everything 
standing. Damage runs into millions of dollars. 


But one engineer, working for American International Under- 


writers, thought he could cut these losses. 


When a typhoon formed, he charted its course. He hopped a 
plane, raced the typhoon — often from Guam to the Philippines 
to Okinawa to Japan. He supervised battening down of open 
storage, secured tie-down cables and sheathing. Then he boarded 
the plane and raced around the typhoon to the next danger spot. 


AIU has always been noted for its technical assistance to clients, 


This is just one example. 


AIU also offers on-the-spot American claims service — backed 
by policies written in American terms. The information required 
by AIU for covering foreign risks is the same kind as for domestic 
risks. Claims are paid in the same currency as the premiums — 
including U. S. dollars where local law allows. 

With private American investments abroad passing the 16 
billion dollar mark, some of your present clients may need AIU 


protection. Ask them. 


You don’t have to be an expert to handle foreign risks. Take 
them te AIU — and AIU is your expert. For full information and 
literature, write to Dept. F of the AIU office nearest you. Or cal? 


in person. 
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ESMOND EWING 

all justified. The question of commis. 
sions cannot continue to be a subject 
discussed only in whispers. It must be 
intelligently pursued in open forum, 

“The problem of office efficiency both 
on the company and the agent level 
should be constantly investigated with 
an eye to bringing down acquisition 
costs by more efficient production meth- 
ods. These and many other aspects of 
our business require the most careful 
attention and study. 

“But they are all essentially super- 
ficial—solving them will not solve the 
main problem, which is how to make the 
agency system of insurance selling itself 
a more dynamic factor in the new 
American economy. 

“We must immediately do two things 
to counteract the trend towards price- 
buying in the automobile insurance field. 
We must first educate people that they 
are not getting the same quality when 
they pay a lower price, and second—we 
must advertise more forcefully on all ley- 
els, especiaily as to those factors which 
differentiate our product from that of 
our competitors. The educating process 
should not be too difficult. We know 
conclusively that the American public 
believes in the agent as the most reli- 
able source of insurance and appreciates 
his services. 

Identify the Companies 


“Product value deserves as much em- 
phasis as service value. By this | 
mean a personal commitment on your 
part to the companies you _ represent. 
If you are not loyal to the brands you 
sell, your customers will have no way 
of knowing which are the quality prod- 
ucts in the insurance field. The strength 
of the discount house rests in its ability 
to offer desired brands at lower cost. 
If you do not identify your merchandise 
—and create desire for it—you cannot 
blame the purchaser who shops for price 
alone. ; 

“Your competitors, through persistent 
advertising on a national level, have suc- 
ceeded in creating a brand-consciousness 
—which is even more important than 
price-consciousness. But you can over- 
come this—on the local level by stressing 
the values inherent in the products you 
represent. eae 

“Point out that your companies  insut- 
ance cannot be purchased except through 
a qualified independent agent, or broker; 
that the companies have chosen you to 
represent them because you have met 
the high standards they have set. And 
that vou ‘have chosen your companies 
because thev produce the kind of insur- 
ance and give the kind of service that 
you would want for yourself. In todays 
and tomorrow’s value-conscious, quality- 
minded market, these arguments will far 
outweigh the lure of the bargain price 

“Tn return for your confidence, | know 
vour companies will continue fo make 
every effort individually and collectively 
to stress the theme that the values, worth 
protecting are worth protecting with the 
best. The best is sold through represe? 
tatives of the American Agency System 
















23, 1955 





commis- 
a subject 
_ must be 
forum, 
‘ney both 
ent level 
ited with 
equisition 
on meth- 
spects of 
t careful 


Y super- 
solve the 
make the 
ing itself 
the ney 


0. things 
Is price- 
nee field. 
hat they 
ty when 
‘ond—we 
n all lev- 
rs which 
that of 
process 
‘e know 
1 public 
ost reli- 
reciates 


uch em- 
this I 
on your 
present. 
nds you 
no way 
y prod- 
strength 
s ability 
er cost. 
‘handise 
cannot 
or price 


rsistent 
ve Stic- 
ousness 
it than 
n over- 
Hressing 
cts you 


’ insur- 
hrough 
broker; 
you to 
ve met 
t. And 
npanies 
insur- 
ce that 
today’s 
juality- 
will far 
| price. 
| know 
, make 
ctively 
worth 
ith the 
yresell- 
system 











September 23, 1955 








THE EASTERN 
UNDERWRITER 


Page 31 








FLOOD INSURANCE STUDY 








Pennsylvania Bill Would Provide Nine- 
Member Committee to Work 
Applicable Program 

In a direct attack on the problem of 
roviding flood insurance at fair and 
reasonable rates, a resolution proposing 
the creation of a nine-member commit- 
we to study the issue was introduced in 
the Pennsylvania legislature, September 
\4, Under the measure, the committee 
yould have an appropriation of $50, 
and would be directed to report back to 
the legislature not later than next 

ch 31. 
te at the request of Philadelphia 
Democratic City Chairman W. J. Green, 
Ir, the resolution was _sponsored by 
Senator Anthony J. DiSilvestro and 

Representative Leon ui, Kolankiewicz, 
iaders of the Philadelphia delegation 
in the legislature. “The resolution,” 
\Mr. Green said, “does not provide a 
means for repairing the property loss or 
re-creating the shattered lives resulting 
‘rom the recent tragedy. 

“However, it does provide an impor- 
tant start towards solving an additional 
problem which plagues flood victims: 
That when the waters have subsided and 
the tragic loss is counted, the victims 
{ the flood find that they have no in- 
surance protection from which to obtain 
necessary funds for restoration of their 
lost and damaged property and the re- 
building of their homes. After the 
jood, victims could not look to their in- 
surance companies for assistance since 
such insurance was ‘virtually unobtain- 
able” Mr. Green said. 

“It is shocking and grieving to learn,” 
the proposed resolution states, “that the 
property loss and damage resulting from 
the flood must be borne directly by the 
food-stricken residents because of neg- 
lect and failure to develop a satisfactory 
comprehensive insurance plan to ameli- 
orate the economic consequences of the 
flood disaster.” The legislative resolu- 
tion expressed regret over the “neglect 
and failure of the insurance industry” 
to formulate and develop on its own 
initiative a plan to permit persons whose 
property is subject to flood damage an 
opportunity to insure at reasonable rates 
against the losses. 

“It is recognized,” the resolution says, 
“that many substantial problems are in- 
volved and that they may be too great 
and complex for solution on any basis 
ther than on a general public basis.” 
\long that line, the resolution also 
urges that Congress be memorialized 
to use the Pennsylvania plan as a basis 
ior working out a program applicable 
throughout the nation. 

Under the resolution, the flood in- 
surance committee would be manned by 
the state Insurance Commissioner. Three 
members would be from the general 
public, three victims of flood damage 
and three from the insurance industry. 


















George Cimini Detroit 
Special Agent for American 


The American Insurance Co. has ap- 
pointed George Cimini as special agent, 
‘sisting State Agent Eugene B. Mar- 
ineau, in the Detroit service office. 

_ Mr. Cimini attended the College of 
‘ngineering of the University of Michi- 
san. Prior to joining the American he 
had seven years’ experience in the local 
‘gency business and most recently was 
an underw riter and office supervisor in 
ne American’s western department at 
Rockford, 


Avery Springfield Special 
Rs, yrus H. Avery, Jr, has joined 
‘ Springfield Companies, Springfield, 
r “ag as special agent in Montgomery, 
age et? has had experience as ex- 
Rating or the Alabama Inspection and 
wo, Pureau and, more recently, as 
aie in Alabama for another in- 
fire voice. He is chairman of the 
roel €ntion committee of the Ala- 

ma Fire 
and chairm 


m 


Underwriters Association 
ite an of the entertainment com- 
€ of the local Blue Goose. 











A Cornerstone of Security 
for Your Clients’ Business Abroad 


You can provide this security through 
AFIA—an association of 24 of America’s 


Sees 


outstanding capital stock insurance 
companies. And when you do, your 
clients’ insurance protection will be 





with the largest and strongest 


group of its kind in the U.S.A. 





It isn’t difficult either. Although 
foreign insurance is a fast growing, 
major market—world-wide in 
scope—you can handle 








risks abroad as easily as Le oo 
| AFIA Member Companies 


those at home. 











That’s because AFIA Pere — “peal 
supplies the answers and Boston Insurance Company 
The Century Indemnity Company 


gives you that kind of <The Continental neurance Co. 
The Fidelity and Casualty Company of New York 
| Fidelity-Phenix Fire Insurance Co. 
e Association of Philadelphia 
Fireman's Fund Indemnity Company 
Fireman’s Fund insurance Company 
Falls Insurance Company 
Great American indemnity Company 
Great American Insurance Company 


service. 


Contact Our Nearest Office 











The Phoenix Insurance Company 
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i . o Springfield Fire and Marine Ins. Co. 
United States Fire Insurance Co. 
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OREIGN INSURANCE ASSOCIATION 
lam Street @ New York 38, New York 


. Exchange Building, 175 West Jackson Blvd., Chicago 4, lilinois 
Mercantite Bank Building, 106 So. Ervay Street, Dallas 1, Texas 
Mutual Building, 523 W. 6th Street, Los Angeles 14, California 
: reet, San Francisco 4, California 
N.W., Washington 5, D. C. 









An association of 24 American capital stock fire, marine and casualty insurance companies 
providing insurance protection in foreign lands 








P. F. KINGSLEY ADVANCED 
Manager of Pacific Dept. Fire Opera- 
tions of Fireman’s Fund, Succeeding 
L. S. Gregory, Retired 

Philip F. Kingsley has been named 
manager of the Pacific department fire 
operations of the Fireman’s Fund In- 
surance Group, assuming the duties of 
Leland S. Gregory, who recently retired 
under the company’s retirement program. 

Mr. Kingsley is marking his 30th year 
with Fireman’s Fund, having joined the 
firm in 1925 as an underwriter. In 1930 
he became special agent for the Group 
in New Mexico. He was moved to the 
organization’s Colorado territory in 1940 
as state agent with general supervision 
over all fire business. In 1946, he was 
assigned to the Pacific department in 
San Francisco as superintendent of the 
service and improved risk department 
and in 1950 was named manager of the 
fire department in the southern Califor 
nia and Arizona territory, with head 
quarters in Los Angeles. 

Since February of this year he has 
been associated with Mr. Gregory in 
San Francisco in the supervision of pro 
duction and underwriting of fire and 
allied lines. Mr. Kingsley was recently 
elected to the grade of member in the 
Society of Fire Protection Engineers 
which has, as its objectives, the promo 
tion of the profession of fire protection 
engineering. 


Special Agent T. H. Davis 
Transferred to Ohio 


Theodore H. Davis, special agent at 
the home office of the Fire Association 
Insurance Group, is being transferred 
to Ohio. He has been operating in east 
ern Pennsylvania and southern New Jer 


sey since joining FA in February, 1953 


His experience includes both casualty 
production and underwriting and he will 
join the field staff of Regional Manager 
George L. Coates, under whom he will 
operate. Mr. Davis will make headquar 
ters in the company’s office in Lynd 
hurst, Ohio. 


American Transfers Perry 

The American Insurance Co. an 
nounces the transfer of Special Agent 
Ralph F. Perry, Jr., from the Hacken 
sack, N. J., office to Roanoke, Va. 

Mr. Perry graduated from the Uni 
versity of Vermont with a B.A. degree 
and has completed the Advanced Mul 
tiple Line Training Course at the home 
office. During World War II he served 
in the United States Navy. Prior to 
affiliating with the American he was a 
casualty underwriter for another com 
pany. The office is located in the 
Colonial- American National Building, 
Roanoke, Va. 


Angell Joins Mutual Assn. 

Wesley G. Angell has resigned as as 
sistant manager of the General Adjust 
ment Bureau at Boston to join the Mu 
tual Fire Insurance Association of New 
England as manager of the newly cre 
ated claims division. He will take over 
his new post October 1. A native of 
North Scituate, R. I. Mr. Angell lived 
for awhile in New York City and Platts 
burg, N. Y. He was graduated from 
Eastern Nazarene College in Quincy, 
Mass., in 1928. For several years he was 
with the Home Owners Loan Corp., su- 
pervising reconstruction, insurance ad 
justments and appraisals. He joined the 
GAB in 1942 and became assistant 
manager at Boston in 1948. 


AUSTEN BROWN STATE AGENT 
The St. Paul Fire and Marine has 
appointed Austen D. Brown as 
agent for Florida, with headquarters in 
Tampa where he has been serving as 
special agent for the company. Previ 
ously he was a special agent in upper 
New York State and auto and casualty 
manager in the Eastern department, New 
York City. 
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Auto Rates and Rules 
Reduced in Dakotas 


REVISIONS MAKE DECREASES 


Private Passenger Auto Premiums Re- 
sult in Estimated $250,000 Savings 
in Both States 


Revisions in rates and rules have been 
filed in the states of North Dakota and 
South Dakota by the National Automo- 
bile Underwriters Association on behalf 
of its member and subscriber companies 
and approved for use effective Septem- 
ber 19. The new rates and premiums for 
automobile material damage coverages 
result in an estimated annual saving to 
North Dakota policyholders of approxi- 
mately $150,000. In South Dakota, sav- 
ings will be approximately $100,000 for 
policyholders of the state. 

Private passenger $50 deductible col- 
lision premium revenue in North Dakota 
is reduced approximately 10%. The $100 
deductible private passenger collision 
premium revenue for the state as a 
whole has been reduced approximately 
11%. Due to adverse experience, private 
passenger comprehensive premium rev- 
enue is increased approximately 8%. 

Commercial local hauling fire, theft 
and comprehensive rate and premium 
revenue is reduced by approximately 
7%. Commercial hauling collision 
is granted an estimated reduction of 
11%. Commercial intermediate and long 
distance hauling fire, theft and compre- 
hensive rate and premium revenue is 
reduced an average of 14%; whereas, 
collision premium revenue for these 
classes of commercial vehicles is_ re- 
duced an estimated 9%. 


South Dakota 


n South Dakota private 
$50 deductible collision premium revenue 
is reduced approximately 9%. The $100 
deductible private passenger collision 
premium revenue for the state as a 
Whole has been reduced approximately 
5%. Private passenger comprehensive 
premium revenue is increased approxi- 
mately 8%, due to adverse experience. 

Commercial local hauling fire, theft 
and comprehensive rate and premium 
revenue is reduced by approximately 
4%. Commercial local hauling collision 
is granted an estimated reduction of 
11%. Commercial intermediate and 
distance hauling fire, theft and compre- 
hensive rate and premium revenue is 
reduced an average of 13%; whereas, 
collision premium revenue for these 
classes of commercial vehicles is re- 
duced an estimated 9%. 


local 


passenger 


1 
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Young Women Drivers Get Reduction 


In addition to these rate and premium 
reductions, in both states, family private 
passenger automobile risks which in- 
volve young women operators under 25 
years of age but with no men operators 
under 25 years of age, collision pre- 
miums are reduced 13% where the 
woman operator under 25 years of age 
is neither the owner nor the principal 
operator. 

The revised rules include a 10% re- 
duction in private passenger collision 
premiums for risks where the driver 
under 25 years of age has successfully 
completed a driver education course in 
a recognized school, college or univer- 
sity. Courses must meet the standards 
that have been established by the Na- 
tional Education Association and be 
composed of a minimum of 30 
hours for classroom instruction plus an 
average minimum of six hours actual 
driving experience. 


clock 


Los Angeles Harbor 


Tonnage Increases 10% 

Dry cargo tonnage through Los An- 
geles Harbor jumped nearly 10% in the 
past fiscal year, according to tentative 
figures released by the municipal de- 
partment. Total dry cargo amounted to 
4,073,944 tons, as compared to 3,669,794 
tons for the previous year. 

All the principal commodities in the 
dry cargo category—fresh fish, softwood 
lumber and general cargo—showed 
marked increases. The 166,575 tons of 
fresh fish represented an increase of 
53,002 tons; over the previous year, 
512,010 tons of softwood lumber was 
85,653 tons more than for 1953-54 and 
the 3,395,359 tons of general cargo re- 
ported was a jump of 265,495 tons. 

sulk petroleum was the only com- 
modity showing a decrease: 17,049,899 
tons as against 19,048,475 tons in the 
prec ding year. 
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R. C. Rothert Agency Forms 
Toledo Marine Subsidiary 


The Robert C. Rothert General Insur- 
ance has announced formation of the 
Marine Insurance Office of Toledo, Ohio. 
The subsidiary marks the agency’s ex- 
panding business in the field of trans- 
portation pertaining to cargo, ocean ma- 
rine, inland marine, hulls, yachts and 
airplanes. 

Since 1942 Rothert Agency has devel- 
oped a_ substantial volume of marine 
underwriting. Now with Toledo becom- 
ing increasingly important as a world 
port, the expansion in the marine insur- 
ance field becomes necessary, according 
to Robert C. Rothert, head of the firm. 
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Let’s call a spade a spade 








Whatever we devise in the way of new 
coverages—there is no new device which 
can serve the public, the agent, or the 


company as well as an honest selling effort. 


LL. 





Wm. H. McGee 
& Co., Inc. 
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TRUCiIX CARGO THEF7S UP 


Leaders Are Clothing, Tobacco, Textiles, 

Liquors and Furs From Local Pickup 

and Delivery Trucks 

The five truck cargo theft leaders in 
the first half of this year are reported 
by the Cargo Protection Bureau of Ne 
York as follows: (1) clothing; (2) to- 
bacco; (3) textiles; (4) liquor; (5) furs 
These thefts, representing a material in- 
crease over a year ago, were chiefly from 
local pick-up and delivery trucks. Many 
losses were from vehicles owned or 
leased by shippers themselves. 

When it is considered that in the city 
of Los Angeles alone 15,000 truck thefts 
were reported in one year, the serious- 
ness of the truck cargo theft picture 
can be fully appreciated, the Bureau said 
In addition, a large number of thefts 
from commercial vehicles go unreported 

Thefts of merchandise from all vehicles 
are a major problem in the U. S,, the 
Bureau said. The FBI estimates that 
one-third of all property thefts are from 
vehicles of all types. In one year alone 
it is estimated that 700,000 cars through- 
out the country are broken into. A large 
number are also stolen, and while 9 out 
of 10 of these are reportedly recovered, 
the contents of the vehicles are seldom 
regained. : 

High among the truck cargo theit 
leaders in the first six months were als 
appliances, money loads, food products 
and a relative newcomer to the ranks, 
miscellaneous loads. 

The Cargo Protection Bureau says 
that there is apparently no “safe” cargo 
today, as practically every known type 
of goods has now appeared on the loss 
lists. A $5,500 load of millinery is shown 
on recent loss list, a $4,300 load 0! 
dishes, $50,000 worth of tools, 4,00) 
worth of candy. b 

The prize haul, however, was the $2, 
load of orchids which the crooks made 
off with, the marketing of which must 
have posed a real problem for even 
those black market experts, the Bureau 
said. 


Allstate Opens Bronx 
District Service Offic: 


A new district service office has been 
opened in the Bronx, New York by 
Allstate Insurance Company, accordins 
to John T. Moran of the Harrison tt 
gional office. The new claim office, whic 
is located at 1803 Williamsbridge Ro. 
3ronx 61, New York, will serve Allstat 
policyholders living in the Bronx. 
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To Feature Duties of 
Insurance Managers 


at THE AMA FALL CONFERENCE 













scheduled for October 26-28 at Palmer 
House, Chicago; to Review New 
Coverage Developments 






The extent of the corporate insurance 
qanager’s authority and responsibility 
jor protecting the company against risks 
be one of the princ:pal issues dis- 
assed at the American Management 
\ssociation’s fall insurance conference. 
Yew developments in specific types ot 
wverage also will be reviewed at the 
hree-day meeting, which is scheduled 
or October 26-28 at the Pa'mer House, 
‘hicago. More than 1,000 insurance 
ganagers from al parts of the country 
re expected to attend the conference, 
ne of two large scale forums of insur- 
nce buyers conducted each year by the 
71000 member management educational 















ssociation. ; . 
7S William Rk. Odell, Jr., vice president 
Bed. nd treasurer, International Harvester 


), Chicago, will open the conference 
ith an outline of what top management 
apects from the insurance manager. A 
yanel of insurance managers will discuss 


0, Textiles, 
al Pickup 
s 


leaders in says of pinpointing the responsibility for 
ies fs } : 

e i risk management, taking up such ques- 
au a ions as the part insurance managers 
&; (2) to- 


should play in determining corporate 
nsurance policy, to what extent they 
should participate in management deci- 
gons, and how they can sell the insur- 
ce program to top management. 


B, E. Kelley, Panel Chairman 


B. E. Kelley, manager, insurance de- 
yartment, United States Plywood Corp., 
X.Y, will act as chairman of the panel 
group. Other panel members, all of 
hom are members of the AMA’s 
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nreported usurance planning council, will be Edwin 
slirwelieles ! Berquist, insurance manager, the Pure 
J. Se the il Co., Chicago; J. C. Cristy, insurance 


manager, the Upjohn Co., Kalamazoo, 
Mich.; Casimir Z. Greenley, insurance 
lepartment manager, International Min- 
erals & Chemical Corp., Chicago; and 
eT. Parrett, insurance manager, Car- 
sion Co., Los Angeles, ‘Calif. 

Another opening day speaker, Elias 
V, Rolley, comptroller, Funk Brothers 
seed Co., Bloomington, IIL, will concen- 
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; are from 
year alone 
; through- 
». A large 
hile 9 out 
recovered, 
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rgo theft ‘rate on the insurance problems of the 

were als mall company. He will tell how his 

products company, dealing through local agents, 

he ranks, ‘as able to develop a program tailored 
touts needs. 

eau says The luncheon speaker, Dr. Fred A. 


teplogle, of the Chicago firm of indus- 


fe” carg . the L 
nal psychologists, Rohrer, Hibler & 


own type 


- the loss Xeplogle, will draw a profile of an “ideal” 
is shown istrance manager. Based on personal- 
load of y studies of corporate executives, his 
is, $4,000) profile will represent the best qualities 
scovered in the insurance buyers inter- 
rhe $250) fH ewed. } 
yks made The feasibility of flood insurance will 
ich must ‘e the topic of Alexander Ellis, Jr., 
for ever "ner in the insurance brokerage firm 


y Fairfield & Ellis, Boston. He will 
“ew attempts to provide flood insur- 
“s, the types and markets for the 
“erage written today, and the issues 
pti in proposals for Federal aid. 

— ef specific types of coverage to be 
eon at the conference include fidel- 

‘surance, employe benefit programs, 


>» Bureau 


Offic: 








has beet Xecutive acc ‘ 

1as beet _-Ulve accident insurance, personal 
kK me Perty lines, and personal insurance. 
ccording ’ ee 

icon ft: To Discuss Fidelity Problems 

é, wine fdegene half-day will ibe devoted to 
re meat a Problems. Ernest W. Fields, vice 
Allstat sient, Federal Insurance Co., N. Y 
c. (Continued on Page 42) 


















Apologies to AMA 


The meeting dates and program of 
the fall insurance conference of the 


American Management Association 
‘were inadvertently identified in last 
week’s edition of The Eastern Under- 
writer. The program which appeared 
was that of last year. 

In an adjoining column th2 correct 
program for this year appears. 

Our deepest apologies are extended 
to the AMA and its member compa- 
nies as well as to the program speak- 
ers erroneously identified. 


AMA Workshop Seminars 


The American Management Associa- 
tion has scheduled a number of insur- 
ance workshop seminars in October and 
November of this year. Two mectings 
on planning and administering the 
Group insurance and pension program 
will be held October 31 - November 2 in 
New York. Also on those dates, there 











will be three New York meetings on 
modern corporate insurance manage- 
ment. 


Methods of insuring against fire and 
other property damage will be the sub- 
ject of one meeting in Chicago, Novem- 
ber 16-18. At that time, a meeting on 
providing proper liability protection will 
also be held in Chicago. 

An AMA insurance orientation semi- 
nar on the basics of insurance buying is 
scheduled for January 23-24, 1956, at 
Chicago. 


Program Is Ready for 
White Sulphur Meeting 


40TH ANNUAL’ GET - TOGETHER 


Agents and Company Executives Pre- 
pare to Enjoy Oct. 2-5 Gathering; 
Stellwagen and Earls to Speak 

Program is now completed for the 40th 
annual joint convention at White Sul- 
phur Springs, W. Va., of the National 
Association of Casualty & Surety Ex- 
ecutives and the National Association of 
Casualty & Surety Agents. It will get 
under way on October 2 and close on 
October 5. 

Principal addresses of the convention 
will be delivered by Herbert P. Stell- 
wagen, president of the executives’ as- 
sociation, who 1s executive vice president 
of Indemnity Insurance Co. of North 
America, and Thomas W. Earls, of the 
well known Earls-Blain Co., Cincinnati, 
president of the agents’ association. 
They will speak at the opening session 
October 3. 

Prior to the start of the convention 
that morning two short films will be 
shown, one of which—‘The Changing 
American Market’”— is expected to be 
of particular interest to insurance agents 
and company executives. It is a Life 
Magazine production. 

The agents’ board of directors is also 
scheduled to meet the morning of Octo- 
ber 2 with President Earls presiding. 

Superintendent of Insurance Leffert 
Holz of New York is expected to be 
one of the visiting Insurance Commis- 
sioners who will attend the convention, 
and he and his contemporaries will be 
introduced at the opening session by 
President Stellwagen. 





Social Features 


The outstanding feature of the social 
program will be the annual two-day golf 
tournament, with a number of handsome 

(Continued on Page 42) 
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H. D. Sayer to Retire 
From N. Y. Comp. Board 


AT ANNUAL MEETING IN JAN. 1956 
Has Been General Manager Since 1940; 
Served as State Industrial 
Commissioner 1917-23 
The governing committee of the New 
York Compensation Insurance Rating 
Board announces that it has acceded 
with regret to the request of Henry D. 
Sayer, general manager, that he be 
retired on the date of the next annual 





HENRY D. 


SAYER 


meeting of the board, which will be held 
in January, 1956. Mr. Sayer, who has 
headed the board since 1940, was Indus- 
trial Commissioner of the State of New 
York from 1917 to 1923, having been 
secretary of the former Industrial Com 
mission for more than a year previously 
In these positions, he was responsible 
for the administration of both the work 
men’s compensation and labor laws. 

Mr. Sayer was born in Meadville, Pa., 
in 1879 and attended Allegheny College 
in that city. After coming to New York, 
he became secretary to Herbert Parsons, 
then Representative in Congress from 
New York. Later, for five years, he was 
chief clerk in the office of the District 
Attorney of New York County under 
District Attorney Charles S. Whitman. 

Mr. Sayer served as Industrial Com- 
missioner under three Governors; first, 
Governor Charles S. Whitman, then for 
two years under Governor Alfred E. 
Smith, and was reappointed by Governor 
Nathan L. Miller. Following his retire- 
ment from the Department, he engaged 
in private work, principally relating to 
safety service and medical service re- 
quired under the workmen’s compensa- 
tion law. 

In 1935 Mr. Sayer was appointed 
manager of the casualty department in 
the Association of Casualty & Surety 
Executives (now the Association of 
Casualty & Surety Companies). He held 
this post until 1938 when he was named 
deputy executive director of the State 
Insurance Fund. He resigned from the 
State Fund in 1940, upon his election as 
general manager of the board to succeed 
the late Leon S. Senior. 

Mr. Sayer has served on many ad 
visory committees relating to workmen’s 
compensation insurance and the disabil- 
ity benefits law, and has written many 
papers on subjects relating to the com 
pensation law. In his letter to the gov 
erning committee, Mr. Sayer stated his 
belief that at this time the burden of 
responsibility for the management of the 
board should be transferred to younger 
shoulders. 


HOLZ TO BE CPCU SPEAKER 

New York Superintendent of Insur- 
ance Leffert Holz will be guest speaker 
at the CPCU all-industry conference Oc 
tober 19 at Hotel Biltmore, New York. 
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New Handbook to Aid Clergy in Buying 
Proper Ins. Protection For Churches 


that 
church 
ings once a month, using the inspection 
blank for churches provided by the Na- 


A handbook to aid clergy and lay 
trustees in providing adequate insurance 
protection for churches, church property 
and church employes, was released re- 
cently by the Association of Casualty & 
Surety Companies and the National 
Board of Fire Underwriters. A 32-page 
booklet, it represents a revision of the 
treatise, “Notes on Church Insurance 
for Clergy and Lay Trustees,” which 
was published in 1949 and the supply of 
which has been exhausted due to the 
great demand for copies. 

In the joint work done on the revision 
by the two associations the scope of the 
publication has been extended to include 
additional aspects of the problem of 
proper insurance coverage. As is pointed 
out in the introduction, “the rapid rise 
that has taken place in construction costs 
and the inadequate insurance coverage 
maintained by many churches necessi- 
frequent re views of church insur- 
requirements.’ 


tate 
ance 


Detailed Description of Coverages 


Thus, the purpose of the new booklet 
is to place before the governing body 
of a church a complete and simple in- 


surance program for a well run organi- 
zation, and the steps essential in keeping 
informed and up to date. At the same 
time a detailed description of the various 
contre of casualty, fire and surety cover- 

ge required is presented. It is empha- 


pa that the advice and counsel of 
insurance agents or brokers should be 
sought as their services “can be invalu- 


able in preparing an analysis of insur- 
ance needs and in planning cover- 
ages that will best safeguard the inter- 
ests of the congregation and best suit 
the needs and budget of the church.” 
Of particular value to clergy and lay 


leaders is a section of the booklet which 
discusses the importance of loss preven- 
tion in the insurance program. This sec- 
tion describes common hazards and sug- 
vests suitable measures for an over-all 
plan of fire and accident prevention. Em- 
phasis is placed on the need for regular 
by the local fire department 


inspections 
maintain condition. It is 


safe 


so as to 


ADS PROMOTING LOCAL AGENT 
Kemper Group “(Reperts Success of 
$1,500,000 Advertising Campaign to 
Be Continued This Fall 


1e Kemper Group of Insurance Com- 


panies is continuing its newspaper ad- 
vertising campaign which promotes the 
personal service of the local agent and 


insurance through 


the low net cost of 
Kemper companies. 

Since the campaign began in Septem- 
ber, 1954, the ads have run in 134 mar- 
kets, N. C. Flanagin, executive vice 
president, said in announcing this fall’s 
campaign. “When the current series is 
completed, we will have spent more 
than $1,500,000 for the Kemper Approved 


Insurance Advisor program, to demon- 
strate our faith in the American agency 
svstem and to support our agents at the 
local level,” he declared. 

Mr. Flanagin said Kemper 
representatives are ordering more 


company 
local 


be- 


tie-in advertising material than ever 
fore. Orders for direct mail campaigns 
have increased 231% over the same pe- 
riod of 1954, and agents are using 
local newspaper advertising extensively. 
To determine how effective the KATA 


are as far as the public 
independent readership 


newspaper ads 


iS concerned, 


ests are made in the course of the 
campaign. These tests show, according 
» the company’s report, that these 
Raaper ads are being read by twice as 
many people as the average newspaper 
ad and by three times as many as the 
average insurance ad. 


This fall’s campaign calls for the large 
space ads in September, October, and 
November in 120 newspapers. 


“the church 


build- 


recommended 
should inspect 


further 
custodian 


tional Board of Fire Underwriters.” It 


is also advised: 

“A regular system of maintenance er 
repair for the church building and . 
equipment and machinery should be em- 
ployed. Additional hazards that could be 
eliminated in the interest of fire safety 
and prevention of accidents can be ‘dis- 
closed through a complete inspection by 
either a qualified safety engineer or in- 
spector. This can usually be arranged 
through the local insurance agent at no 
cost.” 

Planned Program Recommended 


To derive the best protection afforded 
by insurance, the booklet advises that a 
planned program of insurance should be 
developed. It is pointed out: “All too 
often insurance policies are purchased 
one at a time over a period of years 
and without due regard to the fact that 
coverage under one contract may over- 
lap or otherwise interfere with coverage 
under another contract. In addition, 
changes are occurring constantly, either 
in the insurance business or in the acti- 
vities of the church. What may have 
been an ideal insurance program a year 
or two may be very much out of 
date today.” 

The appendix of the booklet defines 
and discusses a number of insurance 
terms. Recommendation is made that all 
policies on a church property be written 
exactly alike “so as to make sure they 
are concurrent.” It is felt that a de- 
ductible clause may be included in many 
policies; that premium payments may 
be eased by (1) paying full annual pre- 
mium the first year and (2) thereafter 
paying 78% of the annual premium each 
vear for the next four years. The oper- 
ation and advantages of coinsurance are 
also pointed out. 

Finally, a list of inspection sugges- 
tions for churches are given, having to 
do particularly with exit facilities, heat- 
ing, lighting and electrical equipment. 


ago 


OMAHA COMPANY IN NEW H.O. 


Imperial Cossiey- & oes 9 Mos. 
d, Is Owned by Watson Bros., 
Prominent Truckers; Its Officers 

Casualty & Indemnity of 

insurance affiliate of Watson 

prominent trucking company 
moved its home 
office to larger quarters at 5004 Dodge 

Street, Omaha. Formed last December 

$200,000 capital and $200,000 sur- 

this company has up to now oper- 

Watson office. It is 

out into auto- 


Imperial 
Omaha, 
Bre S., the 
of that 


‘city, recently 


with 
plus, 
Bros. 
the 

market in 


ated from 
general 


addition to 


branching 
insurance 
handling Watson 

William Wolfe, 
the parent 


post 


mobile 
requirements. 
presi- 
holds 
Imperial. Its 
Oscar E. 
Feder- 
Hardware 


Bros. 
executive vice 
organization, 
the 

manager is 


dent of 
the 
underwriting 
Voegtli who 
Mutual 


of Owatonna, Minn. 
‘asualty through 
of Chicago. 


same with 


was formerly with 


ated Implement & 
Reinsurance is with 
Peerless ( the Reinsur- 
ance Agency 


SEE CONVENTION FILMS 
Insurance Women of New Jersey at 
its monthly meeting September 22 in 
the Essex House, Newark, were treated 
to a showing of films taken by members 
en route to the recent annual conven- 
tion of National Association of Insur- 
ance Women at San Francisco. Mary 
Connor, former corresponding secretary 
of New Jersey Women, who attended 

this convention, was the narrator. 


Liberty Mutual Hosts 
Textile Executives 


VISIT BOSTON HOME OFFICE 


Manufacturers’ Representatives Hear 

Talks on Improving Accident Records; 
S. Bruce Black Among Speakers 

Insurance Co. 


Liberty Mutual was 


host September 16, to 35 executives of 
J. P. Stevens & Co., Inc., textile manu- 
facturers, who paid a visit to the Boston 


home office of the insurance company to 
view its operations. Brown Mahon of 
Greenville, S. C., a vice president, headed 
the textile group which represented 38 
J. P. Stevens plants in Georgia, South 
Carolina, North C arolina, Vi irginia, 
Massachusetts and New Hampshire. 

The day-long meeting marked the first 
time Liberty Mutual has held such a 
gathering for executives of one of its 
policyholders. 

The textile company executives heard 
a series of talks and discussions by Lib- 
erty Mutual officials on the general sub- 
ject of bettering accident records and 
reducing compensation insurance costs. 

E. N. Lashmet—Sessions Chairman 


Earle N. Lashmet, « Liberty Mutual 
vice president, served as chi tirman for 
the session held in the company’s Ber- 
keley Street home office. S. . Bruce 
Black, president, opened the morning 
session with a talk on the purposes of 
compensation laws and how the com- 
pany carries out the program. 

Allan L. Dow, assistant vice president, 
spoke on ‘cost factors, and the remainder 
of the morning meeting was used by 
W. H. Seymour, vice president, and 
members of the loss prevention staff for 
a discussion of an effective loss preven- 
tion program and operating methods. 
Mr. Seymour spoke on the insurance 
company’s research center in Hopkinton, 
which he termed as “an important func- 
tion of service. 

Charles R. 
giene director, spoke on 
tion as it is related to 
Albert W. Koch, audiologist, 
portance of testing employes’ 
before hiring and at other periods; 
Frederick J. Dodson, assistant to the 
vice president, on departmental proce- 
dures; and Dr. Willem S. Frederik of 
the company’s Hopkinton Research Cen- 
ter, dealt with general research. 

At noon, the textile executives were 
guests at a luncheon at the Sheraton 
Plaza Hotel, followed by afternoon 
meetings at which Gordon S. Pinkham, 
vice president and general claims mana- 
ger, and members of his staff, spoke on 
claims policy and operating methods. 

A discussion of the Liberty Mutual 


Williams, industrial hy- 
noise preven- 
textile plants; 
on the im- 
hearing 


medical program was provided by Dr. 
Robert B. O’Connor, medical director, 
and Stanwood L. Hanson, assistant vice 


president and compensation claims man- 
ager. 

Following the afternoon sessions, the 
visiting group was taken on a tour of 
the Liberty Mutual rehabilitation center 
and were provided with information on 


how the company endeavors to return 
injured industrial workers to work ca- 
pacity. 


Associated Mutuals Names 
Isenberg K. C. Manager 


P. J. Isenberg, of Evanston, Ill, has 
been named to succeed J. E. Friedebach 
as manager of the Associ ited Mutuals in 
Kansas City. Mr. Friedebach was killed 
August 16 in a swimming accident in 
Lake Ontario. 

Mr. Isenberg, who has been an under- 
writer in the agency department of Lum- 
bermens Mutual Casualty Co. and Amer- 
ican Motorists, division of Kemper In- 
surance, began his insurance career when 
he joined the Kemper organization in 
1949. 

He is a graduate of the University 
of Wisconsin and has been active in 
Junior Achievement work in Chicago and 
in the Chicago Junior Association of 
Commerce & Industry. 





Carolina Casualty to 
Install Safety Be, 


IN ITS SAFETY PATROL FLEET 


T. M. Barnes Dodiores Company Will 
Equip Engineers’ Cars With Dison,” 
See Saving of Life 


Officials of Carolina Casualty Insur. 
ance Co., Burlington, N. C, announce) 
this week that its entire fleet of highway 
safety patrol cars has been equippe; 
with automobile seat belts for the pro. 
tection of safety engineering employes 

As it develops, Carolina Casualty , 
far as known, is among the first insyy. 





Safety Engineer James J. Hinton of Car. 
olina Casualty Insurance Co. has his 
automobile seat belt fastened securely 
to demonstrate interest the company has 
taken in the new safety development. 


ance companies in the nation to take 
such a_ step. Company officials have 
been closely following developments of 
the safety belt. 

T. M. Barnes, assistant vice president 
in charge of the safety engineering pro- 
gram declared: 

“Safety belts on our cars are particu- 
larly desirable. Our engineers are on the 
highways constantly as they 
their duties. We think the safety belt is 
a device that will add tremendously to 
their protection.” 


Extensive Highway Program 


Engineers of Carolina Casualty con- 
duct an extensive program on the high 
ways. They encourage accident preven 
tion ‘programs in general and, in pat- 
ticular, check on trucks and buses which 
the company insures to determine that 
they are being operated properly. 

Each such engineer travels an average 
of 4,000 miles per month on the high- 
ways so that their exposure to its haz- 


With the 


ards are relatively great. 
— belt installed in its own cars, 


Carolina Casualty will place a strong en 
dorsement on the belt in anticipation 
that it will not be long before they are 
in general use. 


“These belts are almost no trouble, 


said Mr. Barnes. “Yet the difference 
they make in accident fatality rate cam 
be one of the most important steps for- 
ward that highway safety has taken in 
a long time. 

“Tt has a very definite ple ace in what 
all of us in safety are trying to do,” he 
pointed out. “We are trying to save 
lives, and this belt will help do just 
that.” 
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farl Stanley Receives 
WIIS’s Honor Award 


f0R DRIVER TRAINING EFFORTS 





LY Belts 
ML FLEET 
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‘c. Employers’ Pres. Montgomery 
oo LA Assemblyman’s Work 
for Calif. Driver Safety Program 






alty Insy:. rar! W. Stanley, assemblyman from 





announces ange County, Los Angeles, was_re- 
Of highwa: MM -atly praised for his efforts in Califor- 
1 equip M's high school driver training pro- 

Ded ~ Vi Montgomery, founder 
ot the pr. Mgcram by Victor 2 2 y, 

Pro dent of the Western Insurance In- 
employes mation Service and president of Pa- 
‘asualty 5 v¢e Emp! yyers Insurance _Co. At ‘a 
first insyr. fag jncheon meeting of the Greater Los 


ingeles Chapter of the National Safety 
“uncil, Biltmore Hotel, Assemblyman 
conley was presented with one of the 
WIS's awards of honor. 
‘Yours has been one of the most 
uble contributions to our public wel- 
are” declared Mr. Montgomery. “Soci- 
ay, like an individual, when faced with 
wn illness, has two paths open for cor- 
ective measures. It can adopt or pre- 
eribe strenuous measures to cure the 
jiness, or it can try to elminate or 
move the cause of the disease. 
“Eyery parent in this country has 
een given a ray of hope in combatting 
ie threat of polio through the discovery 
ithe Salk Vaccine, which promises to 
vamp out that dread disease before it 
reaks its havoc.” 
Great Social Problem 

Qur great social problem brought 
bout through the use of the automobile 
specifically trafic accidents—the 
geaker pointed out, is not unlike the 
soblem faced in the threat of polio. 
“Through the years Americans have 
engaged in strenuous corrective meas- 
ures to cure the illness of slaughter on 
ut highways,” said Mr. Montgomery. 
‘But, all safety experts agree that the 
most effective way is to build safety 
nto tomorrow’s citizens—to innoculate 
ur youngsters through proper training 
that they do not fall victim of the 
read disease of ‘Highwayitis’ !” 

The speaker stressed the fact that 
‘wifornia owes much more than modest 











ps a mite to Assemblyman Stanley. “Since 

_ ; fic accidents have heretofore annu- 
ie, lly claimed the lives of nearly ten times 
lanes. smany children as died of polio, what 


ehas started should be of untold value 
i the years to come to this nation’s 
to take 4500000 children under the age of 
ils have MS” Mr. Montgomery declared. 
California Above Average 


—_ ‘It is estimated that today millions 
{ students graduate from America’s 
yresident MM igh schools without having had the 
ing pro- enefit of driver education. Fortunately, 
iifornia is far above the national aver- 
siidie. ze in providing this vital training. 
ener The record speaks for itself,’ Mr. 
sain Hontgomery explained, “and every one 
y belt is Me cuvely, engaged in safety and accident 
revention knows that because of Cali- 


ously to PgR. aes . ae 
; ua’s driver training program acci- 


@ ts involving teenagers have been 
am tastically reduced. In fact, some insur- 
ice companies have reduced insurance 


. high oe those who have successfully 
preven- mpleted 30 hours of classroom work 
ees six hours of behind-the-wheel 
am eh er training.” 

a iat This Program should be expanded into 
i ‘ey school, Mr. Montgomery con- 
average Cuded. It deserves the vigorous sup- 
. high- (ot every citizen of our great state. 
its haz- 


ih the  Savageau Special Agent at 





n cars, 
ong etl __ Peerless Boston Office 
cipation Mulip J. Savageau, Ir. has been named 
hey are ‘ectal agent by Peerless Casualty Com- 

; tor A. & H. Mr. Savageau will op- 
rouble, "ate out of the Peerless Boston office 
Terence ‘ering Massachusetts and Rhode 





ate call ry 

ps for- Jji€ Is a native of Worcester, Mass., 

iken 10 ‘ Teceived his education in schools 
ere. Mr. Savageau is a Navy veteran 

n what ‘World War IT. 

do,” he “1 the insurance business for nine 

o save i) he has been a general broker 

lo just ‘ssachusetts and an agency super- 








“T tor Continental Casualty in Wor- 
‘Stet before going to Peerless. 















Tap the multi-billion dollar 


CONSTRUCTION 
Wir 


with these new, 


specialized facilities 





Now, through one specialized department, Continental offers 
you a new kind of sales and underwriting cooperation in 
developing business from the multi-billion dollar construction 
industry. 

Fire, E.C., Surety, Auto, Comp., PL & PD, Contractor’s 
Equipment, Blanket Contractual, Blasting, Underground 
Damage... all the coverages any contractor needs, wants or 
has any business to have . . . you and your client benefit by . . . 


% consideration of any risk on * faster quotes 
an overall basis rather than 


the single line offered * more effective service 


* retrospective rating formulas % personal assistance in the 
offering uncommon flexibility field 


* effective,availableengineer- —_y piys other business building 
ing service advantages 


Now, today, find out how Continental’s Contractor’s Division 
* can help you build a bigger volume, bigger profits in 
this important field. For complete details write Dept. 313. 


Ask for a copy of Continental's 36-page 
book, “Growth Through Leadership”, and 
open up a whole new range of sales 
possibilities in all lines. 


IWIILLALITO LLL 
CASUALTY COMPANY 


310 S. MICHIGAN AVE. « CHICAGO 4, ILL. 


ASSOCIATED COMPANIES: 
Continental Assurance Company « Transportation Insurance Company 
United States Life Insurance Company 


‘America’s Department Store of Insurance” 












Boate Endorses Radar 
Speed Detection Work 


TO ENFORCE TRAFFIC LAW 





Rebukes Critics Against Devices; Most 
Accurate, Practical Method 
Yet Available 


Thomas N. Boate, manager of the 
accident prevention department of the 
Association of Casualty & Surety Com- 
panies, has declared that the use of 
radar speed detection devices for the 
enforcement of traffic laws and_ the 
prevention of traffic law violations has 
been fully endorsed. He noted that police 
use of radar speed detection equipment 
has been a highly controversial subject 
for some time. 

Those opposed to it have claimed 
chiefly that radar is ineffective as an 
accident preventive measure and_ that 
when used as a speed detection device 
it is unfair to motorists. 


Appalling Situation Creates Emergency 


Mr. Boate, formerly head of the traf 
fic division of the Pennsylvania State 
Police, said that, “our national highway 
toll is approaching 40,000 deaths and 
one-and-one-half million injuries an 
nually. This appalling situation has cre 
ated an emergency demanding the use 
of every lawful means of driver control 
available to provide strict and protective 
enforcement of the traffic law by our 
police and courts. 

“The reductions in traffic accidents 
and deaths in those states making full 
and decisive use of radar detection de 
vices should silence claims that radar 
is ineffective. And in a day when speed 
is the largest single factor in highway 
deaths, we cannot afford to appease 
violators with half-way enforcement 
measures. 

“To claim that the use of advanced 
scientific devices like radar is ‘unfair’ 
to those who would violate the law is 
a travesty that approaches outright 
mockery of the value of human life. 
It is instead grossly unfair to the 
nation’s hundreds of thousands of law 
abiding motorists to jeopardize their 
safety by continuing to use out-dated 
methods for detecting and apprehending 
irresponsible traflic law violators. 

“Radar devices provide the most ac 
curate practical method yet available 
for detecting motorists who deliberately 
violate posted speed limits. To rule 
against the use of radar evidence is 
to shackle police and courts and_ to 
endanger motorists, pedestrians and 
enforcement officers with procedures 
barely suitable for the roads and ve 
hicles of the 1920's. 

Reasonable Method Needed 

“For 20 years we have been attempt 
ing to provide enough police to patrol our 
highways as they should be patrolled. 
But we are no closer to that ideal 
situation today than we were at the 
outset. In the absence of this accom 
plishment we shall either continue kill 
ing and injuring human heings in epi 
demic proportions or we shall adopt 
some reasonable method of assuring 
proper traffic law enforcement. 

“Therefore, I feel impelled to fully 
endorse the use of radar speed detection 
equipment as a sound and honest meth 
od of traffic law enforcement and acci 
dent prevention.” 

The association’s statement was made 
after William M. Greene of Connecticut, 
chairman of the National Conference of 
State Safety Coordinators, announced 
that states using a radar research car 
this summer in connection with the 
nationwide “Slow Down and Live” cam 
paign had “unanimously reported favor- 
able results in both vehicle speed control 
and in official and public reaction.” The 
car and a radar technician made avail 
able by New York University’s Center 
for Safety Education are on a_ nine 
week tour of Midwestern and Western 
states. 








September 23, jg 



































































































































































——___ 
Tel.: Mitchell 2-0963.45 


R. J. Maclellan of Provident L. & A. ——_— 


Honored For Half-Century of Service Confer 7 New Jersey 


~ Add 
; ae Risks 0 
Robert J. Mac‘ellan, chairman of the to the company it is today. We trust 


board of the Provident Life & Accident it will represent what cannot adequately 
F : is 50: » put into words—the affectionate re- LIFE SALTY A. W. MARSHALL & co. pe | 
n St, NYC, o 


Insurance Co., was henored on his 50th be 





anniversary with the organization Sep gard of all associated with you.” BONDS One of New Jersey’s Leading General Agencies J 
tember 15 in a company ceremony at the A 50-year service scroll was presented AUTO Tel. REctor 2.74) man 
Tivoli Theater, Chattanooga, Tenn. by Vice President and Treasurer H, O. a 744 BROAD STREET, NEWARK 2, N. J. Nati 

Attending were members of the board Maclellan, son of the board chairman, on fs 
of directors, company officials, the entire behalf of the company officers and direc- —— pe 
ther 


home office staff, and members of Pro- tors. The scroll reads, “ in recogni- 


vident’s local "agency organizations, tion of outstanding leadership through Sen. Friedman Slated for Joseph pa McGee Elected are | 
totaling more than 70%. 50 years of loyal and faithful service, ° ° ° the § 
; Kings County Judgeship New Assn. President § ' 


Mr. Maclellan has served the Provident with deep appreciation and esteem from ne 

in an executive capacity continuously the officers and directors .. .” kK : ed eee ee eee ee 
. Xeen interest was expressed in New : 
since he joined the company as _ secre- Vice President Ray R. Murphy then : : ; OF DIRECT HAIL ADVERTISER; & “"\ 
York insurance circles over the forth- op 








tary in 1905, serving under his father, presented Mr. Maclellan with a tribute . vie ‘ : : 
President Thomas Maclellan. He is the from the Provident field organization. coming political changes involving Louis Executive Vice President of Old Amer. I ous 
first member of the organization to During the 50-day period ending on Sep- L. Friedman, Brooklyn Democrat, who ican of Kansas City; Also sce 
observe a 50th anniversary with the tember 12 each member of the Provident fas been a state senator since 1944 and Heads IAA “— 
company. field force attached a 50th anniversary Hea aaa an oe my SSS MC 
Highlight of the ceremony was the greeting card to each application "ae ls teeta ie i state assembly from oiegh- 1. SiGie, Tx, axe the 
aie c > = = * nN : 3 297° 2 ¢ = « PS . J 9 stirs : Ice R 
unveiling of a bronze bust of Robert J. insurance. The geeting cards—number- 1941 to 1944. Senator Friedman is slated aa ¢ Old Naotaahe — _ 
Maclellan recently completed by Miss ing more than 35,000 and representing to fill the seat on the Kings County ages er en Mr. 
Belle Kinney, well known New York applications for all forms of Provident  pench of Judge Hyman Barshay when of Kansas City, Mo., was elected pres. ing | 
sculptress. The occasion wes marked by coverages—were mounted on a large dis- ae ar Tee bc Site S dent of the Direct Mail Advertising  Y¢ 
a number of presentations by Provident play board and unveiled during the pres- s — sine reckebeae eo - we a0 Association on September 12 wall 
executives on behalf of various Provident entation of a large leather volume con- Ppreme Court. Governor Harriman is ex- M weG rane ae me ore 
groups. Theme of the ceremony was “50 taining the names of participating field pected to name Judge Barshay as suc- . eT presiaant fs woul 
vears of leadership,” saluting the honoree men. The volume also will include clip- cessor to the late Supreme Court: Justice the Association of Insurance Advertiser, : 
for his half century of service to the pings, pictures, and mementos of Mr. Cl f ia A eile ore announced that he and the DMAA boar “SE 
company Maclellan’s 50th Provident anniversary. ab beae™ ee 2 of governors will appoint a_ task force woh 
50 Years of Leadership Home Office Gift Senator Friedman is best remembered committee to combat any future attacks ae 
Pallowinis the invoration by Dr. Donald i ipaaasaeen atic aia a by insurance people as a member of the on direct mail as an advertising medium. HF ypinc 
\. Spencer, pastor of the Second Presby- Bhai yee: Mr “tlt gic was ee” legislature’s joint committee on insur- He said direct mail advertising ranks J and 
terian Church, Executive Vice President em T Ot Se PT acielan as an anniver- ance rates on which he has served for second a8 volume only to newspaper # and 
L. N. Webb spoke on “50 years of lead- View 5 vane = home office personnel. some years. He is also chairman of the advertising and is a_ potent force in the I js ca 
ership,” reviewing Mr. Maclellan’s role ene Ses nongge .C — made the Pemocratic conference of the Senate nation’s economy. But he said attacks J to b 
in Provident’s growth from a small re seg: a a oo, and holds the important post of secre- on patron mail during the past year J pren 
gional enterprise to an institution of on the ie cai er his a ca “te —— «“taty oO the Temporary Commission on dealt the medium a damaging blow. that 
n: ition: il prominence. at Bing Bi “Seen iit 7 - rhe iy the Court. He is also a member of the Mr. McGee declared the task force after 
“The most superlative characteristic cana: ee oe i  AAccident 'n- Temporary Rent Commission. Report- committee would seek to counteract such J |ittle 
about Mr. Maclellan is his character,” aoe wietaper g £ with warm affection edly his judgeship will carry a salary of criticisms through a positive campaigi send 
Mr. Webb stated. “It is that quality wt hi tener gn and in grateful appreciation $30,000 a year. to increase public understanding of the | 
inbred within a man which motivates chi ted f century of outstanding leader- — medium’s importance. 
success and honorable regard among his a trom the employes of the home ; F ‘ ; : On NAIC Advertising Committee “N 
fellow men. Mr. Maclellan has the kind cone ;' ee f rs bias _ gsi: Ainge ce vig ar Provetent He is one of the youngest men ever @ com 
of sharsbiee: GHAe tae audited Glcs * apni —— trom Vice Presi- the great institution it is today. You elected to the DMAA presidency. He ff an : 
Hisonaibok tix Uie-uad wanklel hie to myc — E. I owell a brochure ‘en- people, and others like you through the also is a member of the industry-wide J worl 
“etapa tone nag ing My io ae 50. y ears of leadership. rhe years, have helped to make it so. : committee on _advertising for the Na- & the 
Slog: iietaiandl datnwitte hak teu teiee- rochure, featuring a full color portrait Following the closing remarks by L. N. tional Association of Insurance Commis- & larg 
einen Whecliols the pears tabs dhe Pre. print of the F rovident board chairman, Webb, the benediction was given by Dr. _ sioners. Bite | 
vilieet’s: taalhieannaad Sighetiin. wid: epee highlights in pictures and text James L. Fowle, pastor of the First Other officers elected by the board o! § his 
recognized widely. He has taken the of the history and biography of the com- | resbyterian Church. ~ governors at the annual DMAA conven- § ness 
sisebinie ‘bien iat the Saleceers ok te pany vc its leader over the past 50 In 1905 Mr. Maclellan joined the Pro- ion were: send 
policyholders come first. The Provident te ah ~ pe a the hag: are being vident as secretary of the company under Douglas B. Mahoney, advertising man- § they 
dincmelithe stare tse thee denNeed on i ribu v4 ‘s a : members of the home — his father, who had been president for ager of Frank W. Horner Ltd, Mon- @ agen 
this principle. His deep FY hear se office sta yoard of directors, and fie'd a number of years. At that time the treal, elected Canadian _ vice president; and 
and his Christian principles have always organization, ; company had a home office staff of three William, R. Merriam, vice president ot | th 
bed & Gert ie ielineutine tis decisions .. . <8 Feo Mr. Maclellan Was un- employees and a field force of six men Federation for Railway Progress, Wash- | way 
in business, and is further evidenced in He er cf vi daughter, Mrs. Walter in the three states of Tennessee, Ken- ington, D. C., American vice president; ff that 
kindness, gentility, consideration, and ad € ag fey President and Secret: iry  tucky, and Virginia. David Goldwasser, president of Atlanta # was 
seiriidatioeness ‘cl the work« ce a mE. iles making the dedicatory Mr. Maclellan consequently worked in Envelope Company, Atlanta, Ga., secre- J that 
einen remuarks. the multiple role of a home office ad- tary; and Theodore V. Bihler, circulation § cont 
The speaker paid tribute and presented sot : oie ange 3 ‘eke chairman, deep y ministrator, agency executive, and field director of the Journal of Commerce, § ting 
roses to Mrs. R. J. Maclellan and Mrs use ny the ela orate ceremony in his representative. He appointed new agents New York City, treasurer, to a 
B.C Blows, aiter af the. Boselien: — expressed “heartfelt thanks and to represent the company and was largely oil 
board chairman. Mr. and Mrs. Maclellan ih pl ig gs ha everyone in responsible for expanding Provident’s ce ee eee ‘lare 
will observe their 30th wedding anniver- done for me here ig oiacildakicaa og pee tak ggg Pare APPOINT i. 4. SORENSEN on 
sary on November 22, Mrs. Brown served “You have tbee is . lake shine fall ay Cases Re GG mach Ot Lionel J. Sorensen has been named @ ***t 
as company secretary during the early remarke” n most ind in your the actual selling himself. During this  gyecutive ‘assistant and manager of the  ?¥! 
Pa,» gers ys Sota ; remarks,” Mr. Maclellan said, “and yo eriod he brought into tl any : . & luc 
years of the Provident organization. have : ; “ pope tings: Dison Saco : S to the company @ national accounts division of Lumber jt 
The honoree received his 50-year anni-  h; lags 1 a. oe a ages nest gil of _— ve have made important mens Mutual Casualty and American 
versary pin trom his son, President Provident as it I ae ane rk hepannn meta cael the Provi- Motorists of Chicago, American Manu- @ “as 
Robert L. Maclellan. The pin, beauti- | pe ot Set: Wy, ahd for OE See eo ee 2 facturers Mutual, New York, and Fed. jj 
sare é » DE: what it will be in the future, belongs He was elected president of the com- : r aus 
fully designed with a diamond in the a sig ger ote nt of the com- eral Mutual, Boston, all divisions ‘ 
“s , ) the many men and women in the organiza- pany in 1916 following the death of his é ek ‘ eral 
— raagi ge tga with five smaller — tion, oe father. Under his Precis “eines eiieiliocmemne solic 
diamonds, is . ‘st 50-vear ni ReGe ¢ ° : 
given by the Posed 0-year pin ever , He turned = the vice presidents and greatly expanded the area_and number ne 
Service Pins—a Fine Tradition ' a rage iethipas left. “These men, their of its insurance services. He expanded and 38th among the more than 900 com: 
In presenting the ca 1. 1. Staelin totes ki! peste. forward, the other the company’s first two major production panies writing life insurance. During Mh 
remarked that “One of the finest tradi sane sw : of FP taal the depart- departments, the Group and accident de- 1955 Provident’s A. & H. business ore rg 
tions developed through the years at the the Aan s and the men and women of | partments, and added to additional pro- is expected to pass the $50,000,000 mark, @ te 
Provident is that of the awarding of — staff— i hier an = wae omer duction divisions in 1916 and 1917. and life insurance in force present -" 
service pins. It provides an opportunity the frase sas — important parts in In 1916 he directed organization of a exceeds $1,600,000,000. m 
to mark not only the accomplishments — ser > nued growth of Provident railroad department to specialize in the In January, 1952, after serving as pres ee 
of time which has been devoted to the vice. ‘nde insurance needs of railroad employes and dent for 36 years, Mr. Maclellan becam - 
company, but more particularly to ex appy Half-Century cage families and in 1917 he organized chairman of the board of the = i 
press the regards and thoughts of the “These have been a happy 50 year teed z entry into the life insurance Provident organization. ie nha at to 
oteertinlinn tn the dine Gea thaw wis wines he added. “I 4 PI 0 years field. Prior to 1917 Provident had spe- ceeded by his son, Robert L. Maclellat. sh 
versary milestone . aaa the i ae ae the Provider cialized in accident and sickness insur- who had been a member of tle compan) 1" 
‘This pin rewrenerite a : scl nsurance business when I first ance on Group and individual plans. for 24 years. i 
( van 50 joined the company 50 years ago. It was Cn ace ; Robert J. Maclellan was 1es 
_— vou have devoted to the upbuilding then, and has continued to be, a good Position of National Prominence Bae hari Moonee aoe f laws de Ith 
Ort re company c S . ‘ ee y A ner c ‘ Go OT c 
We tewe ee lbw “ seein et 2 rit the on the service you are During his administration Provident gree by Maryville College in recognitior art 
Memstic of the sateen and wise a lb ig <i! eg in times of has grown to a position of national — of his ‘outstanding success as a business f 
FE OR GS 0 [re . Ero ginning, our prominence in both life and A. & H. leader and in recognition of his many m 
which you are held by the entire Pro- fundamental philosophy has bee h: sur: Paar ox : : yl ny 
vident organization which, under your the interest r tl Sd a ee Provident ranks 12th in busi- personal activities in connection Wit) § 
leadership, has gr een eveet Soar : interes Rcd policyholder come ness volume among the more than 900 civic, business, religious, and e ducational § ‘Pe 
up, has grown from a few in 1905 first. That philosophy has been the companies writing A. & H. insurance, affairs in the Chattanooga area 
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, a 
Bandy Asserts Safeco 
Operation Not Answer 


10 THWART SPECIALTY COS. 


Addresses _N. H. Agents’ Association; 
Off2rs Some Suggestions to Assist 
Agents’ Cause 


Joe H. Bandy, Nashville, Tenn., chair- 
man of the casualty committee of the 
Xational Association of Insurance 
\gents, declared September 21, that 
there is no question that many agents 
are still losing automobile insurance to 
the specialty companies. He denied that 
the Safeco type of operation is the 
answer—this plan calling for a signed 
application, cash in advance, a continu- 
ous policy, company billing and a re- 


duced commission. 

Addressing the annual convention of 
the New Hampshire Association of In- 
surance Agents at New Castle, N. H., 
Mr. Bandy declared that agents deny- 
ing the worth of the Safeco plan, should 
have some counter-proposal. “Before 
walking the plank,” he declared, “be- 
jore setting sail on an uncharted sea, I 
would like to see some changes made. 
“First,” he declared, “the free insur- 
ance or flat cancellation evil should be 
‘orrected. We can, and should, work 
with the companies to correct this leak. 
Free insurance is, in my opinion, a 
minor part of it. The policy is issued 
and has to be processed by both agent 
and company. At the end of 30 days, it 
is canceled flat and the cancellation has 
to be processed. All this work and no 
premium earned whatever. If we know 
that there could be no flat cancellation 
ter the effective date, we would be a 
little more certain before issuing and 
sending out the policies. 


System of Basing Commissions 


“Next, is the system of basing the 
commission on the volume produced by 
an agent rather than the amount of 
work done,” he said. “After discussing 
the automobile situation with a rather 
large agent, he made the statement that 
he took the orders and sent them to 
his company. If they wanted the busi- 
ness, they could write the policy and 
send it to him. If they didn’t want it 
they could turn it down. I asked this 
agent if he prepared his endorsements 
and renewals and he said that he didn’t. 
I then asked him if he assisted in any 
way in handling the claims and he said 
that he kept his hands off claims—that 
was the company’s problem. He told me 
that his commission was 25% plus a 
ontingent. I wondered what the con- 
tingent was for but didn’t have the heart 
to ask him. 

“This is not an isolated case,” de- 
‘lared Mr. Bandy. “I made an ‘off the 
record’ study of this situation about a 
year ago and found that the system of 
paying an agent 25% for the mere pro- 
luction of automobile business, with the 
‘company doing all of the clerical work, 
was rather widespread. Your customer 
id mine are paying a higher rate be- 
cause some agents are collecting a gen- 
tral agents commission doing only a 
solicitor’s work. 


Study of Branch Office 


_ A serious and unprejudiced study of 
‘ranch office costs and a correction of 
the faults, found would assist in the re- 
‘ction of cost of automobile insurance. 
; Next is the question of underwrit- 
ing, the speaker continued. “I have 
seen told that it was unfair to ask the 
‘gent to underwrite his business when 
'e had a financial interest involved. 1 
oe e that. | am confident that 
jly agents do an excellent job of un- 
‘writing. With the specialty compa- 
= doing highly selective underwriting, 
behooves all of us to be a little more 
areful, 
‘Next, we should attempt to improve 
mk claim service. That is one field 
vhich we have always out-classed the 
‘ectalty companies. Their service is 


t 


Industrial Commission to 
Probe Minn. Comp. Division 


Rules and regulations covering the 
operations of the workmen’s compensa- 
tion division will be reviewed at a meet- 
ing of the Minnesota Industrial Com- 
mission at St. Paul, October 10. Invited 
to attend are representatives of insur- 
ance companies, claims attorneys, self- 
insurers and labor and employer repre- 
sentatives. 

Amendments to the workmen’s com- 
pensation law passed by the 1955 legisla- 
ture will be discussed and Governor 
Freeman will address the meeting. 





getting better while ours is, possibly, 
holding its own. 

“Next, we need a broader private pas- 
senger policy. We have, in many cases, 
been asked to sell an inferior product 
at a higher price. That is not true of 
some of our independent companies. 
Some of these have as broad a policy as 
there is on the market. The Bureau 
companies have, however, been dragging 
their feet. 

“If these suggestions and improve- 
ments,” declared Mr. Bandy, “do not 
bring our rates within striking distance 
of the specialty companies, the agents 
will be perfectly willing to discuss other 
ways and means without the necessity 
of continuous policies, applications con- 
taining warranties and company billing.” 


For Placing Your Exc 





ess and Surplus Lines 


CALL 


ceo.r. BROWN « sons 


32 CLIFF STREET 


e NEW YORK 


Telephone: WOrth 4-0745 





Michigan Mutual Liability 
To Do Business in Canada 
Certificate issued by the Federal De- 
partment of Insurance in Ottawo to 
Michigan Mutual Liability Co., Detroit, 
authorizing the company to carry on the 
business in Canada of automobile, em 
ployers’ liability, personal accident un- 
der conditions, and public liability insur- 
ance, 
Cameron H. Murdoch, Windsor, Ont., 
has been appointed chief agent in Can- 
ada. 





WHEN YOU SELL 


THE MODERN 


PEERLESS WAY 





@ 


Peerless Agents do a more efficient selling job, 
because they use Peerless’ modern, effective 
selling tools...the ““ORGANIZER” (for the sale 
of Fire, Casualty and Bonding protection) and 
“SIMPLIFIER” (for the sale of Fidelity and 
Surety Bonds)...to sell clients and prospects 
more complete insurance and surety bond cover- 
ages. Nothing is left to chance or memory in 
these up-to-date selling aids that help agents sell 
more, earn more. Write for details on how 
these Peerless Sales Tools can be put to work 
for you! 


yprrrre® “ORGANIZERS” 
$ 


®, 


: ae | 
aes Sere See ae” | 





Self-Insurance Fund 
Ruling Waits Study 


MARITIME FUND RAISES POINT 
Superintendent Holz Defers Decision 
Until Welfare Fund Inquiry 
Is Completed 
Whether labor union welfare funds 
may self-insurance their benefits has 
been put up to the New York Insurance 
Department for a ruling by the National 
Maritime Union CIO and 170 ship oper- 
ators. Superintendent Leffert Holz told 
the trustees of the union fund that a 
ruling would be deterred until comple 
tion of the special study of welfare fund 
matters now being conducted by Special 
Counsel Martin S. House of the De- 
partment and Superintendent Holz sub 
mits recommendations to Governor 

Harriman later this year. 

Under the present New York State 
law unions operating their own welfare 
programs may act as. self-insurers, a 
“provision in the law for many years. In 
1947 the Tatft-Hartley Act specified that 
such contractual funds could not be ad 
ministered by a union alone but must 
be put under joint trusteeship. When 
individual unions asked the Insurance 
Department whether the trusteed fund 
could self-insure, the answer was no. On 
the other hand many unions went on a 
self-insured basis without asking for a 
ruling. 


Insurance Premiums $3,638,000 


This point was stressed in the letter 
to Mr. Holz by the co-counsel for the 
maritime fund, Herman EK. Cooper of 
the union and Albert E. Rice of the em 
ployers. 

They noted that the Department's 
own records showed that self-insured 
funds covered 391,000 workers and took 
in $134,141,429) in) contributions, as 
against 797,000 workers and $208,300,657 
in insured funds. 

The lawyers asked whether the De 
partment’s “open acquiescence” in the 
continued existence of so many self 
insured programs could be interpreted 
as administrative acknowledgment that 
trusteed funds were free to self-insure. 

By insuring their own risks, the mari 
time trustees hope to make available 
additional funds for benefits to the 
40,000 seamen protected by the fund. 
Their insurance premiums now come to 
$3,638,000 a year. The estimate of a 
$120,000 saving was made by Martin E. 
Segal, the fund’s consultant. Of this 
amount, $81,000 would represent elimina 
tion of premium taxes now paid by the 
insurance company. 


Retires After 46 Years 
With the Standard Accident 


A special reception was held recently 
in the Standard Accident home office 
honoring Lillian Cameron upon her re 
tirement after 46 years’ service. Miss 
Cameron, who was the oldest employe 
of the company in point of service, 
tarted with Standard Accident in 1909 
In 1926 Miss Cameron transferred to the 
advertising department after service in 
various divisions and three years latet 
to the accounting department. 

At the time of her retirement she was 
in charge of the bond claim desk in the 
accounting department 
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H. S. Don Carlos Honored 
By Dallas Law Center 


TRAVELERS CLAIM ATTORNEY 





Southwestern Legal Foundation Cites 
His Idea and Organization of 
Nation’s First Such Center 





Harlan S. Don Carlos, Travelers claim 
department attorney, has been honored 
by the Southwestern Legal Foundation 
of Dallas, for his part in conceiving and 
organizing the first 
law center in that city. A framed 
tificate was presented to Mr. Don Carlos 
at a recent meeting in Philadelphia of 
the insurance section of the American 
Bar Association by Gordon R. Carpen- 
ter, executive director of the South- 
western Legal Foundation. 

The Dallas center is a library of ma- 
terial including books, periodicals, briefs, 
decisions, pamphlets and memoranda on 
insurance law. The center publishes an 
index of its material, all of which is 
available to interested attorneys and 
insurance men. 

Mr. Don Carlos first put forth the 
idea for the center in 1950 as chairman 
of the ABA insurance section committee 
on insurance law education. He received 
the support of Robert G. Storey, presi- 
dent of the Southwestern Legal Foun 
dation and in 1953, the center began 
collecting the material it now offers. 


nation’s insurance 


cer- 


Part of Southwestern Legal Center 


The insurance center is part of the 
Southwestern Legal Center, created by 
the Southwestern Legal Foundation and 
Southern Methodist University Law 
School. More insurance law centers are 
being planned in other sections of the 
country and it is hoped that eventually 
each center will be prepared to micro- 
film its items and provide every other 
center with all material. 

Those who worked with Mr. Don 
Carlos on his committee are Attorney 
James B. Donovan, partner of Watters 
& Donovan, New York; Robert L. Dil- 


lard, Jr., vice president and general 
counsel of the Southland Life, Dallas; 
\ttorney Clarence W. Heyl, Peoria; 


\mbrose B. Kelly, general counsel of 
the Associated Factory Mutual Fire In 
surance Cos.; Attorney H. Beal Rollins 
of Baltimore; Attorney J. Harry La- 
Brun, Philadelphia; Franklin J. Marry- 
ott, vice president and general counsel, 


Liberty Mutual Insurance Co., Boston, 
and Attorney W. Percy McDonald, 
Memphis. 


SURETY UNDERWRITERS MEET 
New York Organization’s Nominating 
Committee Draws Up Slate of Officers 

and Executive Committeemen 

\ nominating committee comprising 
three past presidents of the association 
was named by the Surety Underwriters 
Assn. of the City of New York at its 
first meeting of the fall season to draw 
up a slate of officers and executive com- 
mitteemen for the forthcoming year. 
The meeting, presided over by Fred J. 


Kehrli, Hartford Accident & Indemnity 
Co., association president, was held at 
the Lawyers Club September 8. It fea- 


tured committee reports and a survey of 
current business conditions. 


Members of the nominating comm‘t 


tee are Richard J. Purcell, Columbia 
Casualty Co., chairman; Tracy A. Clute, 
Royal Indemnity Co., and Donald F. 
Harned, Travelers Indemnity Co. The 


report at the October 
elections scheduled for 


committee will 
meeting, with 
November. 
Special guest at the meeting was Fred 
1), Schnebbe, vice president of John C. 
Paige & Co. Inc., who added an un- 
usual fillip to association proceedings. 
\n accomplished non-professional presti 
digitator, Mr. Schnebbe gave an enter 
taining sleight -of-hand performance 
which was of vast interest to the surety 
underwriters whose practical everyday 
business concern is in large part with 
mysterious disappearance and forgery. 


NEW MEMBERSHIP HIGH 





307 Companies on NAII Rolls With 
Addition of 21 New Members, 


Four Subscribers 

Vestal Lemmon, general manager, 
National Association of Independent In- 
surers, has announced that 21 additional 
companies have been accepted as mem- 
bers and four as subscribers of the 
NAII, bringing the membership and sub- 
scribership total to 307 companies. Of 
this total, 261 are member companies 
and 46 are subscribers. 

The new member companies are: De- 
troit Mutual Automobile Insurance Co., 
Detroit, Mich.; Farmers & Merchants 
Insurance Co., Tulsa, Okla.; Presidential 
Insurance Co., Jacksonville, Fla.; Ten- 
nessee Farmers Mutual Insurance Co., 
Columbia, Tenn.; Select Risk Mutual 
Insurance Co., Fayetteville, Ark.; Eagle 
Reciprocal Exchange, Kansas City, Mo.; 
Public Employees Mutual Insurance Co., 
Seattle, Wash.; Public Employees Mu- 
tual Casualty Co., Seattle, Wash.; Serv- 
ice Trust & Savings, San Antonio, Tex. 

Also, Republic Casualty Insurance Co., 
Louisville, Ky.; Colonial Mutual Insur- 
ance Co., Montgomery, Ala.; National 
Automobile Insurance Association, Dallas, 
Tex.; International Casualty Co., Mont- 
gomery, Ala.; Freedom Insurance Co., 
Berkeley, Calif.; Empire Casualty In- 
surance Co., Montgomery, Ala.; Corn 
Belt Insurance Co., Freeport, IIl.; Her- 
cules Casualty Insurance Co., Oklahoma 
City, Okla.; Transcontinental Insurance 
Co., Hartford, Conn.; American Travel- 
ers Insurance Co.. Oklahoma City, Okla.; 
Oregon Mutual Insurance Co., Mc Minn- 
ville, Ore.; and Security Insurance Co., 
Huntington, W. Va. 


The new subscribers are: Universal 


AUGUSTUS Y. DOW SUCCUMBS 





Manager of Buffalo Office of Hartford 
A. & I.; Recently Marked 25 Years 
With Company 
Augustus Y. Dow, manager of the Buf- 
falo, N. Y., office of the Hartford Acci- 
dent & Indemnity Company, died sud- 
denly September 15, in that city. Born 
in Sedalia, Mo., on June 25, 1905, Mr. 
Dow celebrated his 25th anniversary 


with the Hartford Accident on May 15. 
He joined the company in 1930 as a 
special agent in the Louisville, Ky. branch 
and served in the same capacity at the 
Syracuse, N. Y., office from 1931 until 
1940 when the was appointed special 
agent in charge of the Detroit office. 

Mr. Dow was promoted to manager 
of the Buffalo office in October, 1943. 
In addition to attending Kansas (City 
Tunior College, he also studied at the 
Kansas City School of Business Law & 
Accountancy. 

A director of the Casualty & Suretv 
Club of Buffalo at the time of his death, 
Mr. Dow served as secretary-treasurer 
of the organization in 1944. He also 
was a member of the Insurance Club of 
Buffalo and had been active for the past 
five years as an American Red Cross vol- 
unteer worker. 

In addition to his wife and eight-year- 
old daughter, Mr. Dow is survived bv 
two brothers, Paul A. Dow, manager of 
the company’s Kansas Citv, Mo.. office, 
and William Dow of R. B. Jones & Sons, 
Hartford Accident general agents in 
Kansas City. 





Surety Co., Lincoln, Neb.; Industrial JIn- 
surance Co., Des Moines, Iowa; West 
American Insurance ‘Co., Hamilton, 
Ohio; and National Mutual Insurance 
Co., Celina. Ohio. 
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AAARETe UVES SAAR Banna Sasha Seen: 


CONTRACT BONDS 


...a ready-made 
market for large 
premium income 


eee neereee ererern: eeerere WrTITe ewerve eresees oe anna 


Contract bonds are required by law on 
almost all construction contracts for federal, 
state and local governmental units, provid- 
ing a ready made market from which many 
good agents are developing large premium 
income. 


Private construction contracts, including 
industrial construction, office buildings, 
warehouses, shopping centers, public util- 
ities, and railroads represent a huge volume 
of construction work, on which few per- 
formance bonds are written. 


Aggressive agents have a big job to do in 
selling private owners on the wisdom of 
requiring surety bonds on such contracts. 
Central Surety will guarantee performance 
of the contract and payment of labor and 
material bills on private contracts. The 
owner can thus have the benefit of the 
lowest qualified competitive bid, with as- 
surance of completion at a guaranteed cost. 


Central Surety’s years of experience in the 
field, and its facilities for quick action give 
its agents an advantage in developing con- 


tract bond business. 


CENTRAL SURETY AND INSURANCE (ORPORATION 





HOME 


OFFICE—KANSAS 


city 41, MISSOURI! 





REQUIRE NEW CERTIFICATES 


To Prove Higher Financial Responsi 
bility Because of Amendment to . 
Michigan Law 

An amendment of the motorists finan- 
cial responsibility act by the 1955 Michi- 
gan legislature, raising the amounts of 
security required for compliance with 
the act, must be construed, according to 
an attorney general’s opinion, to mean 
that new certificates in the higher 
amounts must be filed to cover liability 
arising after effective date of the act 
October 14. 4 

Thomas M. Kavanagh, attorney gen- 
eral, has supplied James M. Hare, sec- 
retary of state, with an opinion on the 
basis of two questions posed by Mr 
Hare as the official administering the 
law Mr. Hare not only had asked 
whether the new liability limits must be 
imposed after the law’s effective date 
even though certificates had been filed 
for lower amounts embodying insurance 
or bonds not yet expired, but whether 
certain sections of the law not specifi- 
cally amended in the new legislation also 
were affected by it. 

Tre new act raises P.I. limits from 
the former $5,000/$10,000 requirement to 
$10,000/$20,000 and the property damage 
requirement from $1,000 to $5,000. 

The lawmakers inadvertently neglected 
to change two sections of the old law in 
which the lower limits of liability were 
quoted. The attorney general finds that 
the intent of the legislature to change 
the law throughout all of its sections 
was clear and that the new limitations 
must be read into the unaltered sections, 

Thus, he found, the secretary of state 
“will be required to demand new cer- 
tificates of proof of financial responsi- 
bility in the higher amounts of $10,000 
and $20,000 bodily injury and $5,000 
property damage . . . from those people 
who have previously complied by filing 
certificates in the lower amount... if 
the certificates on file in the lower 
amount do not terminate until after the 
effective date of the act.” 





FIREMAN’S FUND ENDORSEMENT 





New Auto Death and Specific Disability 
Benefits Available in 11 Western 
States and Alaska 

Fireman’s Fund Insurance Group has 
announced .the availability of its new 
automobile death and specific disability 
benefits endorsement throughout the 11 
western states and Alaska. 

The optional features of the new cov- 
erage make this endorsement more flex- 
ible than others currently available, ac- 
cording to company officials. Fireman’s 
Fund automobile liability policyholders 
may have any one, two or all three ot 
the coverages .. . death—dismemberment, 
loss of sight, fractures and dislocations 
—and total disability, although only per- 
sons gainfully employed are eligible to 
buy total disability coverage. 

According to the Group’s officials, pre- 
miums for coverage A—total disability 
benefits—are $3 annually for $25 weekly 
indemnity, or $6 annually for $50 weekly 
indemnity. Coverage B—death benefits— 
can be written for $5,000 or $10,000 for 
annual premiums of $2 or $4 respec- 
tively. : ’ 

Coverage C consists of two parts: dis- 
memberment and loss of sight benefts 
up to $5,000 or $10,000, and fractures and 
dislocations benefits up to $175 or $350. 

The premium is $1 annually for the 
$175 and $5,000 combination, or $2 annu- 
ally for the $350 and $10,000 combination. 

Complete information about the new 
endorsement has been sent to all Fire- 
man’s Fund producers in the 11 western 
states and Alaska. 





GETS CANADIAN LICENSE 7 
Federal Department of Insurance has 


issued a certificate to the Canadian Com- 


merce Insurance Co. to carry on 1m. Can- 
ada the business of public liability i 
ance in addition to the classes for which 
the company is already registered 10 


Canada. 
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Discuss Bond Claims, 
Management Reports 


AT THE C. & S. ASSN. WORKSHOP 





h Department’s Cost Reduction 
rand Control Clinic Chairmanned 
by J. J. Magrath 





Practices and procedures in handling 
bond claims and methods of reporting 
to management were discussed in sepa- 
rate sessions by insurance company top 
executives at the Fifth Workshop on 
Cost Reduction and Control held in New 
York September 20 under the auspices 


of the research department of the Asso- 
ciation of Casualty & Surety Companies. 

This year’s sessions, which ran con- 
currently, were attended by more than 
100 administrative and claims executives. 
|, J. Magrath, secretary of the Federal 
Insurance Group, served as general chair- 
man of the entire workshop. 

In each session, selected areas of 
insurance company activity were dis- 
cussed by panels drawn from company 
executives. The panels were followed by 
open forum discussions. The “Reports 
to Management” session under the chair- 
manship of T. Corwin Steele, secretary- 
comptroller of the Royal-Liverpool In- 
surance Group, discussed reports sub- 
mitted to the senior level of management. 


Consider Types of Reports 


In seeking to improve reports to man- 
agement, the panel considered the proper 
types of reports to be prepared by a 
casualty insurance company and_ the 
elimination of unnecessary reports. Spe- 
cifically, they discussed: reports in gen- 
eral, accounting reports, field office oper- 
ating reports and actuarial and statistical 
reports. : 

Panel members included W. F. Bardo, 
planning director, Aetna Life; D. F. 
Kirsheman, secretary, Aetna Insurance 
Co.; G. R. Ladner, controller, Security 
Insurance Co. of New Haven; W. R. 
Phelan, controller, United States Fidelity 
& Guaranty Co., and D, M. Pruitt, as- 
sistant general manager, General Acci- 
dent, Fire & Life Assurance Corporation, 
Ltd. 

The “Bond Claims” session chairman 
was E. A. Cowie, vice president of the 
Hartford Accident & Indemnity ‘Co. Sub- 
jects of the discussions by the panel 
were: deferred creation of small claims 
and master files for risks with expected 
volume of small claims; reinsurance 
transactions and co-surety transactions; 
reserve procedures; utilization of fiel< 
claim offices in multiple line companies, 
and salvage procedures. 

Panel members for the “Bond ‘Claims” 
session were: E. J, Coolahan, manager, 
fidelity and public official department, 
Maryland Casualty Co.; Walter Downs, 
superintendent of fidelity and surety 
claims, Hartford Accident & Indemnity 
Co.; S. P. Hutchinson, manager, fidelity 
claims, National Surety Corp.; J. H. 
Jackson, assistant general attorney, Fidel- 
ity & Deposit Co. of Maryland; H, Ells- 
worth Miller, vice president, Maryland 
Casualty Co.; H. Minks, assistant 
manager, American Surety Co. of New 





TO ESTABLISH OMAHA BRANCH 


Maryland Casualty to Open Office Oct. 1; 
J. I. Sibbernsen, Resident Mgr.; 
Stevens Also Named 

Maryland Casualty Co., of Baltimore, 
will open a branch office in Omaha, Neb., 
on October 1. The new office will be 
in the charge of John I, Sibbernsen as 
resident manager. He has been manager 
ot the Maryland’s Omaha service office 
since 1954. 

ic H. Stevens, manager of the Omaha 
“aim office since 1949, will be man- 
ager of the Omaha claim division. 

ony new office, it was stated, will pro- 
dae ete service in production, 
he sm inspections, and payroll audits 
. agents in 76 Nebraska counties and 
-. “l0ux City, Iowa, formerly super- 
vised by > 
as in eight 


the Kansas City office, as well 
lowa counties. 


York, and Nat Wheeler, claims-bonding 
department, Royal Indemnity Co. 


The workshops, inaugurated by the 
association in 1951, are designed to offer 
a continuous management program for 
investigating selected phases of insurance 
company operation, according to Victor 
Gerdes, manager of the Association’s re- 
search department. Topics discussed in 
past workshops include: preservation, 
destruction and retention of records, 
procedures in recording of multiple line 
indemnity, company organization under 
multiple line underwriting, and the cre- 
ation and recording of claims. 


CONTINENTAL NAMES E. J. CUFF 





To Staff of Excess and Surplus Lines 
Department; Formerly With Apple- 
ton & Cox, Inc. 

Edward J. Cuff has been appointed to 
the staff of its excess and surplus lines 
department of Continental Casualty Co., 
Chicago. Working from the home office, 
Mr. Cuff will assist in the underwriting 
and production of excess liability and 

specialty insurance business. 

He has had wide experience under- 


writing and servicing special lines. Be- 
fore joining Continental, he was manager 
of the Philadelphia office of Illinois Ap- 
pleton & Cox, Inc., a Lloyd’s of London 
correspondent. 

From Philadelphia he handled service 
for the entire east coast. He also worked 
in the midwest for that company. Pre- 
viously he had been associated with the 
Hartford Casualty Co. as an underwriter. 

His appointment will increase Conti- 
nental’s service facilities in the recently 
organized excess and surplus lines de- 
partment which was created to handle 
excess liability and unusual risks. 





NOW... American Surety makes 
Homeowners Policies 
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fo explain and SELL! 


No more Confusion 


Hours of selling time saved—and clients better satisfied—are re- 
ported by agents now using American Surety’s handy coverage- 
comparison chart on Homeowners Policies. It is featured in a 
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special issue of our monthly bulletin to agents, ‘‘Mailroad to 
PROFITS.” This issue includes a down-to-earth explanation of 
Homeowners forms A, B and C, making it quick and easy for 
agents to show each prospect which form is best for him. 


Field-tested Sales Kit 


Chock-full of all it takes to sell Homeowners coverage of every 
class. Comparison chart shows the prospect how he can improve 
his protection and how much he can save. This kit is helping 
American Surety agents to a larger share of the worthwhile 
premiums in the Homeowners market in every community. 


On-the-Spot Selling Help 
American Surety fieldmen are helping agents survey their per- 


sonal lines, helping them plan their program to line up their 
best Homeowners prospects. 


* Not yet available in a few states. 


Boost YOUR agency profits! Package your Personal Lines ! 


Our nearest Branch office will be glad to 
give full information on how the Home- 
owners can automatically increase your 


income from personal lines and reduce 


overhead! Why not call today and find 
out how we help our agents profit through 


this modern package line? 


16 Main Street East, Rochester 14 


AMERICAN SURETY 


[ om pA fl ) FIDELITY * SURETY * CASUALTY * INLAND MARINE 

HOMEOWNERS ACCOUNTANTS LIABILITY * AVIATION 
100 State Street, Albany 7 . TH John Street, New York 38 
422 Main Street, Buffalo 2 2 224 Harrison Street, Syracuse 2 


e 50 Washington St., East Orange, N. J. 
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Underwriting Forum 
To Be Held Oct. 24-25 


TO PROBE INDIVIDUAL MARKET 


H. & A. Conference Programs Topics for 
Underwriters, Hospital-Medical Spe- 
cialists and Medical Directors 


The Health & Accident Underwriters 
Conference has announced a new meet- 
ing package designed to serve the needs 


of the whole home office individual 
A. & H. staff. The ninth annual under- 
writing forum, to be held in the Ken- 
tucky Hotel, Louisville, October 24-25, 


has been programmed for the first time 
to include high priority topics for A. & H. 
underwriters, hospital-medical specialists, 
and company medical directors. 

For those insurance men with addi- 
tional interest in life coverages, the In- 
stitute of Home Office Underwriters will 
hold its annual meeting the three days 
following the A.&H. sessions. Mem- 
bers and guests attending the Confer- 
ence-sponsored forum are invited to 
remain for the life meeting. 

Substandard Underwriting 

Underwriting Committee program 
Chairman E. J. Rogers, Security Mutual 
Life, says the first day of the A. & H. 
session will be capped with a panel on 
“New Developments in the Field of Sub- 
standard Underwriting.” Companies with 
actual substandard underwriting experi- 
ence will be represented: Continental 
Casualty, John Gebbie; Republic Nation- 
al Life, E. F. Brewer; and Inter-Ocean, 
Arthur J. Kern. 

Stanford Miller, Employers Reinsur- 
ance, chairman of the subcommittee on 
substandard A.&H. insurance, Task 
Force No. 3, Joint Committee on Health 
Insurance, will report on the accomplish- 
ments and projects of his industry 
wide group. 

Other topics will be handled by Carl 
Songer, and Dr. Proctor Waldo, both of 
Washington National. Mr. Songer, a 
general agent concentrating on rural 
business, will give “The Fieldman’s Ap- 
proach to Accident & Sickness Under- 
writing.” Dr. Waldo will talk about 
“Underwriting of Back Injuries, Pri- 
marily Discs.” 

Conference Underwriting Committee 
Chairman E. B. Forsythe, Illinois Mutual 
Casualty, will preside at opening ses- 
sions. Conference President Frank S. 
Vanderbrouk, Monarch Life, and Man- 
aging Director John P. Hanna will be 
on hand to welcome conventioners. 

Subcommittee activities will be re 
viewed by: A. M. Hansen, Mutual Bene 
fit H.& A.; J. T. Helverson, Washing 
ton National; R. L. Davis, American 
General Life, and J. M. Wickman, Mu 
tual of New York. 

Conference Publications 


Announcement is expected on_ the 
status of three Conference publications, 
the Agent’s Selling Handbook, the 
\.&H. Insurance Primer, and_ the 
Agent’s Underwriting Handbook. Com- 
mitteemen have been working on their 
revision this past year. 

Guest speaker Colonel Reuel C. Strat- 
ton, Travelers, will give a paper on “The 
History of Underwriting in Nuclear 
Energy Plants.” 

The Conference hospital - medical in- 
surance committee, under the chairman- 
ship of T. T. McClintock, American 
United Life, presents its portion of the 
program on the morning of the second 
day. In past vears this meeting has 
been held in February along with the 
was resched- 


annual Group meeting. It 
(Continued on Page 42) 


To Add 392 Sets of 
Revisions, Amendments 


TO A. & H. BUREAU LAW DIGEST 


Counsel J. F. McAlevey Says Rush of 
Legislation Indicates Trend to 
Last for Years 


the A. & H. en- 
actments emerging state legisla- 
tures in session during the first three 


As an aftermath of 
from 


quarters of the year, the Bureau of Acci- 
dent & Health Underwriters reported 
this week that some 392 sets of revisions 
and amendments will have been released 
for insertion in its “Digest of Accident 
& Health Laws & Regulations” when all 
revisions are completed this year. 

The “Digest” is a comprehensive 
documentation of all the A. & H. insur- 
ance law and regulation in force in the 
United States, its territories, and Can- 
ada. Originally compiled in 1948 by Bu- 
reau General Manager J. F. Follmann, 
Jr., its 495 pages in loose-leaf binding 
to allow constant amendment is used 
by companies as a reference source in 
drafting policies and filing forms. It is 
in three parts: 

Part I is a codification of all basic 
regulatory A. & H. documents; Part II 
gives the laws and regulations by juris- 
diction; Part III treats of special riders, 
endorsements or provisions required by 
particular jurisdictions. To the main 


“Digest” volume has since been added 
three supplements: 
Supplement A, blanket insurance in- 


cluding permissible groups, policy, and 
filing requirements; Supplement B, all 
phases of individual and family accident 
and health insurance with filing informa- 
tion; and Supplement C, Group A. & H. 
insurance. 

Legislation Symptomatic of the Day 


Commenting on the unusual number 
of insertions for the “Digest,” Bureau 
Counsel John F. McAleveyv, said that 
the rush of legislation was symptomatic 
of the day and pointed up a trend that 
could be expected to last for several 
vears to come. Among the legislative 
activity for. the year Mr. McAlevey 
cited the enactment into law in eight 
states of the Little Fair Trade Practices 
Act and of the Unauthorized Insurers 
Process Act in nine states. It was the 
hope, he said, of many in the industry 
that the enactment of these laws would 
devest the Federal Trade Commission 
of jurisdiction over the A. & H. busi- 
ness in various states. 

Further commenting on this year’s en- 
actment of the Uniform Individual Acci- 
dent & Sickness Policy Provisions Law 
in Delaware, Oklahoma, Oregon, Ten- 
nessee, Texas, and West Virginia, the 
Bureau counsel stated that the law was 
now effective in a total of 41 jurisdic- 
tions. 

Alluding to the new A. & H. laws soon 
to take effect: in North Carolina and 
Ohio, Mr. McAlevey expressed the opin- 
ion that the repercussion of the issues 
raised in both states had not yet run its 
course. He further added that the new 
laws materially affecting the PPL law 
already on the books in both states left 
many unresolved questions that did vio- 
lence to the uniformity hoped for by the 
industry in its long struggle to have 
universally accepted such a law as the 
PRI. 

Mr. McAlevey said that with other 
miscellaneous A. & H. laws a total of 
44 states were affected by the “Digest” 
insertions of which eight were complete 
state revisions and 36 had amendment 
pages. 


Program Shaping Up for 1956 
Bur.-Conference Group Meet 


Considerable progress has been made 
already in setting up the program for 
the 1956 joint group insurance meeting 
of the Bureau of A. & H. Underwriters 
and the Health & Accident Underwriters 
Conference, set for February 7-9 at 
Biltmore Hotel, New York. 

Plans were formulated at a meeting, 
September 14, in Chicago of the pro- 
gram subcommittees of the two associa- 
tions. Conference group committee 
chairman is Fred W. Clark, Lincoln Na- 
tional Life, while the bureau’s group and 
Statutory disability committee is headed 
by George E. Light, secretary of the 
Travelers. 

Chairmen for the February program 
are R. C. Knoblock, Washington Na- 
tional, for the conference and M. D. 
Miller, Equitable Life Society, for the 
bureau. The conference program sub- 
committee also met the day preceding 
the joint meeting. In addition to the 
chairmen, those attending this meeting 
included John W. Crews, Benefit Asso- 


ciation of Railway Employes; Stefan 
Hansen, Great-West Life; J. E. Hell- 
gren, Lumbermens Mutual Casualty; 


Roy A. MacDonald, conference director 
of company relations, and Louis A. Or- 
sini, manager, group division, represent- 
ing the bureau staff. 





NATIONAL SAFETY AWARDS 


To Be Presented to Greater N. Y. Coun- 
cil, NYC Department of Health and 
Metropolitan Life 

The Greater New York Safety Council, 
the New York City Department of 
Health and Metropolitan Life Insurance 
Co. will receive awards from tthe Nation- 
al Safety Council for their work in 
preventing accidents in the home. 

Paul F. Stricker, executive vice presi- 
dent of the Greater New York Safety 
Council, who will accept the award for 
his organization, has announced that for- 
mal presentation would be made by Ned 
H. Dearborn, president of the National 
Safety Council, at a luncheon in the 
Conrad Hilton Hotel, Chicago, on Oc- 
tober 19. 

In addition, Dr. George Wheatley, 
chairman of the American Academy of 
Pediatrics, will accept an award for that 
organization. 30th the Metropolitan 
Life and Dr. Wheatley’s office are lo- 
cated at 1 Madison Avenue. 

The awards consist of plaques and 
certificates of commendation “for excep- 
tional public service in the prevention 
of home accidents during the year 1954- 
1955.” They are among the national 
home safety awards, winners of which 
were announced September 19 by the 
National Safety Council in Chicago. 





Milton Beal Appointed 


Administrative Assistant 
Milton Beal has been named adminis- 
trative assistant to Executive Vice 
President E. S. Adams and Vice Presi- 
dent Gale E. Davis of Mutual of Omaha. 
Mr. Beal was appointed to fill the 
position vacated by Hugh McKenna, 
who is on leave of absence since his 
election as national president of the 
United States Junior Chamber of Com- 
merce. 

During his nine years with Mutual of 
Omaha, Mr. Beal has had extensive ex- 
perience in varied phases of home office 
operation. Prior to his present appoint- 
ment, he was a member of the planning 
department. He is a graduate of the 
University of Iowa. 





SUPPORT HOSPITAL INS, PLAN 

Premier Leslie Frost of Ontario has 
indicated that his government will pre- 
sent a plan for full hospital insurance 
in Canada at the October Federal-Pro- 
vincial Conference to be held in Ottawa 
and involve top representatives from all 
ten provinces across the nation. 





Reserve Life Gift 
Buys Cancer X-Ray 


FOR BAYLOR UNIV. HOspPITa, 


Contributes $75,000 to Purchase “Thera. 
tron” Therapy Unit in Honor of 
Board Chairman C. A. Sammons 


_A new giant X-ray-like machine, ys- 
ing atomic energy, is ready to combat 
cancer in Dallas, at the Charles A, Sam. 
mons Irradiation Therapy Center, ac- 
cording to an announcement by E, 9 
Barry, president of Reserve Life, also 





Shown in the above is the new “Thera- 
tron” Cobalt 60-Beam Therapy Unit to 
combat cancer at the new “Charles A. 
Sammons Irradiation Therapy Center’ 
located at Baylor University Hospital in 
Dallas. The purchase of the cobalt unit 
was made possible by a gift from the 
Reserve Life Insurance Co. of Dallas, 
in honor of its present chairman 


of the board. 


of Dallas. Dedication ceremonies for 
the new center, located at Baylor Uni- 
versity Hospital, were recently held. 

Last January, Reserve Life, gave Bay- 
lor University Hospital a gift to pur- 
chase a new “Theratron” Cobalt 60- 
Beam Therapy Unit, valued at $75,000, 
in honor of- Charles A. Sammons, who 
is chairman of the board of the insur- 
ance company. 

The company, one of the nation’s 
largest A. & H. insurance firms, is li- 
censed in 38 states and District of Co- 
lumbia and aside from its home office 
in Dallas, it has a regional office in Cin- 
cinnati, Ohio and 247 sales offices 
throughout the nation. 

Structure Valued at $150,000 

Mr. Barry said that Baylor had 
started construction of facilities last 
January to house the huge machine 
which utilizes radiation from atomic en- 
ergy to penetrate the skin and retard or 
destroy the growth of cancerous tissue. 
The completed structure is valued at 
$150,000. 

The cobalt unit weighs approximately 
eight tons. The 24-inch walls as well as 
the floors of the center have _ been 
heavily insulated with lead and concrete 
to keep radio-activity under positive 
control. 

Baylor officials state that the cobalt 
unit is ten times as powerful as standard 
therapy available at the present time. 
Treatments with this unit are said to be 
more effective in a significant number 
of patients, and with all patients treated 
there is less adverse effect to normal 
tissue. 

The therapy will be planned and car- 
ried out by specially trained physicians 
with the aid of a radiation physicist and 
trained technicians. 

The principle of X-ray therapy has 
been used in the treatment of cancet 
for a long time. The cobalt unit makes 
possible deeper penetration with less 
harm to normal tissues. The cobalt 
source at Baylor is one of the largest 


(Continued on Page 41) 
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1954-5 Progress and New Policies 


Impress Hoosier’s General Agents 


General agents of Hoosier Casualty 
Co., Indianapolis, were told at their re- 
cent ninth meeting in Hotel 
Netherland Plaza, Cincinnati, that the 
company is ahead in sickness and acci- 
dent production by 84% for the first 
eight months of 1955 which is on top of 
the 8% gain made in 1954 over the pre- 
vious year. The good news was also an- 
nounced that the Hoosier was ready 
with a major medical expense policy and 
that the promotion behind it will include 
radio and_ television 
proposal forms 
and prospecting methods. Hoosier’s re- 
developed cancer coverage was 
also discussed, forthcoming policy im- 
provements announced, and a_ preview 
given of the plans for the company’s 
celebration to be 


annual 


newspaper ads, 
scripts, mailing pieces, 


cently 


golden anniversary 
held in 1957 when the Hoosier will have 
completed 50 years in the accident and 
sickness insurance business. 


Paul R. Raines, general agent at Des 
Moines, was elected president of the 
asses ° General Agents Association, 
succeeding Harold J. Plack, Sr., Peoria. 
Robert E. Killinger, Marion, 'O, was 


named vice president; Orlin E. Kirk- 
man, Decatur, IIL, was reelected secre- 
tary-treasurer, and Loren J. Erlsten, 
Canton, O., was elected to the board of 
directors. 

Throughout the three-day meeting 
emphasis was placed en the importance 
of agency recruiting, education, sales 
techniques and public relations in the 
development of A. & S. business. The 
gathering was attended by 65 persons 
including general agents, their wives and 
business associates, home office repre- 
sentatives and speci: il guests. 


McKinnon and Galleway on Program 


Two distinguished past presidents of 
the International Association of A. & 
H. Underwriters—L. A. McKinnon, 
Hoosier general agent at Flint, Mich., 
and John G. Galloway, Provident L. & 
A. general agent at Birmingham, Ala.— 
were on the speaking program. 

Mr. McKinnon, who is International's 
immediate past president, spoke on the 
“Big Picture,” drawing upon his ex- 
periences and observations of the past 
year during which he traveled the coun- 
try for the International. Mr. McKin- 
non stressed the importance of a con- 
tinuing improvement of service to the 
insuring public as a deterrent to further 
inroads of the Federal Government into 
the accident and sickness field. 

Mr. Galloway, who is currently serv- 
ing as interim director of the Interna- 
tional’s newly formed Disability Insur- 
ance Training Council, Inc., explained in 


detail the activities and plans of the 
council, At the same time he expressed 
thanks to the Hoosier Casualty for its 


financial contribution to the cooperative 
advance fund for disability training. This 
fund is enabling the council to launch 
its nationwide program of training and 
education among A. & S. agents. 


Smead Gives Keynote Address 


General Agent Edward L. Smead, gave 
the keynote address at the opening 
luncheon of the meeting. Taking the 
topic “America Unlimited,” he painted 
an optimistic word picture of the advan- 
tages and opportunities available to A. 
& S. salesmen by virtue of the country’s 
favorable economic conditions, industrial 
activity, vast natural resources, and the 
increasing aw: areness of the public as 
to the need for income protection and 


hos 
lospital-medical- surgical expense  cov- 
rages, 


“Chet” Elson Makes a Hit 
Chester G. “Chet” Elson of Waterloo, 


Iowa, drew enthusiastic response from 
his audience when he delivered one of 
his popular addresses on “The Heart of 
a Champion.” Mr. Elson, an outstand- 
ing personal producer and general agent 
for Mutual of Omaha, gave generously 
of his personal experiences in recruiting 
and training men from various walks of 
life for success in the disability insur- 
ance selling field. He drove home in 
eloquent style the point that if concern 
with the development of the trainee him- 
self is the motivating force inherent in 
a program of education and sales train- 
ing, “the sky is the limit” as far as 
commission earnings are concerned. 
The program which featured Mr. EI- 
son also included a round table discus- 


sion of “Successful A. & S. Insurance 
Selling,” with the MHoosier’s general 
agents’ “trading ideas” on sales meth- 


ods, advertising, prospecting and recruit- 
ing. Contributors to this discussion in- 
cluded General Agents Loren J. Erlsten, 
Don Cornwell, John A. Flack, . H. Hel- 
mick, John L. Kelly, T. M. Lawrence, 
Andrew Strok, J. M. Colaizzo, Jake 
Douglas, Harold J. Plack, L. A. McKin- 
non and John A. Vanderwerf. A Borden 
and Busse sound motion picture entitled 
“Overcoming Objections,’ was viewed 
with enthusiasm. 


President Ray Gives Welcome 


At the opening business session home 
office greetings were extended by V. M. 
Ray, president of the company. There- 
after, the program was devoted to “The 
Hoosier’s Progress Report.” C. Norman 
Green, secretary-treasurer, presented 
figures on the development of the Hoo- 
sier’s accident and sickness business dur- 
ing 1954 and the first eight months of 
1955. 


Buys Cancer X-Ray 
(Continued from Page 40) 


sources available anywhere. The source 
itself is imbedded in 4,000 pounds of 
lead and tungsten. 

All of the rooms in the irradiation 
center have been painted in the most 
inviting and restful colors. In the cobalt 
room, one side is completely covered 
with a colorful drapery. On the other 
side hangs a beautiful mural, “Reflec- 
tion Lake.” All lighting is indirect and 
subdued. 

The installation of this advanced ma- 
chine and completion of the irradiation 
therapy unit places Baylor among the 
leading centers for treatment of cancer 
in the United States. 


Harold A. Moore, 
of the A. & S. 
the Hoosier’s 


assistant manager 
department, told about 
I Group insurance opera- 
tions and then introduced Henry W. 
Morris, recently named manager of the 
Group division. R. E. Eppich, supervisor 
of A. & S. underwriting, spoke on the 
Hoosier’s entry into the substandard 
field. In turn he presented Frank EF. 


Powell who has been transferred from 
the West Virginia field to the home 
office as assistant supervisor of A. & S. 


underwriting. Florence FE. 
ger of the benefit 
spoke on_ benefit 


Taylor, mana- 
payment division, 
payment procedures. 


She was followed by E. C. Acree, comp- 
troller, who presented “Our Financial 
Position.” 

Social events included a_ sightseeing 


Cinerama 
the ladies 
The com- 


party at Beverly 


tour, a visit to the showing of “ 
Holiday” and a luncheon for 
in the Terrace Plaza Hotel. 
pany was host at a 
Hills Country Club, Newport, Ky. At 
the annual banquet, C. Norman Green 
was master of ceremonies for a program 
of entertainment which included a hu- 
morous address by Richard G. Mills of 
Indianapolis. All in all it was one of 
the most successful meetings of the 
General Agents Association held to date. 
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_tising of A. & H. 
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IN THE 


RIGHT DIRECTION 
WHEN YOU REPRESENT 


Combined Insurance Co. of America 
5316 Sheridan Rd. — Chicago 40, Ill, 










Hearthstone Insurance Co. of Mass. 
395 Commonwealth Ave. — Boston, Mass. 


Combined American Insurance Co. 
2817 Maple Ave. — Dallas, Texas 


First National Casualty Co. 
Fond du Lac, Wisconsin 


COMBINED GROUP 


W. CLEMENT STONE 






President 


PROBABLE MISREPRESENTATION 


Found by FTC Examiner Frank Hier 
in Deciding National Casualty of 
Detroit Case 

recent hearing 


In a conducted by 


Trade Commission Examiner 
Frank Hier, the 


complaint of false 


Federal 
motion to dismiss the 
and misleading adver 
policies issued against 
National Casualty of Detroit was de- 
nied. The examiner issued a decision of 
“probable” misrepresentation 

He rejected the company’s argument 
that the Michigan Unfair Trade Prac 
tices Act fully regulated its advertising 
practices, in compliance with the proviso 
of Public Law 15, both within and out 
side of Michigan. Examiner Hier de 
clared that the contention “ignores the 
broad and sound distinction between 
charter and police power.” 

He pointed out that the Michigan 
statute “is on its face confined to regu 
lation of the insurance and surety busi 
ness within this state.” He also rejected 
the contention that the FTC has no 
jurisdiction because the company’s busi 
ness in the other 47 states and the Dis 
trict of Columbia, is fully regulated in 
states which have no anti-deceptive ad 
vertising law and in others where such 
laws apply only to life insurance. 

Most significant in the ruling was the 
fact that Mr. Hier totally denied the 
company’s arguments that record at this 
stage of the case fails to show any false, 
misleading or deceptive representations 

National Casualty furthermore pointed 
out that no complaints of deception had 
ever been received by any state Insur 
ance Department and the company at 


gued that the FTC counsel had_ pre 
sented noevidence of any actual decep 
tion. 


“Tt is, of course, well settled,” de 
clared the hearing examiner, “that ac 
tual deception need no be shown in any 
case; that the Federal Trade Commis 
sion Act is prophylactic as well as re 
medical; that potentialities are as much, 
if not more, its concern than actualities.’ 


STILL FAVORS REINSUR. PLAN 

Representative Charles A. Wolverton 
(R., N. J.) still believes that Govern 
ment health reinsurance “may speed up 
experimentation with new Group cover 
age in the health-insurance field and 
particularly with regard to major medi 
cal expenses.” Chairman of the House 


Commerce Committee during the &drd 
Congress when that group held exten 
sive hearings on health insurance, the 


New Jersey Republican made known his 
views in a_ special adjournment 
Congressional Record insertion. 


post- 
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AMA Ins. Conference 


(Continued from Page 33) 


will cover trends in fidelity and burglary 
He describe the changing 
nature of fidelity losses, the extent and 


losses. will 


type of losses experienced today, and 
current 
protection against losses, prosecution of 


thinking on such questions as 


dishonest employes, and proving inven- 
tory shortages. 

In a panel session three insurance 
managers will join with Mr. Fields in 
a general discussion of crime coverages 
and the problems involved. Each will 
report on his company’s exposures, the 
forms of insurance used, and the reasons 
for choosing those forms. Panel 
bers will be Charles H. Thiele, insurance 
manager, Federated Department Stores, 
Cincinnati, Ohio; T, V. Murphy, insur- 
ance manager, Maryland Shipbuilding & 
Drydock Co., Baltimore, Md.; and E 
Dean Damon, insurance manager, Parke, 
Davis & Co., Detroit, Mich. 

Two speakers will take up aspects of 
employe benefit planning. Henry  S. 
Beers, vice president, Aetna Life, Hart- 
ford, Conn., will spotlight significant 
trends in corporate practice on continu- 
ing benefits to employes after retirement, 
with stress on methods used by industry 
to extend life and health protection and 
the problems encountered. 

William C. Greenough, vice president, 
Teachers Insurance & Annuity Associa 
tion of America, N. Y., will report on the 
features of variable annuity plans devised 
to reflect the changing cost of living 
and will summarize experience to date 
with the plan devised by his firm. He 
will also review the features of newer 
plans developed for other company re- 
tirement programs. 

Executive accident insurance will be 
the subject of Frank V. McCullough, 
assistant vice president, Continental Cas- 
ualty Co., Chicago. He will discuss the 
company’s obligation to the executive 
and other employes, describe the differ- 
ent methods of insuring against acci- 
dents, and compare costs. 

Ernest Clark, of Corporate Advisors, 
Inc., N. Y., former assistant treasurer of 
J. C. Penney Co., will analyze the pros 
and cons of the insurance manager's 
providing counseling service on individual 
insurance problems to other executives 
He also will review what the insurance 
buyer needs to know if he is to perform 
such personal counseling. 

New policy forms and other develop- 
ments in personal property lines will be 
summarized by John J. O'Brien, vice 
president, Rollins Burdick Hunter Co., 
Chicago. He will compare the coverage 
provided by the new homeowner’s and 
other package policies with that of the 
single-line policies which they are in- 
tended to consolidate and simplify. 

On display throughout the conference 
will be the AMA insurance conference 
exhibit of pertinent visual material 
gathered from companies throughout the 
country. Included in the exhibit will be 
a collection of insurance company annua] 
reports, insurance procedures manuals, 
organization charts and job descriptions 
for the insurance department, various 
insurance forms and records, and recent 
and pamphlets in the insurance 


mem 


books 
field. 

The conference program was planned 
by the AMA staff with the assistance 
of the AMA insurance planning council, 
an advisory group of executives of mem 
ber companies headed by Roy L. Jacobus, 
manager, insurance and pension depar 
ment, Ford Motor Co., Dearborn, Mich.. 
who is the association’s vice president in 
charge of the insurance division. Mr 
Jacobus will act as chairman of the open 
ing session of the conference 

Others who will serve as session chair 
men during the meeting include B. E 
Kelley, manager, insurance department, 
United States Plywood Corp., ! 


N:. Y.2 
Walter Johnson, manager, insurance de 
partment, Sun Oil Co., Philadelphia, Pa.; 
Robert F. Myers, insurance 


manager, 





Underwriting Forum 


(Continued from Page 40) 


uled to make the fall meeting more com- 
prehensive for the personal A. & H. in- 
surance executive. Four topics will be 
discussed: 

The Problem of Workmen’s Com- 
pensation, Excluded or Not Excluded, as 
It Affects Hospital and Medical Insur- 
ance—V. R. Fernitz, Combined. 

2. Hospitalization Past, Present, and 
Future—G. H. Carlson, North American 
Accident. 

3. Major Medical Insurance—Robert 
Ryan, Royal-Liverpool Insurance Group. 

4. Deductible Hospital Insurance — 
Charles N. Walker, Lincoln National 
Life. 

Case Clinic in Two Parts 

The traditionally popular case clinic 
will be presented in two parts on the 
final afternoon. Here actual underwrit- 
ing problem cases have been submitted 
and reproduced so that the audience 
can follow the debate of the experts. 

W. A. Sims, Business Men’s Assur- 
ance, will moderate a panel of lay un- 
derwriters. They are: Charles M. Barry, 
Ohio State Life; J. Noyes Crary, Con- 
necticut General Life: Harry L. Graham, 
Bankers Life; Malcolm G. Pittman, Jr., 
Golf Life; Al Robins, Loyal Protective 
life, and Joseph M. Ryan, Metropolitan 
Life. 

Insurance company doctors will par- 
ticipate in the second class clinic—a 
new feature of this vear’s meeting. Mod- 
erator will be Dr. W. H. Scoins, Lincoln 
National Life. Panel members: Dr. Har- 
old R. Leffingwell, Paul Revere Life; 
Dr. Charles B. Ahlefeld, Business Men’s 
Assurance; Dr. John E. Boland, Country 
Life, and Dr. E. B. Williams, Wiscon- 
sin National Life. 

A luncheon and reception are planned 
for the first day of the meeting. 

Companies are asked to give the Con- 
ference executive office an advanced reg- 
istration list. Requests for hotel accom- 
modations should be sent direct to Ray 
Tottes, convention manager, Kentucky 
Hotel, mentioning time of arrival, de- 
parture and attendance at the Confer- 
ence forum. 


White Sulphur Meeting 


(Continued from Page 33) 





prizes for both men and women winners 
in various classifications. Prizes will 
also be provided for winners of the 
ladies’ bridge tournament and the horse- 
shoe pitching contest for the men. 

The added attraction of the conven- 
tion will be the banquet entertainment 
the evening of October 3, by Betty 
Kelly and Theodor Uppmann, stars of 
the concert stage, radio and television. 
Miss Kelly is a former soloist with Phil 
Spitalny’s All-Girl Orchestra and_ the 
Chicago Symphony Orchestra, and she 
has been seen on television on Ed Sulli- 
van’s “Toast of the Town.” She is the 
daughter-in-law of Ray Murphy, gen- 
eral counsel of the Association of Casu- 
alty & Surety Companies. 

Mr. Uppmann, who made his debut with 
the Metropolitan Opera Co. in 1953 in 
the lead role of “Pelleas et Melisande,” 
played the title part in the London and 
Paris productions of “Billy Budd” and 
has performed on radio and _ television 
with “The Telephone Hour.” 

On October 4 both the agents and 
company people will conduct their sepa- 
rate business sessions. They will feature 
committee reports and election of offi- 
cers. The following morning the agents’ 
association will hold another business 
session at which Executive Vice Presi- 
dent C. F. J. Harrington will preside. 
Company representatives are invited by 
the agents to attend this meeting. First 
item on the agenda will be presentation 
of prizes to winners in the golf tour- 
nament and horseshoe pitching contest. 


Fairbanks, Morse & Co., Chicago; and 
kX, F. Neubecker, assistant secretary and 
assistani treasurer, Burroughs Corp., De- 
troit, Mich. 


Cornett Stimulating in 
Newark A. & H. Talk 


TELLS PRUDENTIAL’S SUCCESS 


Urges That Agent Follow Definite Plan 
in Sales Presentation; Many Sales 
Can Stem From Referred Leads 


W. B. Cornett, manager of sales and 
service in the Prudential’s sickness and 
accident department, who has a_back- 
ground of 33 years in A. & H. selling, 
made a hit at the September luncheon 
meeting of the New Jersey Association 





W. B. CORNETT 


& H. Underwriters in Newark 
when he spoke on “Sales Ideas That 
Preduce Results.”. Mr. Cornett was in- 
troduced by George FE. Lehman, presi- 
dent of the association, who is manager 
of the National A. & H. Insurance Co. 
in Newark. 

At the outset of his talk Mr. Cornett 
referred to the stimulating and challeng- 
ing aspects in setting up The Pruden- 
tial’s program in the sickness and acci- 
dent field. Management, he said, was 
faced with the task of training the 21,500 
force. Mr. 
Cornett number of ex- 
perienced A. & H. men who 
brought into the company to do 
sizable training job. The results of their 
efforts are shown in the following pro- 
duction 1953—59,000 S. & A. 
policies sold by The Prudential for a 
total of $5,100,000 in annual premiums; 
1954—175,000 policies sold for a total of 
$15,500,000 in annual premiums. 


of A. 


men in Prudential’s sales 


Was one of a 
were 
this 


figures: 


Stresses Conviction and Enthusiasm 


Mr. Cornett told his audience that the 
two qualities most needed new 
agent in the S. & A. business are con- 
viction and enthusiasm, coupled with a 
definite plan. He became acutely aware 
of the value of an accident and health 
policy when a student at law school. He 
had to be operated upon for mastoids 
and the doctor’s bill was paid by the in- 
surance company with which he carried 
his A. & H. policy. Mr. Cornett said he 
was so grateful when that heavy and 
unexpected expense was taken care of 
that he decided to forsake law and be- 
come an A. & H. salesman. Although he 
had ups and downs in his first year he 
wrote 1,088 individual policies for over 
$50,000 in premiums. “I didn’t know 
much then about the contracts and the 
coverage, but I did have the conviction 
that I was in the right business,” he 
said. 

Mr. Cornett stressed the importance 


for a 


—— 


of having a definite plan in selling sick 
ness and accident insurance. A’ goo 
pre-approach letter is desirable. Direc 
mail prospecting on a selective basis is 
helpful but the personal follow-ups are 
what make the sales. He described an 
approach “story” which Prudential 
agents are using today, salient feature 
of which is to carry at all times 4 
scratch pad and pencil. He recommended 
that agents use their pencils freely dur. 
ing the interview for in so doing they 
will keep control of their prospects and 
of the proposal form. 

In bringing the interview to a close 
Mr. Cornett said that one of the mos 
effective questions to ask was, “let’s see 
if you can qualify for this insurance” 


60 Apps Stemmed From One 
Reference Lead 


Mr. Cornett then told a prospecting 
story which will be long remembered 
by the New Jersey A. & H. men. Early 
in his selling career he went for three 
days without making a sale. One of his 
turndowns was a garage service man, 
Discouraged, he was about to leave his 
shop when the man said: “A_ lawyer 
friend of mine is going on a fishing 
trip. I think he ought to buy accident 
insurance. Why don’t you see him?” 

W. B. Cornett said he spent all that 
evening studying his policy contracts 
and mapping his interview with the law- 
yer the next morning. He was very 
nervous when he faced the prospect. 
The lawyer was interested, bought a 
policy paying $100 a month and with 
$5,000 principal sum. Mr. Cornett was 
about to depart with a check for the 
first year’s premium. Then, to his sur- 
prise, the lawyer called to him: “Would 
you like to make another sale?” The 
answer was promptly “yes.” Cornett was 
referred to two other lawyers who were 
going on the same fishing trip, both of 
whom bought policies. Each of them 
gave him several more names. In all he 
wrote about 60 applications as a result 
of the one lead given to him by the 
garage man. 

On a return trip to the same town 
some weeks later Mr. Cornett called to 
thank him for the leads, and to tell him 
about the business sold. The garage 
man was so impressed that he bought 
an A. & H. policy for himself. 


Deliver Claim Checks Personally 


Mr. Cornett recommended that S. & 
A. agents personally deliver claim 
checks. This practice is not only good 
from a public relations standpoint but it 
often happens that a claimant, in an 
appreciative mood, will give the agent 
the names of a few friends. 

The speaker’s closing sales story cen- 
tered around one of his early A. & H. 
sales to a deputy sheriff in a small Ken- 
tucky town. After the policy was de- 
livered this sheriff was shot and per- 
manently disabled as a result. Mr. Cor- 
nett personally delivered the claim 
check. Some years later he returned to 
the town to visit his brother who was a 
druggist there. His brother said: “I 
want you to meet a young man about 
to be graduated from college who tells 
me that you sold his father A. & H. in- 
surance.” When the introduction took 
place Cornett found that the young man 
was the son of the deputy sheriff who 
had been receiving a claim check from 
his A. & H. insurance for 16 years and 
the payments up to that time amounted 
to $16,000. This money had enabled him 
to educate his son and provide for his 
family, Furthermore, it had enabled him 
to keep up the premium payments on his 
life insurance policy. The son was vale- 
dictorian of his class. 

At the business meeting which pre- 
ceded Mr. Cornett’s talk a presentation 
was made by President Lehman of two 
Leading Producers Round Table = 
bership certificates. They were receive 
by Richard L. Plasschaert and A. 
Cunder, both of the S. S. Ballin agency, 
Newark. This is the second year that 
Mr. Plasschaert has qualified tor the 
PRT award of the International A. & 
H. association. Mr. Lehman hoped that 
in the coming year more members i 
the New Jersey association woule 
qualify for LPRT membership. 
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The vast majority of forest fires are the result of just plain carelessness. Be a good | 


sport when you are in the woods. Crush out your smokes. Break your match in two. 
Drown your campfire. And when motoring, don’t toss lighted matches, cigarettes, 
cigars or pipe ashes out of car windows. 

Chis advertisement is one of a series in the interest of saving lives and property. 


Reprints of this advertisement will be furnished without charge upon request. 


AETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY +* THE WORLD FIRE AND MARINE INSURANCE CO. 
THE CENTURY INDEMNITY COMPANY ° STANDARD INSURANCE CO. OF N. Y. 
estat sry HARTFORD, CONNECTICUT 
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This advertisement also appears —in color—in TIME, NEWSWEEK, TOWN 
JOURNAL, NATION’S BUSINESS Clinton L. Allen, President 


There’s No Substitute 
for Personal Service 


In nothing else that you buy is per- 
sonal service more important than in 
purchasing insurance. That is why it 
is good business to buy from a local 
agent. He can fit policies to your 
individual needs—combine cover- 
ages to save you money—change 
policies on an instant’s notice to 
meet changing requirements. Best of 
all, if you face an emergency and 
need quick advice on what to do, 
your local agent is no farther away 
than the nearest telephone. 


Follow these time-tested rules: 


CONSULT YOUR AGENT OR BROKER 
THINK FIRST OF THE AETNA 





















































Back of your 
independence 


stands The 


PENN MUTUAL 















The Penn Mutual Life Insurance Company 
Kebert Jones 
has teen awarded thi cert jficale of achievement 


i? having compleled the Company's Extension Course designed le 
tnevease he ability te ge sound counsel on the wie of Ufe tnhsurance 


fr tndiwidual and, femily fire tection. 
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Learning and Earning 


There can be no standing still in today’s highly competitive business world. 
Our “earning power” has become increasingly dependent on our “learning power’’. 
When learning stops the opportunities for future growth in earnings also stop 


or are greatly diminished. 


Penn Mutual underwriters have been quick to realize these facts of life. 
174 have voluntarily completed the Company’s new Extension Course and 
received the above diploma. Another 587 underwriters are currently enrolled 


in this home study course to better their knowledge of the life insurance business. 


The Company also offers courses in Advanced Underwriting for established 
underwriters and periodically conducts Pension Trust and Profit Sharing 
Schools throughout the country. Further, the Company encourages its field 
associates to take L.U.T.C. courses and become candidates for the C.L.U. 


designation by subsidizing the tuition costs. 


We are proud of the fact that Penn Mutual underwriters have a continuing 


thirst for knowledge and are happy to make these facilities available to them. 


-* 





THE PENN MUTUAL LIFE INSURANCE COMPANY ¢ Independence Square, Philadelphia, Pa. 
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